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MICROSOFT  TURNS  20 


But  Gates  and 
company 
have  just 
begun  to 
tackle 
enterprise  nets. 
See  page  10. 


Internet  World  heats  up 


IBM/Lotus  to  air  hardware 
and  software  Web  bundle. 

By  Doug  Barney 
and  Ellen  Messmer 

Boston 

IBM  and  Lotus  Development 
Corp.  may  still  be  newlyweds, 
but  that  isn’t  stopping  v  \  L 
them  from  getting  busy 
on  a  soup-to-nuts  Inter¬ 
net  server  bundle. 

At  Internet  World 
here  this  week,  IBM  will 
announce  a  bundle  of  / 
server  hardware,  OS/2  Warp 
Server  software,  a  Web  server, 
Lotus  Notes  and  InterNotes  Web 
See  IBM,  page  8 


Oracle,  Sybase,  other  DBMS 
vendors  ready  network  links. 

By  Barb  Cole 

Boston 

Oracle  Corp.  will  be  the  first 
mainstream  database  vendor  to 
roll  out  a  suite  of  tools  for 
N  ^  building  Web-enabled 

S  applications,  but  it  will 
not  be  the  last. 

At  this  week’s  Inter- 
^  net  World  conference, 
the  Redwood  Shores, 
0  Calif. -based  database  gi¬ 

ant  will  take  the  wraps  off  three 
products  for  Web  browsing  and 
building  Web-based  applications 
See  DBMS,  page  85 


Critics  take  issue  with 
fuzzy  VLAN  standards  work 


IBM  tackles  WinNT  nets 


Net,  systems  mgmt.  lines  recast  for  Microsoft  platform. 


By  Michael  Cooney 

Raleigh,  N.C. 

In  a  blunt  recognition 
of  market  reality,  IBM  is 
porting  most  of  its  net¬ 
work  and  systems  man¬ 
agement  products  to 
Microsoft  Corp.’s  Win¬ 
dows  NT. 

Analysts  said  the 
move  would  give  NT 
customers  more  power¬ 
ful  native  tools  for  man¬ 
aging  client/server  en¬ 
vironments.  NT  users  would  get 
centralized  management  over 
network  devices,  such  as  hubs 
and  routers,  and  LAN-attached 
systems,  as  well  as  software  distri¬ 


IBM’s  Don  Haile  says 
user  demand  is  behind 
the  development  of  the 
NT  mgmt.  platform. 


bution  and  storage 
management  facilities. 
The  packages  would 
ultimately  make  it  eas¬ 
ier  for  net  managers  to 
control  their  growing 
NT  networks. 

IBM  officials  last 
week  confirmed  that 
the  company  is  devel¬ 
oping  NT  versions  of  its 
SystemView  products 
—  including  its  pre¬ 
mier  management 
platform,  NetView  for  AIX,  and 
more  than  30  other  tools. 

IBM  will  start  by  porting  the 
low-end  NetView  for  OS/2, 
which  would  let  users  manage 


IBM  GIVES  IN  |7pp?0V^ 

Company  plots  bold  move  to  port  its 
SystemView  management  tools  to 
Windows  NT  from  OS  rival  Microsoft. 

Ported  products  include: 

►  NetView  for  OS/2  (for  the  low  end) 

►  NetView  for  AIX  (for  the  enterprise) 

►  NetView  Distribution  Manager  (for 
software  distribution) 

New  products  considered  include: 

►  SystemView  for  NT 

►  SystemView  for  Intel 


LAN-based  devices  from  NT,  by 
the  end  of  the  first  quarter.  A  new 
version  of  enterprise-sawy  Net- 
View  for  AIX  will  follow,  giving 

See  Windows  NT,  page  85 


Intel  chips  in  with  NT  management 


By  Jodi  Cohen 

An  IEEE  committee  defining  a 
standard  for  virtual  LANs  may 
not  have  the  best  interests  of  buy¬ 
ers  in  mind. 

The  802.1  committee  has  qui- 


Delve  deeper  into  VLANs  on  Network 
World  Fusion.  Resources  include: 
O  A  list  of  VLAN  requirements  as 
defined  by  the  802.1  committee 
O  A  primer  on  VLANs 
O  A  look  at  how  one  user  is 
implementing  VLANs 

To  access:  Point  your  Web  browser 
at  http://www.nwfusion.com.  From 
the  main  menu, 
select  News+ 
then  Front  Page. 


Get  a  Technology  Update  on  VLANs. 
See  page  49. 


etly  defined  21  requirements  for 
interoperability  among  VLANs, 
which  comprise  software-de¬ 
fined  groups  of  endstations  lo¬ 
cated  anywhere  on  a  network. 

But  critics  said  the  initial 
versions  of  the  specifications  are 
flawed  and  could  result  in  prod¬ 
ucts  with  weak  security  and 
administration  capabilities,  a 
lack  of  backward  compatibility 
with  existing  network  devices 
See  VLANs,  page  84 


By  David  Rohde 

Washington,  D.C. 

American  Express  Co.  will  soon 
transform  one  of  its  biggest  net¬ 
work  assets  —  the  bulk  discount 
agreements  it  has  carved  out 


By  Kevin  Fogarty 
and  Ben  Heskett 

Hillsboro,  Ore. 

Intel  Corp.  this  week  is  expected 
to  announce  versions  of  its  net¬ 
work  management  software  that 
will  give  users  greater  control 
over  their  Windows  NT  net¬ 
works. 

Intel,  a  Microsoft  Corp. 
crony,  to  date  has  been  much 
chummier  with  Novell,  Inc.  on 
the  management  side.  But  the 


with  long-distance  carriers  — 
into  a  moneymaking  machine. 

In  a  filing  with  the  Federal 
Communications  Commission, 
Amex  revealed  plans  to  use 
excess  capacity'  purchased  under 
its  discount  plans  to  provide  tele¬ 
phone  service  to  the  public,  ini¬ 
tially  via  prepaid  calling  cards. 

Amex’s  impending  an¬ 
nouncement  could  herald  a 
wave  of  resale  activity  in  corpo¬ 
rate  America,  thanks  to  a  recent 
FCC  ruling  that  promises  to  ease 
problems  that  have  plagued 
companies  remarketing  capacity 
on  AT&T  networks. 

See  Amex,  page  14 


Access  Network  World  Fusion  using  the  number  in  yellow.  See  page  5  for  details. 
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Amex  strikes  phone  gold 

Financial  services  firm  to  resell  excess  network  capacity. 


INTEL  ON  TOP 

1994  worldwide  LAN  management 
software  market  share 


8.5% 

SOURCE:  I  DC.  FRAMINGHAM,  MASS. 


company  plans  to  ship  by  year- 
end  an  NT  server  monitoring 
agent  for  its  LANDesk  Manager 
suite  and  a  “lite”  version  of  the 
suite  for  managing  small  to  mid¬ 
size  NT  nets. 

“For  LANDesk  users,  these 
products  could  really  open  up 
the  doors  to  using  NT  more 
broadly  in  their  networks. 
Before,  they  would  have  pre¬ 
ferred  to  stick  with  NetWare  for 
See  Intel,  page  84 


UNSHACKLED  AT&T  IS  NOW... 

Loco  for  local  loop 


By  David  Rohde 
and  Tim  Greene 

New  York 

Frustrated  with  the  state  of 
local  telephone  competition, 
AT&T  Chairman  Robert  Allen 
last  week  declared  that  his 
company  is  willing  to  build  its 
own  local  loops. 

The  statement  came  as 
AT&T  set  out  to  offer  local 
telephone  service  in  Connecti¬ 
cut  in  competition  with  South¬ 
ern  New  England  Telecommu¬ 
nications  (SNET),  the  non- 


Bell  operating  company  that 
dominates  the  state. 

Allen’s  statement  appeared 
to  endorse  a  strategy  pursued 
by  MCI  Communications 
Corp.,  which  is  nearly  two 
years  into  a  $2  billion  effort  lo 
construct  alternative  local  net¬ 
works.  Until  now,  AT&T  offi¬ 
cials  have  said  they  prefer  to 
offer  local  service  by  buying 
switching  and  network  capac¬ 
ity  from  BOCs  at  wholesale 
and  reselling  it  at  a  markup. 

See  Local  loop,  page  14 


If  you’ve  ever  wondered  who  connects 
the  core  of  the  Internet  together,  the 
answer  is  Cisco. 

In  fact,  more  than  80%  of  the  routers 
that  connect  the  core  of  the  Internet  bear 
the  Cisco  name.  And  it’s  these  routers  that 
keep  our  planet’s  information  moving  on 


the  Internet,  24  hours  a  day,  7  days  a  week. 

So  your  busy  network  managers  can 
access  the  Web  and  download  the  critical 
information  they  need,  at  the  very 
moment  they  need  it. 

A  sales  executive  can  connect  a  notebook 
to  an  airport  dataphone  and  grab  the  latest 


leads,  e-mail,  and  price  changes  before 
boarding  a  flight  to  her  next  meeting. 

A  school  teacher  can  teach  weather  in 
real-time,  using  maps  created  and  uploaded 
to  the  Internet  that  very  same  morning  by 
the  government  weather  service. 

A  student  can  pay  a  “virtual  visit”  to  her 


nation’s  capitol  and  watch  her  government 
work  up  close  and  first-hand. 

So  the  information  on  our  planet  can 
travel  freely  across  countries,  across  time 
zones,  and  across  continents. 

From  the  communities  of  the  Internet 
to  the  massive,  global  internetworks  of 


Welcome  To 


Planet  Internet. 


Tran  sportation 


Provided  By 


Cisco  Systems. 


the  world’s  largest  organizations,  no 
other  company  in  the  world  today  has 
the  collective  experience  and  expertise 
of  Cisco  Systems. 

No  matter  how  large  or  complex  your 
networking  problems,  we  can  help  your 
organization  implement  a  solution  today. 


Call  us  at  1-800-859-2726.  Or  visit  us 
at  http://www.cisco.com.  And  discover 
for  yourself  just  how 
Cisco  technologies 
can  make  all  of  your 
company’s  information 
travel  by  first  class. 
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THE  NETWORK  WORKS. 
NO  EXCUSES: 


Total  multi-vendor  chaos  incompatible  protocols  inflexible  systems 


inaccessible  information  limited  scalability 


ends  here. 


Netwo  r k 


At  SunSoft,  we  have  a  complete  family  of  software  that  can  turn  your  biggest  problem  into  your  biggest  asset.  This  solution  starts  with  the  Solaris™  operating  environment,  the 
open  network  computing  foundation  for  SPARC,™  Intel?  and  soon,  PowerPC.™  In  all,  it  runs  over  10,000  SPARC  solutions,  in  addition  to  Windows,  DOS,  and  Macintosh®  applications. 
Solaris  is  tightly  integrated  with  Solstice™  system  and  network  management  products,  for  easy,  cost-effective  enterprise  control.  Next,  add  SolarNet™  software,  to  connect, 

administer,  and  integrate  your  PCs  into  the  enterprise.  And  finally,  add  SunSoft  Workshop™  tools,  to  develop 
and  deploy  enterprise-class  applications.  All  these  SunSoft  products  combine 


A 

to  give  you  a  network  that's  so  powerful  and  accessible,  it  actually  becomes  a 
computer.  Find  out  more.  1-80OSUNSOFT  prompt  #1,  or  http://www.sun.com/ 


SunSoft 

THE  NETWORK  IS  THE  COMPUTER'" 


©1995  Sun  Microsystems,  Inc.  All  rights  reserved  Sun,  Sun  Microsystems,  the  Sun  Logo,  SunSoft,  the  SunSoft  Logo,  Solans,  Solstice,  SolarNet,  SunSoft  Workshop  and  The  Network  Is  The  Computer  are  trademarks  or  registered  trademarks  of  Sun  Microsystems,  Inc.  in  the  United  States  and  other  countries.  All  SPARC  trademarks  are  used 
under  license  and  are  trademarks  or  registered  trademarks  of  SPARC  International,  Inc.  in  the  United  States  and  other  countries.  Products  bearing  SPARC  trademarks  are  based  upon  an  architecture  developed  by  Sun  Microsystems,  Inc.  All  other  products  or  services  mentioned  herein  are  trademarks  of  their  respective  owners.  SSFAM.1 


This  Week 


Go  on-line  to  learn  more  about  the  top  stories 
in  this  issue.  Aim  your  browser  at  http://www.nwfusion.com 
for  these  highlights  and  more. 
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News+ 

The  Front  Page: 

What's  past  is  prologue  as  we  dig  up  chronologies, 
historical  accounts  and  other  resources  related  to 
Microsoft’s  20th  anniversary. 

The  Technical  Sections: 

Check  into  WANs  &  Internetworking  to  get  a  handle 
on  the  technical  and  financial  issues  surrounding 
Asymmetric  Digital  Subscriber  Line  technology. 
With  all  the  talk  about  workflow,  now’s  the  time  to 
take  a  free  on-line  “course”  on  the  subject,  in 
Client/Server  Applications. 


Forum 

Your  side:  There’s  a  new  Web  serverthat  lets  you  search 
Usenet  archives  and  even  create  “profiles"  of  posting 
habits.  Valuable  research  tool  or  invasion  of  privacy? 
Voice  your  opinion  in  nwfusion.talk. 


this  wssk's  pick 


Struggling  to  deal  with  those  pressing  IS  issues?  Find  out 
more  about  everything  from  the  personnel  demands  of 
client/server  migration  to  enterprise  security  on  the  Open 
User  Recommended  Solutions  (OURS)  Web  site.  Link  to 
http://www.ours.org  and  select  “Excerpts  (Free).” 


HOW  TO  GET  ON  TO  NETWORK  WORLD  FUSION 


At  the  welcome  screen,  click  on  Registration  and  follow  the  instructions. 
Subscribers,  keep  yourNWF  number  -  highlighted  on  the  front  — — 

covers  mailing  label  -  handy  during  registration.  Non- _ 

subscribers  must  fill  out  an  on-line  registration  form.  _ 
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CALL:  (508)  875-6400 
FAX:  (508)  820-3467 

WRITE:  Network  World,  161  Worcester  Road,  Framingham, 
Mass.  01701 

INTERNET:  network@world.std.com 
NETWORK  HELP  DESK:  Contact  Dana  Thorat  by  any  of  the 
a  bove  mea  ns  or  via  the  Internet  at  djt@world  .std  .com 
READER  ADVOCACY  FORCE:  Leave  us  story  tips  or  information 
about  problems  with  products  at  (800)  622-1108,  Ext.  487, 
orth  rough  thelnternetatnwraf@world.std.com 
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fordetails  about  future  editorial  projects. 
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Users  grumble  at  show  that  they  are  unsatisfied  with  so-called  enterprise 
management  tools. 

Application  developers  adjust  their  products  so  they  can  be  used  on  the 
World-Wide  Web. 

Now  that  the  FCC  filed  its  decision  on  frame  relay  tariffs,  customers  have 
power  to  negotiate  deals,  but  pitfalls  abound. 

Compaq  and  Intel  team  up  to  develop  and  market  a  series  of  PC-based 
videoconferencing  products. 


Goldco’s  Klucko  beta-tests 
HP’s  SureStore  Archive  Server. 
Page  29. 


WANs  &  Internetworking 

19  Sprint  finally  joins  toll-free  switched  data  party. 

20  MCI  to  help  its  friends  in  small  offices  access 
public  frame  relay  services. 

20  Data  Switch  turns  on  newline  ofserver-to-main- 
frame  connectivity  products. 

22  AT&T  breakup  may  ravage  OneVision  camp. 

Local  Networks 

25  Novell  lays  out  computer-telephone  integra¬ 
tion  blueprint. 

25  Symantec  reaches  out  to  remote  Windows  95 
and  NT  users  with  32-bit  client  software. 

29  HP  has  network  storage  server  in  store. 

Client/Server  Applications 

35  Intersolv  hits  the  x^L  * 

acquisition  trail,  nabs 

<0  ip 

Data  access  tools 

Decision-support 
software  can  be  too 
much  of  a  good  thing. 
Page  42. 


37  Tl  fine-tunes  distributed  application  tool  kit  to 
make  use  of  component  software. 

Electronic  Commerce 

47  Defense  Department  proposes  matrimony  for 
EDIFACT  and  ANSI  XI 2. 

Technology  Update 

49  When  building  VLANs,  network  administrators 
need  to  knowwhich  technique  their  LAN 
switches  use. 


TechGnosis  to  bol¬ 
ster  data  warehouse 
product  line. 

35  In  the  wake  of  buying 

Watermark,  FileNet 
sets  workflow  and 
document  manage¬ 
ment  product  inte¬ 
gration  goals. 


Features 

Buyer’s  Guide.  LAN  access  worldsajKverge:  Once- 
competing  vendor  camps  are  nowSotrowing  from 
each  other  as  business  and  Internet  communities 
find  common  ground.  Page  57. 

A  hauntingly  good  E-mail  package:  ^ 

Pronto  Mail's  user  interface  is 

bewitchingly  alluring.  Page  65.  ALLIANCE 


Management  Strategies 

68  Land  the  job  candidates  you  really  want  by  avoid¬ 
ing  these  recruitment  pitfalls. 


Opinions 

22  Scott  Bradner  picks  key  escrow  lock  and  finds 
thorny  issues  inside. 

26  Skip  MacAskill  and  Melinda  Le  Baron  say  there's 
no  denying  Windows  95  in  your  net. 

41  Mike  Rothman  sings  the  blues  over  remote 
network  connectivity. 

47  Mark  Gibbs  may  physically  be  in  France,  but  his 
mind  is  firmly  on  Internet  domain  names. 
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Editorial:  Did  the  FCC  make  the  right  decision 
concerning  frame  relay  tariffs? 


Anura  Guruge  sees  anew  regime  emerging 
as  IBM  pulls  a  token-ring  switch. 


Christopher  Finn 

searches  for  the  future 
of  telecom  in  Geneva. 
Back  to  Reality:  New 

media  technology 
strips  privacy  and 
image  control  — 
even  from  publishers. 


Network  bugs? 

What  about  network 
ghosts  and  ghouls? 
Find  out  how  to  track 
’em  down  in  Abend. 

fagetu. 


Network  Help  Desk.  Page49. 

In-Box.  Letters  from  our  readers.  Page 5 3. 

Editorial  and  advertiser  indexes.  Page  83. 


Netwo  rkWorld  's  Msswm;  lb  provide  news  and  analysis  that  help  network  IS  professionals  deliver  the  network 
computing  infrastructure  and  distributed  applications  required  to  meet  evolving  business  needs. 


Network  World  •  October  30, 1995  •  5 


News 


I 

I  Briefs,  October  30, 1995 


Banyan  going  back  to  VINES  roots 

Sf  Banyan  Systems,  Inc.  is  expected  to  announce  this  week  that  it  is 
scaling  back  its  Enterprise  Network  Services  (ENS)  program  to 
focus  on  development  of  its  core  VINES  operating  system.  The 
company  will  halt  development  of  its  ENS  for  The  Santa  Cruz 
Operadon,  Inc.  operating  system  and  take  developers  away  from 
other  ENS  platforms  to  concentrate  on  delivering  a  revision  of 
VINES  every  six  months  or  so,  Banyan  officials  confirmed. 

The  next  major  revision  of  VINES,  7.0,  is  expected  to  include 
ENS  for  Windows  NT  or  another  operating  systems  as  add-ons. 
Although  Banyan  will  not  use  ABUI  to  announce  the  change,  it  is 
expected  to  switch  to  a  user-based  pricing  plan  under  which  cus¬ 
tomers  would  pay  for  the  number  of  users,  and  Banyan  would 
deliver  native  VINES  and  ENS  servers  as  needed,  sources  said. 

In  addidon,  the  company  is  expected  to  take  another  shot  at 
improving  PC-Dialin,  the  oft-revised,  much-maligned  remote 
access  product  Banyan  officials  had  previously  decided  to  scrap  in 
favor  of  something  new. 

IBM’s  OS/2  shell  game 

■  IBM  is  expected  to  announce  this  week  its  OS/2  Warp  Work- 
Place  Shell,  which  sits  on  top  of  IBM’s  microkernel  technology 
and  enables  developers  to  craft  applications  that  are  integrated  so 
tightly  they  are  essentially  extensions  to  the  operadng  system.  IBM 
is  encouraging  developers  to  use  the  shell  to  develop  applications 
for  the  PowerPC  platform. 

Well,  at  least  not  everyone’s  leaving 

■  Following  the  high-profile  departures  of  Chief  Executive  Offi¬ 
cer  Jim  Manzi  and  Senior  Vice  President  Rob 
Weiler,  it  should  come  as  good  news  to  custom¬ 
ers  of  Cambridge,  Mass.-based  Lotus  Develop¬ 
ment  Corp.  that  former  Chief  Technology 
Officer  John  Landry  will  remain  as  a  strategic 
consultant  focused  on  Internet  issues. 

Industry  observers  expected  an  executive 
flight  from  Lotus  after  the  company  was 
bought  by  IBM  in  July.  Manzi  left  earlier  this 
mondt.  Weiler  left  recently  to  join  Wang  Lab-  j0hn7andry 
oratories  as  its  senior  vice  president  and  presi¬ 
dent  of  its  software  unit.  Also,  Lotus  said  last  week  that  Kc 
Branscomb,  senior  vice  president  of  business  development,  has 
resigned. 

Such  a  pretty  picture 

■  MCI  Communications  Corp.  and  Intel  Corp.  announced  they 
are  working  to  integrate  Intel’s  ProShare  desktop  videoconfer¬ 
encing  technology  with  MCI’s  conferencing  service.  NetworkMCI 
Conferencing  allows  individuals  at  as  many  as  23  locations  to 
simultaneously  share  documents  on  their  PCs  and  place  audio¬ 
conference  calls.  The  two  companies  plan  to  integrate  ProShare 
200  video  software  into  networkMCI  Business,  a  $100  software 
package  that  launches  MCI’s  conferencing  and  several  other 
applications. 

Separately,  Intel  announced  an  integration  deal  with  Compaq 
Computer  Corp.  last  week  (see  story,  page  84) . 

Fast  times  at  Cabletron 

■  Cabletron  Systems,  Inc.  in  Rochester,  N.H.,  last  week  confirmed 
that  the  company  will  announce  by  year-end  a  family  of  fast  Ether¬ 
net  products  that  will  allow  users  to  design  a  complete  100Base-T 
network.  The  products  will  include  a  fast  Ethernet  uplink  module 
for  existing  10M  bit/ sec  switches,  managed  and  unmanaged  stack- 
able  100Base-T  hubs,  fast  Ethernet  switching  modules  for  the 
Multi  Media  Access  Center  line  of  switching  hubs,  as  well  as 
1  OOBase-T  network  interface  cards. 

Pentium  Pro-motion 

H  Intel  Corp.  this  week  will  announce  the  next  version  of  its  core 
processor,  dubbed  Pentium  Pro,  in  New  York.  Vendors  lining  up 
new  servers  to  announce  in  conjunction  with  the  chip  unveiling 
include  Sequent  Computer  Systems,  Inc.,  AST  Computer  Corp. 
and  U  niSys  Corp. 


Users  decry  shortcomings  of 
enterprise  management  tools 


By  Jim  Duffy 

Dallas 

Like  a  sad  refrain,  network  man¬ 
agers  say  they  still  are  not  getting 
integrated,  enterprise-capable 
network  and  systems  manage¬ 
ment  tools  from  their  vendors. 

Splicing  together  manage¬ 
ment  systems  has  become  a  time- 
and  money-consuming  process 
involving  too  much  custom  soft¬ 
ware  programming,  said  users  at 
last  week’s  Enterprise  Manage¬ 
ment  Summit  show  here. 

Vendors  showing  off  “enter¬ 
prise”  management  platforms  at 
the  Summit  have  failed  to  display 
much  in  the  way  of  integration  or 
true  enterprisewide  functional¬ 
ity,  attendees  said. 

“The  bottom  line  is  that  these 
things  just  don’t  work  together,” 
said  Randolph  Smith,  project 
manager  at  United  Parcel  Ser¬ 
vice  of  America,  Inc.  “We’ve 
built  a  lot  of  ‘glueware’  to  make 
this  stuff  work  together.” 

Added  Keith  Finnie,  senior 
net  analyst  at  British  Columbia 
Systems  Corp.  in  Victoria, 
“We’ve  had  to  do  a  fair  amount 
of  work  ourselves  to  write  proxies 
to  get  information  out  of  [our] 
devices.  Our  expectations  [from 
vendors]  generally  go  down  in 
order  to  be  satisfied.” 

Both  UPS  and  BC  Systems 
have  far-flung  networks  compris¬ 
ing  computer  systems,  applica¬ 
tions  and  network  devices  from 
multiple  suppliers. 

UPS’  UPSnet  includes  632 
routers  and  3,118  circuits,  and 
supports  200,000  users,  24  mil¬ 
lion  wireless  calls  a  day  and  the 
shipment  of  1 1 .5  million  pack¬ 
ages  a  day,  said  Tom  Ferro,  man¬ 
ager  of  UPSnet.  One  of  the  tools 
UPS  uses  is  IBM’s  NetView  for 


—  Tame  your  curiosity  about  net 
management  on  Network  World  Fusion 
with  added  resources  that  include: 
— •  A  look  at  the  specific  criteria  used 
to  judge  management  platforms  at 
last  week's  shoot-out 
— •  A  recap  of  last  year’s  results 
— •  Articles  on  the  management 
platform  wars 
To  access:  Link  to 

http://www.nwfusion.com.  From  the 
main  menu,  select  News+  then  WANs 
and  Internetworking. 


AIX,  a  key  component  of  IBM’s 
SystemView,  which  was  crowned 
as  the  overall  winner  of  the  Sum¬ 
mit  (see  story,  this  page) . 

BC  Systems’  net  is  made  up  of 
1 ,500  routers  that  carry  a  mix  of 
protocols  as  well  as  70  Unix  serv¬ 
ers  running  custom,  off-the-shelf 
and  network  management  appli¬ 
cations.  The  company  uses  Sun¬ 
Soft,  Inc.’s  SunNet  Manager 
platform  to  oversee  the  net. 

One  of  the  biggest  manage¬ 
ment  challenges  both  companies 
face  is  filtering  and  correlating 
alarms  —  many  based  on  propri¬ 
etary  formats  —  from  the  myriad 
devices  on  their  networks.  Net- 
View  for  AIX  and  SunNet  Man¬ 
ager  cannot  accomplish  all  that’s 
needed,  the  users  said. 

“It’s  extremely  difficult  and 
expensive  to  correlate  faults,” 
Smith  said.  “We’re  not  doing 
nearly  as  good  ajob  at  alarm  cor¬ 
relation  as  we’d  like  to.  And 
we’re  not  seeing  much  help  from 
vendors.” 

The  inability  of  off-the-shelf 
products  to  filter  and  correlate 
alarms  results  in  a  lot  of  unneces¬ 
sary  information  being  pre¬ 
sented  in  assorted  formats  on 
different  screens  at  the  manage¬ 


ment  console,  Finnie  said. 

Some  companies,  such  as  Har- 
ris  Corp.  in  Melbourne,  Fla.,  and 
Southwestern  Bell  Telephone 
Co.  in  St.  Louis,  are  concocting 
their  own  management  tools  to 
address  such  problems. 

Harris  is  moving  its  network 
from  X.25  to  frame  relay,  imple¬ 
menting  videoconferencing, 
phasing  out  SNA  in  favor  of 
TCP/IP,  downsizing  mainframe 
applications  to  Unix  servers,  and 
changing  out  Novell,  Inc.  Net¬ 
Ware  and  Banyan  Systems,  Inc. 
VINES  servers  for  Windows  NT 
ones,  said  Jim  Odom,  director  of 
systems  integration  in  the  net¬ 
work  services  division  at  Harris. 
Because  of  the  complexity  and 
changing  nature  of  the  environ¬ 
ment,  Harris  built  its  own  man¬ 
agement  tools  and  applications 
to  deal  with  it,  he  said. 

Management  platforms  such 
as  NetView  for  AIX,  SunNet 
Manager,  Hewlett-Packard  Co.’s 
OpenView  and  Cabletron  Sys¬ 
tems,  Inc.’s  Spectrum  mostly 
monitor  the  performance  of  net 
devices.  Thus,  vendor  claims  of 
enterprise  management  are  mis¬ 
leading,  said  Baosheng  Yang, 
process  specialist  at  Southwest¬ 
ern  Bell.  “There  is  no  single  solu¬ 
tion  for  everything,”  Yang  said. 
“Can  they  look  at  a  specific  area? 
The  answer  is  yes.  But  if  you  want 
to  manage  your  environment  as  a 
whole,  no.”B 


IBM  ‘wins’  controversial  shoot-out 

For  the  second  straight  year,  IBM  emerged  as  the  overall 

“winner”  of  last  week’s  Enterprise  Management  Summit 
shoot-out  in  Dallas. 

The  contest,  however,  was  marred  by  the  absence  of  mar- 
kei  leaders  and  a  controversial  malfunction,  which  added  to  the 
uncertainty  surrounding  what  the  event  actually  proved. 

The  shoot-out  pitted  four  management  products  —  IBM ’s  Sys¬ 
temView,  Cabletron  Systems,  Inc.’s  Spectrum,  Bull  HN  Informa¬ 
tion  Systems,  Inc.’s  Integrated  Systems  Management  and  Digital 
EquipmentCorp.’s  Polycenter  Manager  on  NetView — against 
each  other  in  seven  management  scenarios.  Products  werejudged 
on  how  thoroughly  they  completed  each  scenario. 

IBM’s  award  was  tarnished  by  the  absence  of  Hewlett-Packard 
Co.  and  SunSoft,  Inc.  from  the  showcase.  Together,  these  compa¬ 
nies  accountforroughly  70%  oftheplatform  market.  Itwasalso 
tainted  by  the  meltdown  of  Digital’s  Polycenter  NetView  product. 

“Their  platform  wouldn’t  start,  ”  saidjohn  Poitevin,  a  member 
of  the  technical  staff  at  US  WEST  Communications,  Inc.,  and  a 
shoot-outjudge. 

But  Digital  was  the  only  vendor  that  had  to  compete  immedi¬ 
ately  afteranother,  in  thiscase,  Cabletron.  IBM  andBull,  mean¬ 
while,  did  not  immediately  follow  any  other  contestants,  nor  did 
any  follow  them. 

“There  was  not  enough  time  in  between  contestants  for  the 
environment  to  be  reset,”  said  Faye  Allen,  director  of  marketing 
for  network  integration  software  at  Digital.  “That  affected  our 
performance.” 

Judges  were  also  hard-pressed  to  indicate  exactly  what  IBM 
won.  They  all  agreed  the  shoot-out  does  not  prove  that  SystemView 
is  the  best  platform  on  the  market  and  cautioned  that  users  should 
not  make  purchasing  decisions  based  on  shoot-out  results  alone. 

Others  said  the  shoot-out  proved  that,  for  50  minutes,  IBM  was 
better  at  marketing  its  product  than  the  other  contestants. 
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of  the  Internet.  All  you  need  to  do  is  travel  by  way 


of  the  DIGITAL  INTERNET  TUNNEL.  The 
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News 


I  Apps  developers  adapt 
products  for  life  on  Web 


By  John  Cox  and  Ellen  Messmer 

Boston 

Application  developers  are  giv¬ 
ing  new  life  to  their  products  by 
adapting  them  for  use  on  the 
World-Wide  Web.  And  at  this 
week’s  Internet  World  confer¬ 
ence,  JetForm  Corp.  and  Gradi¬ 
ent  Technologies,  Inc.  will  out¬ 
line  strategies  for  doingj ust  that. 

JetForm’s  workflow  system  for 
creating  and  routing  electronic 
forms  will  be  extended  to  let 
companies  post  forms  on  Web 


servers  that  can  be  downloaded 
by  Web  browsers  containing  a 
JetForm  add-on  application.  For 
its  part,  Gradient  is  promising 
companies  a  way  to  give  end 
users  access  to  multiple  applica¬ 
tions  via  a  single  Web  browser. 

According  to  Brownell  Chal- 
strom,  JetForm’s  vice  president 
of  business  development,  Jet¬ 
Form  users  will  be  able  to  post 
forms  on  public  or  private  Web 
sites  without  losing  the  ability  to 
route  and  process  data.  JetForm 


’Net  vendors  get  busy  in  Beantown 

Atthe  Internet  World  conference  in  Boston,  announcements 
of  corporate  interest  will  include: 

■  UUNET  Technologies,  Inc.,  an  Internet  provider,  is  bun¬ 
dling  Performance  Technology,  Inc.’s  Instant  Internet  LAN 
gateway  product  with  UUNET  dial-up  service  and  20  electronic 
mail  accounts.  The  bundle  is  designed  to  give  businesses  unlim¬ 
ited  Internet  access  via  a  LAN  at  a  fixed  rate  of  $  1 30  for  28K  bit/ sec 
dial-up  or$215per  month  for  ISDN. 

UUNET:  (703)  206-5600. 

■  NetManage,  Inc.  early  nextyearwill  release  the  Chameleon 
Internet  Software  Developer’s  Kit,  which  includes  Visual  Basic 
OLE  custom  controls  for  letting  users  customize  their  NetManage 
Internet  applications. 

NetManage:  (408)  973-7171. 

■  Webster  Network  Strategies,  Inc.  has  added  support  for 
Usenet  and  reporting  tools  for  Microsoft  Corp.  Windows  to  Web- 
Track,  its  Internet  monitoring,  filtering  and  management  applica¬ 
tion.  It  now  runs  on  IBM’s  RISC  System/6000  using  AIX  as  well  as 
Sun  Microsystems,  Inc. ’s  Solaris. 

Webster:  (914)261-5503. 

■  The  Information  Industry  Association  has  formed  a  section 
called  the  Electronic  Rights  Management  Group  to  explore  ways 
to  protect  intellectual  property'  rights  on  the  Internet. 

■  Progressive  Networks,  Inc.  will  previewthenextreleaseofits 
RealAudio  software  for  audio  on  demand  over  the  Internet. 

■  Argus  Technologies,  Inc.  will  unveil  the  Argus  Map  Viewer 
browser  and  Internet  map  authoring  tools  for  use  by  the  real  estate 
industry  and  other  businesses. 

Argus:  (508)875-5551. 

■  Kenan  Technologies,  Inc.,  whose  billing  software  is  used  by 
carriers  and  large  Fortune  100  companies,  will  unveil  Unix-based 
customer  invoicing  and  payments  processing  software  that 
includes  support  for  electronic  funds  transfer  payments. 

Kenan:  (617)  225-2224. 

■  Frontier  Technologies,  Inc.  will  make  SuperWeb,  its  Web 
server  that  supports  remote  administration  and  managed  access, 
available  in  beta  form  at  its  Web  site,  www.frontiertech.com. 

■  Qualcomm,  Inc.  will  introduce  a  32-bit  version  of  its  Eudora  E- 
mail  software  for  Windows  95. 

By  Ellen  Messmer 


What  do  you  think  about  Novell  s  new  three-phase  NOS  evolution 
strategy?  Join  other  network  professionals  in  discussing  the  issue 
on  Network  World  Fusion.  Link  to  http://www.nwfusion.com.  From 
the  main  menu,  select  Forum, 
nwfusion.talk,  then  “Novell  reorg.” 
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Gradient’s  new  software  links  Web  browsers  to  applications  supporting  DCE  services  such 
as  security,  management  and  directory  services. 
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forms  are  designed  for  workflow 
processes,  unlike  forms  written 
to  the  Web’s  simpler  HyperText 
Mark-up  Language  (HTML). 

Bank  of  Boston  Corp.  is 
installing  JetForm  for  capture 
and  routing  of  administrative 
forms,  said  Bill  Nowak,  the 
bank’s  director  of  operating 
solutions. JetForm’s  Web  version 
will  let  the  bank  post  loan  appli¬ 
cation  forms  on  the  Internet  and 
process  them  internally. 

Gradient  sells  software  called 
PC-DCE  that  implements  the 
Open  Software  Foundation, 
Inc.’s  (OSF)  Distributed  Com¬ 
puting  Environment  (DCE)  for 
Windows  platforms.  This  week, 
the  firm  will  announce  plans  for 
software  that  creates  a  transla¬ 
tion  layer  between  Web  browsers 
and  servers,  and  corporate  net¬ 
works  using  DCE. 

Gradient’s  approach  elimi¬ 
nates  the  need  for  corporations 
to  deploy  client  interfaces  to  sep¬ 
arate  network  applications. 
Instead,  end  users  work  with  a 
universal  client  —  the  graphical 
Web  browser  —  to  access  and 
manipulate  these  applications. 

Pennsylvania  State  University 
was  a  catalyst  for  the  new  soft¬ 
ware.  The  university  is  planning 
to  switch  to  a  DCE  security  envi¬ 
ronment  next  summer  and  then 
begin,  via  the  Web,  to  open  its 
administrative  information  sys¬ 


tems  to  a  huge  new  class  of  users 
—  students,  faculty  and  staff,  and 
alumni.  “We  want  secure  Web 
access  to  these  confidential 
information  resources,”  said 
Kenneth  Blythe,  director  of  the 
office  of  administrative  systems 
at  Penn  State’s  State  College,  Pa., 
headquarters. 

Penn  State  plans  to  deploy 
DCE  security  next  summer  for 
some  90,000  users,  rollout  DCE 
services  across  the  state  and  plug 
in  Gradient’s  Web  DCE  software. 

Gradient’s  new  software, 
being  demonstrated  this  week  at 
Internet  World  in  Boston,  traps 
the  Web  browser’s  request  to  the 
network  and  runs  the  request 
through  a  filter  program  that 
maps  it  to  the  DCE  infrastruc¬ 
ture.  The  Web  server  has  a  simi¬ 


lar  application,  which  allows  it  to 
route  the  incoming  request  to 
the  appropriate  application. 

Gradient  engineers  used 
diese  DCE  Web  extensions  to 
create,  in  less  than  two  days 
employing  off-the-shelf  tools,  an 
HTML  form  that  could  access 
directly  the  PeopleSoft,  Inc.  cli¬ 
ent/server  suite  of  financial 
applications. 

The  new  Web  DCE  extensions 
will  be  included  in  the  Gradient 
product  line.  But  they  will  also 
work  with  any  other  vendor’s 
DCE  implementation  that  com¬ 
plies  with  OSF’s  DCE  spec.  Web 
software  vendors  are  planning  to 
incorporate  the  extensions  in 
their  own  products. 

©Gradient:  (508)  624-9600; 
JetForm:  (703)  448-9544. 


IBM 

Continued  from  page  1 

Publisher  2.0,  a  new  tool  that 
integrates  Notes  and  the  Web, 
sources  said. 

Novell,  Inc.  also  plans  to 
announce  a  Web  server  at  the 
show —  this  one  for  NetWare. 

While  all  the  bundled  prod¬ 
ucts  use  OS/2,  IBM  is  expected 
to  offer  a  similar  package  for 
Microsoft  Corp.’s  Windows  NT. 

Such  a  bundle  not  only 
makes  it  easier  to  buy  and  *  ^ 
install  a  LAN-based  Web  ^ 
system,  but  it  also  takes 
care  of  integrating  the 
Internet  with  Notes, 
sources  pointed  out.  f 
Pricing  and  availability  P  [ 
were  not  disclosed. 

To  one  large  OS/2  shop,  the 
news  sounded  great. 

“Our  staff  is  familiar  with 
OS/2  Warp,  and  we’d  like  to  be 
able  to  rely  on  those  same  skills 
to  put  up  a  Web  server,  as  well,” 
said  Steve  Goldman,  director  of 
technology  at  the  Chicago  Mer¬ 
cantile  Exchange. 

Anchoring  the  plan  is  the 
InterNotes  Web  Publisher  2.0,  a 
newversion  set  to  ship  in  Novem¬ 
ber  that  not  only  converts  Notes 
documents  to  the  Web,  but  also 
does  the  reverse  —  it  turns  Web 


materials  into  Notes  documents 
and  converts  Web  hyperlinks 
into  Notes  links.  Web  Publisher, 
currently  only  available  for  NT,  is 
being  ported  to  OS/2. 

The  overall  system  will  pro¬ 
vide  a  central  place  for  Web  and 
Notes  software  as  well  as  a  com¬ 
mon  window,  Notes,  onto  both 
types  of  data. 

Browsing  ahead 

At  Comdex/Fall  ’95  next 
month,  Lotus  is  expected  to 
R  ft  announce  its  InterNotes 
f  a  Web  Navigator,  which 
the  company  will  bun¬ 
dle  with  Notes  Release 
^  4.0.  The  Web  browsing 
^  tool  will  allow  users  to 
q  create  a  mirror  image  of 

a  Web  page  and  import  it 
into  a  Notes  document.  Once 
there,  the  page  can  be  mailed 
electronically  across  the  enter¬ 
prise  while  maintaining  live 
hyperlinks. 

IBM  not  alone  on  LAN 

Others  also  see  demand  for 
Web-on-a-LAN  products.  This 
December,  Bedford,  Mass.- 
based  start-up  American  Inter¬ 
net  Corp.  will  roll  out  Site- 
Builder,  a  Web  server  product  for 
Novell  NetWare  3.11,  3.12  and 
4.1  LANs.  SiteBuilder  was  de¬ 


signed  to  serve  primarily  as  an 
internal  corporate  Website. 

“This  is  a  Web  server,  essen¬ 
tially  a  NetWare  Loadable  Mod¬ 
ule,  that  runs  under  NetWare 
and  takes  advantage  of  NetWare 
Directory  Services  and  Net¬ 
Ware  symmetric  multiprocess¬ 
ing,”  said  Throop  Wilder,  Amer¬ 
ican  Internet’s  president. 

Now  in  beta  at  Boston  Edison 
Co.,  SiteBuilder  includes  a  ser¬ 
ver-based  IP  address  module, 
which  eliminates  the  need  to 
install  TCP/IP  software  on  every 
PC  in  the  network. 

And  Novell  will  go  into  the 
Web  swinging  when  it  an¬ 
nounces  a  NetWare-based  Web 
server  currently  being  referred 
to  as  InternetWare.  It  supports 
both  IPX  and  IP  nets,  and  makes 
it  easy  for  current  NetWare  users 
to  hook  up  a  Web  site.  The  server 
includes  an  IPX/IP  gateway  and 
connects  with  NetWare  security 
to  limit  the  access  that  Web  users 
have  to  certain  documents. 

Novell  is  pitching  Internet- 
Ware  as  a  way  to  publish  informa¬ 
tion  on  the  Web  or  as  in¬ 
expensive  groupware  for  inter¬ 
nal  nets. 

Senior  Editors  Michael  Cooney 
and  Kevin  Eogarty  contributed  to 
this  story. 
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Irma  TCP  Suite  takes 


YOU  TO  ANY  HOST  AND  THE 

Internet  via  TCP/IP 

irma'“  TCP  Suite.  Focused  on  business 

PRODUCTIVITY.  WITH  EVERY  ATTRIBUTE  YOU  NEED, 
INCLUDING  ONE  SEAMLESS  WINDOWS"  INTERFACE. 

Easy  navigation  between  host  and  Internet 

SCREENS.  SNA  OVER  TCP/IP.  A  FULLY  INTEGRATED 
TCP/IP  APPLICATION  SET  THAT  INCLUDES 

Netscape  Navigator™,  the  most  popular 
World  Wide  Web  browser. 

Irma.  From  Attachmate®.  Where  quality 
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WORLD  LEADER  IN  PC  CONNECTIVITY  SOFTWARE. 
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OR  ORDER  FROM  THE  ATTACHMATE  HOME  PAGE. 
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VERSION  3.1  FOR  JUST  $80. 

CALL  1-800-426-6283  FOR 
DETAILS. 

Advanced  new  features  including: 

.  NETSCAPE  NAVIGATOR  1.2  -  WEB 

BROWSER  READY  FOR  WINDOWS  95 
.  X  SERVER* 

.  Dynamic  Host  Configuration 
Protocol  (DHCP) 

•optional 
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e  for  Gates  to  celebrate 

In  wake  of  his  40th  birthday,  Microsoft  leader  eyes  enterprise  nets. 


By  Peggy  Watt 

Redmond,  Wash. 

For  a  company  that  just  blan¬ 
keted  the  world  with  Windows  95 
hype,  Microsoft  Corp.’s  20th 
anniversary  and  the  40th  birth¬ 
day  of  its  chief  Bill  Gates  this 
month  were  remarkably  under¬ 
stated  affairs. 

That  may  be  be¬ 
cause  the  company 
has  its  hands  full  pre¬ 
paring  for  what  may 
be  its  greatest  chal¬ 
lenge  ever:  servicing 
enterprise  networks. 

To  do  so  effec¬ 
tively,  say  the  corpo¬ 
rate  customers,  Mi¬ 
crosoft  must  offer 
products  that  are 
more  robust  and 
work  better  with 
other  vendors’  offer¬ 
ings.  Also,  they  said 
the  company  needs 
to  get  rid  of  what  has  been 
dubbed  “the  Microsoft  atti¬ 
tude”  and  partner  more  effec¬ 
tively  with  its  customers. 

Only  of  late  has  Microsoft 
really  begun  to  compete  as  a  net¬ 
working  products  provider.  In 
the  past  two  years,  Microsoft  has 
introduced  Windows  NT,  the 
BackOffice  server  application 
suite,  Internet  access  tools  and 
an  on-line  network  service, 
among  other  things. 


At  its  annual  meeting 
Oct.  27,  Microsoft  re¬ 
ported  20  consecutive 
years  of  financial 
growth.  The  company 
posted  $1.4  billion  in 
earnings  on  $5.9  billion 
in  sales  this  year. 


Earnings 


Enterprise  focus 

Desktop  products  were  the 
company’s  priority  when  found¬ 
ers  Gates  and  Paul  Allen  ported 
BASIC  to  the  early  microcom¬ 
puter,  the  MITS  Altair,  in  1975. 

Until  recently,  Microsoft’s 


steps  into  the  networking  arena 
have  been  tentative  and  mostly 
insignificant. 

“I  get  many  questions  about 
our  commitment  to  enterprise- 
level  services  and  support,”  said 
Robert  McDowell,  Microsoft’s 
vice  president  for  enterprise  cus¬ 
tomers.  “Customers  want  to 
know  if  we  are  seri¬ 
ous  about  the  large 
enterprise.  I  get 
those  questions  a  lot 
more  than  ones 
about  this  feature  or 
that  feature  in  a 
product.” 

McDowell  joined 
Microsoft  five  years 
ago  to  build  a  con¬ 
sulting  organization 
$1.4b  that  serves  corporate 

enterprise  cus¬ 
tomers.  He  now 
has  700  members 
on  his  worldwide 
corporate  service  staff  and  part¬ 
nerships  with  experienced  or¬ 
ganizations  such  as  Digital 
Equipment  Corp.’s  consulting 
group. 

Progress  is  evident;  Novell, 
Inc.  is  feeling  the  bite  of  Win¬ 
dows  NT,  especially  since  Micro¬ 
soft  launched  the  attractively 
priced  BackOffice  bundle  based 
on  NT  a  year  ago.  Market 
research  projections  from  both 
International  Data  Corp.  and 
Dataquest,  Inc.  indicate  that  new 
Windows  NT  installations  will 
overtake  those  of  NetWare  next 
year. 

But  still,  as  they  evaluate  and 
adopt  Microsoft’s  enterprise 
technology,  net  managers  voice 
common  concerns. 


Microsoft  has 
grown  from  3 
employees  in 
1975  to 
17,800  in 
1995. 


Microsoft  must  “show  that  it’s 
really  enterprise  class,”  said 
Andy  Reho,  associate  depart¬ 
ment  head  for  distributed  sys¬ 
tems  technology  at  The  Mitre 
Corp.,  a  defense  con¬ 
tractor  in  McLean,  Va. 
“Microsoft  has  to  show 
that  its  products  work 
at  more  than  500-per- 
son  Finns,  that  they  can 
really  handle  terabyte- 
size  databases  and  big 
[symmetric  multipro¬ 
cessing]  applications.” 

Reho  credits  Microsoft’s  Sys¬ 
tems  Management  Server  (SMS) 
as  a  first  step  that  lacks  enterprise 
management.  Strengthening 
SMS  with  the  technology  Micro¬ 
soft  acquired  recendy  from  Net¬ 
work  Managers,  Inc.  will  ease  a 
barrier  to  migration,  Reho  said. 

Microsoft  took  away  valuable 
lessons  from  LAN  Manager  and 
other  earlier  unsuccessful  net¬ 
work  products  and  has  tried  to 
do  better  with  Windows  NT,  said 
Mike  Nash,  Microsoft’s  Windows 
NT  Server  product  manager. 

“[Windows  NT]  needed  a 
new  microkernel  operating  sys¬ 
tem  that  could  be  tuned,  be 
hardware-independent  and 
allowan  API  personality  on  top,” 
said  Nash,  who  worked  on  LAN 
Manager. 

Microsoft  has  also  learned 
patience,  said  Nash’s  colleague 
Rich  Tong,  general  manager  for 
product  management  in  Micro¬ 
soft’s  business  systems  division. 
“People  think  Windows  was  a 
success  overnight.  They  remem¬ 
ber  1990.  They  don’t  remember 
1983  or  1985.  It’s  like  that  with 
client/server,”  he  said. 


75 


One  problem  Microsoft  will 
continue  to  run  into  as  it  tries  to 
crack  the  enterprise  network 
market  is  that  customers  don’t 
want  to  fix  it  if  it  isn’t  broken. 
Microsoft  is  learning  that  it 
needs  a  compelling  reason  to 
persuade  customers  to  switch  to 
WindowsNT. 

“Our  support 
staff  has  years  of 
experience  on 
NetWare,”  said 
Mark  Myers,  a  net 
analyst  at  Dreyer’s 
Grand  Ice  Cream, 
Inc.  in  Oakland, 
Calif.  He’s  loathe 
to  disrupt  800 
users  and  a  half- 
dozen  servers  and 
hosts  without  a  good  reason. 

However,  he  said  the  firm  is 
absolutely  standardized  on  Mi¬ 
crosoft  desktop  applications, 
and  future  integration  between 
Exchange  and  other  desktop 
and  serv  er  applications  may  pro¬ 
vide  incentive  for  Dreyer’s  to 
consider  Windows  NT. 

The  corollary  to  convincing 
customers  that  it’s  economically 
smart  to  adopt  Windows  NT 
and  Microsoft’s  other  enter¬ 
prise  net  tools  is  accom 
modating  users’  ex¬ 
isting  systems. 

“I  envision  a  co¬ 
existence  with  Win¬ 
dows  NT  and  Net¬ 
Ware,”  said  Jerry 
Zickrick,  man¬ 
ager  of  informa¬ 
tion  services  and 
net  management  for 
ProBusiness,  Inc.,  a  pay¬ 
roll  service  in  Pleasanton, 

Calif. 

“A  one-stop  shop  is  dan¬ 
gerous  because  you  cannot 
grow  unless  your  vendor  grows.  I 
assume  Microsoft  will  continue 
to  grow,  but  as  long  as  intercon¬ 


nectivity  works,  why  switch?”  he 
asked. 

Microsoft  representatives  say 
they’ve  learned  the  importance 
of  interoperability  and  point  to 
coexistence  tools  such  as  Win¬ 
dows  NT  File  &  Print  Services  for 
NetWare. 

“I  didn’t  like  the  way  things 
were  in  the  early  LAN  Man  days, 
when  the  mission  was  to  kill 
Novell,”  said  Bob  Kruger,  Micro¬ 
soft’s  director  of  technology 
marketing.  “We  have  the  right 
focus  with  Windows  NT.  We 
needed  to  put  in  ways  to  accom¬ 
modate  other  computing  envi¬ 
ronments.” 

The  way  Microsoft  officials 
tell  it,  the  company  is  making  the 
interoperability  efforts,  forging 
the  partnerships  and  training  its 
people  to  meet  the  needs  of 
enterprise  net  customers  going 
forward. 

Perhaps  the  young  PC  purvey¬ 
ors  just  needed  experience.  But 
Microsoft  and  its  leaders  aren’t 
youngsters  anymore;  even  Bill 
Gates  has  been  working  there  for 
more  than  half  his  life.B 


Microsoft  memories 


January 

Bill  Gates  and  Paul  Allen 
write  BASIC  for  the  new 
MITS  Altair  and  sign 
contract  in  July. 


December - 

Year-end  sales  total 
$500,000;  there  are 
5  employees. 


April 

Microso 
OS/2;  Mi 

OS/2  LAN  Manager. 

H,  Wm  A 

January 

Microsoft,  AshtonTate  and 
Sybase  jointly  introduce 
SQL  Server  1.0  for  OS/2. 


September 

Microsoft,  IBM  split  on 
OS/2  and  Windows 
development. 

July 

Microsoft  launches  Network 
Specialist  Program  to  serve 
corporations. 


March  - 

Federal  Trade 
Commission  (FTC) 
begins  investigating 
Microsoft  for 
monopoly  complaints. 


July  - 

•  Microsoft,  Justice 
Department 
agree  to  Consent 
Decree. 

•  Microsoft  ships  Windows  NT  and 
Windows  NT  Advanced  Server. 


February 

Federal  Judge  Stanley  Sporkin 
rejects  Microsoft-Justice 
Department  deal. 

May 

•  Microsoft,  Intuit  call  off  merger. 
•Sporkin  overruled;  Microsoft 
settles  with  Justice  Department. 


1  1987 

1988 

1989 

1990 

1991 

1992 

1993 

1994 

1995 

August 


IBM  introduces  the  IBM 
PC  with  PC-D0S 
licensed  from  Microsoft. 


November 

Microsoft  unveils  Windows. 


:»»  ;  .pv-wj  wm»  J 

a»fc»«vn-yu  smst  " 

Cm 

"  *  ■  N  x.  ^ 

_ .  * 

’BE  . 

April - 

Microsoft  and 
DCA  announce 
Communications 
Server. 


October - 

Microsoft  ships 
Windows  for 
Workgroups  3.1. 


August  - 

FTC  drops 
Microsoft’s  case; 
Justice  Department 
picks  it  up. 


September  Microsoft* 

Microsoft 
unveils 

BackOffice.  _ 

October  BackOffice 

Microsoft,  Intuit  announce 
intent  to  merge. 


August - 

Windows  95  ships. 
Also,  The  Microsoft 
Network  is  launched. 
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grows ; 

So  can  its 


Modular  system  architecture  lets  you  ( 
expand  your  communications  \ 
capabilities  now  and  in  the  future. 


capabilities. 


The  D  E  F  I  N  I  T  Y®  Communications  System. 


The  DEFINITY  LAN  Gateway 
provides  enterprise-ivide 
Ethernet  functionality  that  's 
built  in,  not  bolted  on. 


Multimedia  is  the  future  of  communica¬ 
tions.  And  the  convergence  of  voice, 
video  and  data  on  fast,  high-bandwidth 
networks  is  how  it  will  be  achieved. 

But  you  have  to  make  decisions  right 
now  on  implementing  the  multimedia 
applications  you’ll  need  in  the  future, 
knowing  that  if  you  run  those  applications  on  disparate 
networks  and  through  multiple  switches,  your  costs 
could  go  through  the  roof.  What's  the  answer? 

It’s  our  DEFINITY®  Communications  System.  Not  only 
will  it  optimize  your  existing  investment  as  well  as  pro¬ 
vide  support  for  future  ATM  applications,  the  DEFINITY 
System  also  delivers  TCP/IP  functionality  through 
the  DEFINITY  LAN  Gateway,  an  integral  LAN  board  that 
gives  you  direct  Ethernet  connections,  positioning  you 
today  for  that  future. 

With  SNMP  support  for  simplified  management,  the 


DEFINITY  System  fulfills  all  the  promise  of  CTI  because 
it  will  allow  you  to  manage  all  your  resources  across 
your  network.  So  why  take  chances  with  multimedia 
application  implementation? 

The  DEFINITY  System  G3V4  gives  you  enterprise¬ 
wide  capabilities  both  today  and  tomorrow  as  well  as 
the  AT&T  quality  and  commitment  to  our  customers. 

No  matter  how  big  they  grow. 

For  more  information  on  the  DEFINITY  System  G3V4 
call  1 800  325-7466,  ext.  737. 


AI&T.  Where  innovation  leads. 
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a  presentation 


printing  a  report  on  your  boss’  desk, 


Is  it  the  espresso  or  OS/2 
Warp  Connect? 


While  OS/2®  Warp  Connect  may  not  come 
with  a  twist  of  lemon,  it  can  do  something  that’s 
nothing  less  than  extraordinary. 

It  will  let  you  access  multiple  servers  on 
multiple  networks  at  the  same  time,  wherever 
you  might  happen  to  be. 

Just  make  one  phone  call  and  enter  your 
password.  That’s  all 


four  floors  away  or  four  time  zones.  So  you  can 
conference  by  video.  Collaborate  by  chalkboard. 
Communicate. 

And  you  can  do  it  all  with  the  speed  and 
reliability  of  OS/2,  the  software  that  readers  of 
InfoWorld  voted  Product  of  the  Year  for  three 
consecutive  years.  If  you’re  looking  for  network 

connectivity,  com¬ 


C  a  n  your  software  do  this? 


it  takes  to  connect 
into  Internet,  NT,® 

UNIX®,  NetWare®  Windows®  for  Workgroup  and 
IBM  servers.  And  that’s  all  it  takes  to  share  drives 
and  printers,  graphics  files  and  databases.  Even 
applications.  It’s  amazing,  really. 

And  because  there  are  separate  memory 
address  spaces  built  in,  it’s  crash-protected.  So 
a  problem  with  one  program  won’t  crash 
everything  you’re  running. 

With  OS/2  Warp  Connect,  you  can 
create  Person  to  Person™  connections 
with  up  to  eight  people,  whether  they’re 


patibility  and  true 
multitasking,  you 
should  remember  one  important  thing:  It’s  not 
only  where  the  working  world  is  headed,  it’s 
where  it  is  right  now. 

To  find  out  how  OS/2  Warp  Connect  can 
help  your  business,  call  us  at  1  800  IBM-3333, 
ext.  EA100.  Or  visit  our  web  site  at  http://www. 
austin.ibm.com/pspinfo/os2.html.  You’ll 
find  it  quite  stimulating. 


Solutions  for  a  small  planet1 


OS/2  Warp  Connect  Fullpack  is  available  from  IBM  tor  $189  by  calling  1  800  IBM-3333,  ext.  EA  100.  In  Canada,  please  call  1  800  0S2-WARP,  ext.  094.  Reseller  prices  may  vary.  The  IBM  home  page  is  located  at  http://www  ibm.com.  IBM  and  OS/2  are  registered  trademarks  and  Person  to  Person. 
Solutions  lor  a  small  planet  and  the  OS/2  logo  are  trademarks  of  International  Business  Machines  Corporation.  All  other  company  and/or  product  names  are  trademarks  and  registered  trademarks  of  their  respective  companies.  ©  1995  IBM  Corporation.  All  rights  reserved. 


News 


Expert  offers  frame  relay  survival  tips 


By  Tim  Greene 

Washington  D.  C. 

Frame  relay  customers  have  new 
clout  in  negotiating  long-term 
deals  with  phone  companies 
now  that  the  Federal  Communi¬ 
cations  Commission  has  ordered 
carriers  to  tariff' the  service. 

But  net  managers  also  have 
new  pitfalls  to  look  out  for  so 
they  don’t  get  trapped  paying 
more  than  they  had  anticipated. 

Hank  Levine,  a  partner  with 
Levine,  Blaszak,  Block  & 
Boothby,  a  Washington  D.C.  law 
firm  specializing  in  tariffs,  offers 
this  advice:  If  you  are  negotiating 
with  carriers  now,  be  particularly 
wary  because  die  tariffs  will 
take  precedence  over  any  new 
customized,  negotiated  agree¬ 
ment. 

h  Demand  to  know  whether  the 
bargain  they  cut  today  will  be 
overturned  by  the  tariff  the  car¬ 
rier  has  to  file  by  mid-December. 

“If  you  want  to  deal  by  con¬ 
tract  now,  make  sure  they  will  tar¬ 
iff  terms  that  will  be  substandvely 
identical  so  you  don’t  lose  any¬ 
thing,”  Levine  said. 

The  FCC  ruling  is  unclear  on 
how  the  commission  will  treat 
existing  special  deals  already 
struck  with  AT&T. 

The  ruling  says  die  FCC  will 
address  these  deals  during  tariff 
proceedings,  but  tariffs  now  take 
effect  one  day  after  filing  “so 
there  is  no  tariff  review  any¬ 
more,”  Levine  said. 

What  to  do?  Wait  and  see, 
according  to  Levine.  “The  carri- 


Amex 

Continued  from  page  1 

There  are  now  only  a  handful 
of  Fortune  500  companies  that 
resell  capacity,  which  is  princi¬ 
pally  purchased  from  AT&T 
under  its  bulk  Tariff  12  deals. 
These  companies  and  other 
resellers  have  complained  that 
resale  is  difficult  because  AT&T 
delays  processing  orders  and 
often  arbitrarily  changes  the 
terms  of  contracts  under  which 
resellers  purchase  services  ( NW, 
July  11, 1994,  page  29). 

Now,  as  part  of  an  FCC  ruling 
that  loosens  some  regulatory 
restraints  on  AT&T,  the  carrier 
has  agreed  to  freeze  the  terms  of 
most  contract  tariffs  under 
which  resellers  purchase  service. 
And  it  agreed  to  make  quarterly 
reports  to  the  FCC  on  its  process¬ 
ing  of  reseller  orders  and  estab¬ 
lish  an  arbitration  procedure 
with  the  Telecommunications 
Resellers  Association  (TRA)  to 
resolve  disputes. 

Earlier  this  year,  AT&T 


ers  are  unlikely  to  try  to  shaft 
people  on  their  existing  deals. 
But  they  haven’t  figured  out 
what  they’ll  do,”  he  said. 

■  Don’t  give  up  on  package 
deals  that  include  service  and 
customer  premises  equipment 
(CPE). 

While  the  ruling  says  tariffs 
must  be  filed  on  basic  frame 
relay  service  unbundled 
from  CPE,  carriers  can 
still  offer  those  pack¬ 
ages.  You  should  weigh 
which  isbestforyou. 

■  When  buying  frame 
relay  service,  you 
should  take  all  the  pre¬ 
cautions  you  now  take 
for  other  tariffed  phone 
services,  such  as 
voice,  800  and  private¬ 
line. 

The  most  basic  rule: 

Read  the  tariff.  If  there  are  parts 
you  don’t  like,  make  sure  the 
contract  you  sign  specifically 
excludes  or  modifies  them. 

“The  general  tariff  terms  are 
undoubtedly  going  to  be  outra¬ 
geous  and  one-sided  because 
they  always  are.  But  you  get  to 
modify  them  as  part  of  your 
[negotiated  agreement],”  Le¬ 
vine  said. 

■  Take  advantage  of  the  fact 
that  frame  relay  can  be  applied 
against  contracts  that  call  for 
minimum  annual  commitments. 

Only  tariffed  services  can 
apply  to  minimum  annual  com¬ 
mitment  deals,  and  before  the 
ruling,  frame  relay  was  unta- 


streamlined  the  process  by 
which  resellers  bring  new  cus¬ 
tomers  onto  their  networks. 

In  the  wake  of  the  FCC  ruling, 
big  companies  such  as  Caterpil¬ 
lar,  Inc.  and  U.S.  Steel  Interna¬ 
tional,  Inc.  have  inquired  about 
resale  opportunities,  said  Ernest 
Kelly,  TRA  executive  director. 

“A  lot  of  firms  have  had  the 
potential  to  do  this  for  some  time 
but  have  not  gotten  into  it,” 
Kelly  said.  Amex  “had  been 


riffed. 

That  created  problems  if  you 
had  a  private-line  net  and 
wanted  to  migrate  the  network  to 
frame  relay. 

If  those  private  lines  repre¬ 
sented  $2  million  per  year  of  a 
$10  million  commitment,  you 
would  be  responsible  for  the  full 
$10  million,  even  though  you 
were  buying $2  million 
less  in  tariffed  service. 
And  you  would  have  to 
pay  the  cost  of  the  new 
frame  relay  lines. 

“Even  though  the 
customer  might  sub¬ 
stitute  one  for  the 
other  in  terms  of  tech¬ 
nology,  as  a  matter  of 
law,  you  couldn’t  sub¬ 
stitute  one  for  the 
other  toward  your 
commitment,”  Levine 
said.  “With  the  new  ruling,  that 
has  gone  away.  That’s  a  very 
important  opportunity  for 
users.” 

■  If  you  want  to  make  sure  the 
service  is  tariffable,  you  should 
incorporate  frame  relay  assem¬ 
bler/disassemblers  in  your  net¬ 
works. 

This  is  because  the  FCC  rul¬ 
ing  seems  to  define  two  kinds  of 
frame  relay  service:  tariffable 
and  nontariffable,  Levine  said. 
Basic  service  must  be  tariffed; 
enhanced  service  need  not  be. 

If  the  carrier  provides  the  pro¬ 
tocol  conversion  to  frame  relay 
within  its  network,  that  makes 
the  service  enhanced.* 


buzzing  around  for  a  while” 
before  filing  on  Oct.  1 7,  he  said. 

An  official  announcement  of 
Amex’s  new  venture  is  expected 
shortly  after  its  service  rates, 
which  far  exceed  its  own  cost  of 
wide-area  capacity  (see  graphic) , 
take  effect  on  Wednesday. 

Amex  will  offer  calls  to  more 
than  240  countries  at  rates  as 
high  as  $3.89  a  minute.  Interna¬ 
tional  capacity  is  considered  key 
since  prepaid  cards  are  hugely 


Local  loop 

Continued  from  page  1 

But  political  observers  were 
quick  to  question  the  timing  of 
Allen’s  challenge.  He  made  his 
statement  the  same  week  that  a 
House-Senate  conference  com¬ 
mittee  began  long-delayed  delib¬ 
erations  to  reconcile  different 
versions  of  telecommunications 
bills  that  have  been  ruthlessly 
attacked  by  AT&T. 

“It’s  not  for 
real,”  said  Alan 
Pearce,  president  of 
Information  Age 
Economics,  a  Wash¬ 
ington,  D.C.  consult¬ 
ing  firm.  “It’s  a 
bargaining  chip.  ” 

Added  Bob  Ro¬ 
senberg,  president 
of  Insight  Research 
Corp.,  a  Livingston, 

N.J.,  telecommuni¬ 
cations  firm, “I  don’t 
think  Allen  wants  to 
pull  wire  down  every 
street.” 

AT&T’s  other 
options  include  alli¬ 
ances  with  compa¬ 
nies  that  already 
have  rights-of-way 
and  wire  into  the 
home,  such  as  cable 
TV  and  power  companies. 

AT&T  had  been  investing  in 
telephony  over  hybrid  fiber  and 
coaxial  CATV  networks,  but 
competitor  Sprint  Corp.  has  cor¬ 
nered  the  lion’s  share  of  the  key 
cable  alliances,  Rosenberg  said. 

Jim  Crowe,  chief  executive 
officer  of  competitive  access  pro¬ 
vider  MFS  Communications 
Company,  Inc.,  said  Allen’s  state¬ 
ment  means  AT&T  thinks  legisla¬ 
tors  are  serious  about  allowing 
the  RBOCs  to  compete  against 
AT&T  in  long-distance. 

“If  competition  is  inevitable, 
it’s  best  to  announce  plans  to 
compete  and  get  after  it,”  Crowe 


popular  among  U.S.  immigrants 
with  families  and  friends  abroad. 

“We’ll  initially  be  entering 
the  market  with  a  prepaid  tele¬ 
phone  product,”  said  John  Tas- 
kett,  president  of  American 
Express  Telecom,  Inc.,  a  new  Salt 
Lake  City  unit  established  to 
handle  the  telephone  business. 

Taskett  cautioned  that 
Amex’s  first  offer  may  not  neces¬ 
sarily  be  through  AT&T  resale 
since  the  company  also  has  rela¬ 
tionships  with  the  other  major 
long-distance  carriers.  But  he 
hinted  that  the  company’s  tele¬ 
phone  ventures  could  expand 
into  areas  beyond  calling  cards 
and  be  carried  over  multiple 
interexchange  carrier  networks. 

As  one  of  the  original  Tariff  1 2 


said.  “There’s  nothing  more  to 
be  gained  by  being  coy.” 

He  said  he  thinks  AT&T 
would  need  to  lease  local  access 
rather  than  build  it  and  hopes 
AT&T  would  buy  it  from  MFS. 

AT&T  officials  noted  that 
Allen’s  statement  covers  a  broad 
range  of  options  that  have  been 
mentioned  elsewhere.  A  spokes¬ 
man  said  AT&T’s  official  filing 
earlier  this  year  to  offer  local  tele¬ 
phone  service  in  Chi¬ 
cago  —  following 
Ameritech  Corp.’s 
landmark  agree¬ 
ment  with  the  De¬ 
partment  of  Justice 
—  left  it  the  option 
of  providing  service 
directly  or  by  resale. 

“This  announce¬ 
ment  is  not  about 
building  out  a  net¬ 
work,”  the  spokes¬ 
man  said.  Reports  of 
active  AT&T  work  in 
the  local  loop  are 
probably  related  to 
AT&T’s  recent  deci¬ 
sion  to  mimic  MCI 
and  Sprint  in  build¬ 
ing  numerous  Syn¬ 
chronous  Optical 
Network  (SONET) 
rings,  he  said. 

But  considering 
the  option  to  build  networks  is 
necessary  because  in  Chicago 
and  Connecticut,  as  well  as  in 
Rochester,  N.Y.,  regulators  have 
pushed  the  resale  idea  only  to  see 
the  dominant  carriers  thwart  the 
concept  through  unreasonable 
rates,  AT&T  officials  said. 

Allen  said  Ameritech  has  used 
delay  tactics  in  negotiations  and 
Rochester  Telephone  Co.’s 
Frontier  Corp.  has  established 
“unfair  and  prohibitive  whole¬ 
sale  prices.”  He  added  that 
SNET  has  set  residential  whole¬ 
sale  prices  at  125%  to  270%  of 
retail  prices,  making  a  resale 
offer  by  AT&T  impossible.  ■ 


customers,  Amex  is  believed  to 
be  purchasing  capacity  under 
Option  3  of  the  nearly  200  Tariff 
1 2  calling  plans  in  effect. 

Option  3  currently  offers  con¬ 
tinental  U.S.  rates  ranging  from 
5  cents  to  31  cents  a  minute, 
based  on  a  variety  of  access  fac¬ 
tors,  according  to  information 
supplied  by  the  Center  for  Com¬ 
munications  Management  Infor¬ 
mation. 

‘  ‘This  is  not  a  difficult  thing  to 
get  into  if  you  have  the  manage¬ 
ment  depth,”  Taskett  said.  “But 
the  point  of  difference  for  us  is 
outstanding  customer  service.” 

Resellers,  not  the  underlying 
carrier,  are  responsible  for  deal¬ 
ings  with  the  consumer  or  busi¬ 
ness  that  buys  the  service.  ■ 


Reselling  for  fun  and  profit 


Domestic  rates  to  be  charged  by  American  Express  to  holders  of  its 
prepaid  calling  card: 

Face  value  of  card  Minutes  of  use  Equivalent  rate  in  cents 


per  dollar 

per  minute 

$5-$9 

1.80 

55.5 

$10-$  19 

2.00 

50.0 

$20-$49 

2.25 

44.4 

$50-$99 

2.50 

40.0 

$100+ 

3.00 

33.3 

Note  =  Duration  of  all  calls  rounded  up  to  the  next  highest  minute. 


GRAPHIC  BYTERRI  MITCHELL  SOURCE:  AMERICAN  EXPRESS  TELECOM,  SALT  LAKE  CITY 


Attorney  Hank  Levine 

gives  advice  on  hoju  to 
negotiate  a  tariff. 


“We  will  fight  for  the 
right  to  give  our 
customers  a  choice  for 
local  service  through 
every  option  open  to  us. 
That  includes  reselling 
local  services,  using 
alternate  providers  and 
building  our  own 
telephone  network 
facilities.’’ 

AT&T’s  Robert  Allen 
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The  best  stack 
to  switch. 


The  best  switch 
to  stack. 


TigerStack  +  TigerSwitch 


You  know  you  need  stackables  to  lower  costs, 
and  switches  to  increase  bandwidth.  But  did  you 
know  you  can  get  the  best  of  both  in  a  single 
solution? 

TigerStack  lets  you  build  workgroups  up  to 
224  users,  and  create  up  to  32  independent 
Ethernet  segments,  to  allocate  bandwidth  where 
it’s  needed  most.  Then,  you  can  interconnect 
segments  at  full  wire  speed  with  TigerSwitch, 
which  combines  the  price/performance  of  ASIC 
switching  with  the  flexibility  of  RISC  processing — 
for  veiy  low  latency  and  0%  packet  loss.*  And  to 
make  life  easy,  you  can  control  the  whole  solution 
from  a  single  management  application. 

TigerStack  and  TigerSwitch.  The  best 
solution  for  networks  on  the  growth  path. 

SMC 

1-800-SMC-4-YOU 

‘April  1995,  Strategic  Networks  Consulting,  Inc. 

All  trademarks  and  registered  trademarks  are  the  properties  of  their  respective  holders.  ©  Copyright  1995  Standard  Microsystems  Corporation. 


Stack  and  Switch.  $99  per  port. 

The  industry’s  best  stack/switch 
solution  also  has  the  industry’s  best 
price.  Call  today  and  ask  for  Dept. 
TS06.  Well  give  you  details  on  this 
special  offer,  and  send  you  highlights 
of  Strategic  Networks  Consulting 
Inc.’s  switching  test  results  featuring 
proof  of  TigerSwitch  performance. 


a 


It  runs  with 
NetWare! 


Em 


RISC  engines 
A  #1%  tor  the 
cam i iv  Information 

rAmlLY  Highway™ 


LIFETIME 

WARRANTY 


Solutions  for: 


Ethernet  Adapters 


Fast  Ethernet  Adapters 


Token  Ring  Adapters 


Portable  Connectivity 


Ethernet  Hubs 


Bandwidth 

Acceleration 


Ethernet  Switching 


Token  Ring  Switching 


Stackable  Hubs 


Intranetworkim 


Fast  Ethernet 


News 


Mobile  computing 

Wireless  net 

boundaries 

crumbling 

By  Joanie  Wexler 

Instead  of  fighting  for  shares  of  a 
puny  market,  some  wireless  car¬ 
riers  are  smartening  up  and  tack¬ 
ling  network  coverage  and 
interoperability  problems. 

Ameritech  Cellular  Services 
and  RAM  Mobile  Data  are 
launching  separate  efforts  to  tie 
their  networks  to  other  carriers’ 
nets. 

Ameritech  plans  to  become 
network-neuual  by  reselling 
other  carriers’  packet  radio  ser¬ 
vices  a  la  carte  or  bundled  wi  th  its 
own  Cellular  Digital  Packet  Data 
(CDPD)  offerings.  Meanwhile, 
RAM  intends  to  open  up  access 
to  its  packet  radio  net  with  ana¬ 
log  cellular,  satellite  and  wire- 
line  access  services. 

In  sync  with  those  efforts, 
NovaLink  Technologies,  Inc.  in 
Fremont,  Calif.,  will  announce 
tomorrow  the  industry’s  first 
multimode  wireless  radio 
modem  supporting  RAM,  cellu¬ 
lar  and  satellite  links  on  one 
$500  Type  2  PC  Card.  The  Go- 
Anywhere  modem  is  slated  to 
ship  in  the  second  quarter  of 
nextyear. 


Who’s  using  what? 


Packet  radio  net  operators  are 
desperate  for  anything  -  even 
interoperability  -  to  hook  users. 

Wireless  data  market  today* 


Circuit-switched  Mobile  satellite 


1%  3% 


*  Percentages  are  rounded. 

SOURCE:  THE  YANKEE  GROUP,  BOSTON 

Users  need  access  to  multiple 
networks  to  fill  coverage  holes 
and  to  match  the  right  technol¬ 
ogy  to  the  application. 

For  example,  RAM,  ARDIS 
Co. and  CDPD  packet  radio  nets 
have  been  heralded  for  short, 
bursty  applications  such  as  elec¬ 
tronic  mail.  However,  these  nets 
are  not  as  appropriate  for  volu¬ 
minous  fax  transmissions  since 
users  pay  by  the  kilobyte  and  the 
networks  are  slow,  said  Karl 
Kaste,  manager  of  technology 
assessment  at  Genentech,  Inc.  in 


South  San  Francisco,  Calif.,  a  bio 
research  firm  long  on  the  prowl 
for  wireless  services. 

To  address  such  concerns, 
Ameritech  is  in  serious  talks  with 
both  RAM  and  ARDIS  to  resell 
their  services  in  areas  where 
Ameritech  falls  short  on  CDPD 
coverage,  according  to  Derek 
Podobas,  assistant  director  of 
mobile  data  at  Ameritech.  CDPD 
has  until  now  been  Ameritech ’s 
key  wireless  data  technology. 

Ameritech  has  just  begun 
benchmarking  ARDIS,  RAM  and 
CDPD  services  against  each 
other  and  plans  to  begin  selling 
packages  of  multiple,  integrated 
wireless  services  as  early  as 
December,  Podobas  said.  “If 
CDPD  is  not  the  right  choice,  it  is 
foolish  for  us  to  force-feed  it  to  a 
customer,”  he  said.  “No  one 
should  be  held  hostage  by  a  sin¬ 
gle  network.” 

Ameritech  will  likely  release 
those  shackles  by  using  Racotek, 
Inc.  middleware,  which  inter¬ 
faces  to  multiple  wired  and  wire¬ 
less  nets,  on  servers  in  its  own 
network  and  by  running  Tek- 
nique,  Inc.  gateways,  Podobas 
explained.  The  middleware 
would  allow,  for  example,  a 
nationwide  sales  force  to  use  the 
same  application  and  graphical 
user  interface  throughout  the 
country  but  different  network 
services  across  regions. 

RAM  opens  up 

For  its  part,  RAM  is  expected 
to  announce  this  week  that,  like 
ARDIS,  it  is  sanctioning  wire- 
line,  satellite  and  cellular  access 
into  its  packet  radio  network 
with  a  gateway  service.  This 
would  make  the  RAM  network 
usable  to  its  customers  who  are 
out  of  RAM  coverage  by  allowing 
them  to  access  the  network 
through  alternative  services  that 
have  a  huge  footprint. 

These  new  access  methods  do 
not  mean  that  RAM  is  equally 
embracing  other  networks,  as 
Ameritech  appears  to  be,  ana¬ 
lysts  cautioned.  Rather,  the  com¬ 
pany  is  taking  a  RAM-centric 
approach  that  makes  its  own  net 
usable  by  more  people. 

RAM  is  also  expected  to 
announce  that  it  has  revamped 
its  airtime  pricing  structure  to 
accommodate  vertical  markets 
—  and  that  it  is  doing  away  with 
flat-rate  pricing  for  the  horizon¬ 
tal  market. 

That  move  will  probably 
cause  its  traditional  E-mail  user 
base  to  take  a  pocketbook  hit, 
said  sources  close  to  the  firm.  ■ 

COMMENTS? 

See  “How  to  reach  us  ”  on  page  5. 


Wang  gives  Windows  95 
a  new,  sharper  image 


By  Jon  Skillings 

Neiv  York 

Document  management  on  the 
desktop  got  a  big  boost  last  week 
at  Imaging  Expo  when  Wang  La¬ 
boratories,  Inc.  unveiled  imag¬ 
ing  software  for  Windows  95. 

The  software  provides  imag¬ 
ing  services  to  end  users  as  well  as 
a  set  of  APIs  based  on  Microsoft 
Corp.’s  OLE  object  technology. 
It  allows  users  to  view  and  manip¬ 
ulate  images  throughout  an 
enterprise,  Wang  officials  said. 

Wang  last  week  posted  a  loss 
of  $19.9  million  for  the  first 
quarter  of  its  1996  fiscal  year, 
largely  the  result  of  a  $27.7 
million  charge  against 


earnings  to  cover  its 
acquisition 
of  Sigma  $5M 
Imaging 


Earnings 


Systems 
during  the 


summer. 


-$5M 

-$10M 

-$15M 

-$20M 


Q1  '95  Q1'96 


The  announcement  was  a  fol¬ 
low-up  to  the  agreement  signed 
by  Wang  and  Microsoft  in  April, 
under  which  Microsoft  also 
bought  $90  million  in  Wang 
stock  (AW,  April  17,  page  1 ). 

The  32-bit  software  will  be 
available  worldwide  by  die  end  of 
the  year,  at  no  cost,  through  on¬ 
line  services.  Microsoft  plans  to 
include  the  software  in  future 
versions  of  Windows  95,  though 
no  specific  time  has  been  given. 

With  the  Wang  software,  users 
can  handle  scanned  or  faxed 
documents  in  black  and  white, 
gray  scale  or  color;  manipulate 
the  documents  with  scrolling, 
panning,  zooming  and  other 
capabilities;  mark  up  and  add 
notes  and  comments  to  image 
pages;  and  integrate  image  docu¬ 
ments  into  E-mail  systems. 

The  offering  could  spark  a 
rapid  increase  in  the  use  of  imag¬ 
ing  at  the  desktop  level,  where, 
until  now,  it  had  little  presence. 

“This  is  pretty  significant.  If 
you’re  talking  about  mass-mar¬ 
ket  appeal,  now  that  [the  imag¬ 
ing  features  are]  potentially  in 
your  desktop  operating  system, 
you  don’t  need  to  ask  for  it,”  said 
Tom  Koulopoulos,  president  of 
Delphi  Consulting  in  Boston. 

The  offering  presents  the  pos¬ 
sibility  of  “a  de  facto  standard 


for  the  industry,  which  has  been 
fragmented  by  a  lack  of  stan¬ 
dards,”  saidjim  Garden,  an  ana¬ 
lyst  at  WorkGroup  Technologies, 
Inc.  in  Hampton,  N.H. 

Wang  played  up  the  standards 
angle.  “Today,  all  vendors  have  a 
different  way  of  storing  simple 
things  like  annotations”  in  on¬ 
line  documents,  said  Don  Casey, 
president  of  Wang.  “I  can  guar¬ 
antee  that  if  you  have  a  Windows 
95  system  and  I  send  you  an 
annotation,  you  can  see  it;  if  I 
send  you  a  fax,  you  can  see  it.” 

Show-goers  liked  what  they 
saw.  “It’s  fantastic,”  said  Bob 
Wintermeier,  an  imaging  consul¬ 
tant  in  Croton-on-Hudson,  N.Y. 
“With  this  Wang  product,  you 
get  the  viewer  embedded  [in  the 


operating  system]  and  can  acti¬ 
vate  it  off  the  desktop.  If  you  can 
get  it  off  the  desktop,  anyone  can 
use  it  with  great  ease.” 

Developers,  meanwhile,  get 
OLE  technology  for  adding 
image  documents  to  database- 
driven  and  other  line-of-business 
applications,  and  for  building 
new  applications.  OLE  Automa¬ 
tion  specs  are  available  now;  the 
other  specs  are  due  in  January. 

In  the  first  half  of  1996,  Wang 
plans  to  provide  connections 
between  its  document  imaging 
software  for  Windows  and  its  own 
line  of  image  server  products. 

Separately,  Wang  announced 
that  it  has  begun  shipping 
Open/Workflow  and  Open/ 
Image  for  Windows  NT,  its  work- 
flow  and  imaging  server  software 
for  Microsoft’s  BackOffice  and 
Windows  NT  Server. 

Wang:  (508)  967-5000. 

Skillings  is  a  correspondent  at 
IDG  News  Service  in  Boston. 


Consuming  McDATA  satisfies 
EMC’s  hunger  for  networking 


By  Michael  Cooney 

Hopkinlon,  Mass. 

In  a  deal  that  could  make  it  easier 
for  network  managers  to  tie  big 
storage  systems  into  high-speed 
networks,  EMC  Corp.  last  week 
acquired  network  switching  ven¬ 
dor  McDATA  Corp.  for  $230  mil¬ 
lion  in  stock. 

If  consummated,  the 
deal  will  make  Broom¬ 
field,  Colo.-based  Mc¬ 
DATA  a  wholly  owned 
subsidiary  of  the  data 
storage  vendor  and  give 
EMC  users  a  new  option 
for  integrating  storage 
systems  into  enterprise 
networks. 

McDATA’s  9032  En¬ 
terprise  Systems  Con¬ 
nection  (ESCON)  Di¬ 
rector  Model  is  a  high- 
capacity,  fiber-optic 
switch  that  provides  dy¬ 
namic  switching  between  main¬ 
frames  and  peripheral  devices. 
ESCON  provides  greater 
throughput  for  peripheral  de¬ 
vices,  such  as  storage  systems, 
because  it  supports  channel 
speeds  up  to  1 7M  byte/sec,  while 
traditional  bus-and-tag  copper 
connections  are  limited  to  4.5M 
byte/sec. 

McDATA  also  makes  the 
ChannelScope  Analyzer  and 
ChannelScope  Simulator  tools 
for  the  development  and  testing 
of  ESCON  products. 

IBM  currently  resells  Mc¬ 
DATA’s  ESCON  product  line, 


but  EMC  officials  said  the  acqui¬ 
sition  should  not  change  that 
relationship. 

The  bundling  of  the  switch 
and  storage  products  could  give 
EMC  a  leg  up  against  storage 
rivals  and  provide  a  boost  for 
McDATA’s  technology,  which 
observers  said  was  lan- 


some 


ANALYZING  THE  MCACQUISITION 

EMC  currently  offers: 

►  The  Symmetrix  5000  family  of  storage 
systems,  as  well  as  RAID  products. 

McDATA  brings: 

►  The  9032  Enterprise  Systems  Connection 
(ESCON)  Director  Model,  a  fiber-optic  switch  that 
provides  dynamic  switching  between  mainframe 
channels  and  peripherals. 

►  The  ChannelScope  Analyzer  and  ChannelScope 
Simulator  tools  for  development  and  testing  of 
ESCON  products. 


guishing  in  the  market.  That  was 
the  promise  behind  a  similar 
1993  merger  between  EMC  com¬ 
petitor  Storage  Technology 
Corp.  and  net  switch  vendor  Net¬ 
work  Systems  Corp.  And  analysts 
said  that  alliance  has  yielded  lit¬ 
tle  in  the  way  ofproducts. 

“The  deal  brings  EMC  tech¬ 
nology  that  it  can  use  to  bring 
storage  products  closer  to  the 
network,”  said  Frank  Dzubeck, 
president  of  Communications 
Network  Architects,  Inc.,  a  con¬ 
sultancy  in  Washington,  D.C. 
“McDATA  wasn’t  doing  any- 
thingwith  [the9032].”B 
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GeoL  AN/500. 

The  State  Of  The  Art  In  ATM  Super-  Switching  Hubs 


.f 


redundancy,  and  hot 
swappability  for  all  common 
components.  For  the  next 
ten  years  of  NonStop®, 
mission-critical  network 


effectively  integrate  multiple 
technologies  to  support 
shared  LAN,  switched  LAN, 
and  ATM  connectivity,  the 


GeoLAN  7500  NonStop® 
super-switching  hub  is  an 
affordable  starting  point 
for  your  migration  to  high- 
bandwidth  networking. 


operation- even  during 


upgrades  and 
routine  main¬ 
tenance.  Plus 
plug-and-play 


GeoLAN/500  is  scalable 
from  440Mbps  to  over 
lOGbps  throughput.  Enough 
to  handle  the  most  demand¬ 
ing  enterprise  network 
applications. 

It's  designed  for  security 
and  serviceability,  with 
integral  switching,  full 

FREE  "SWITCH  TO  THE  FUTURE"  SEMINARS. 

CALL  1-800-797-2881 


HOUSTON . NOV.  28 

CHICAGO  / 

OAK  BROOK . NOV.  30 

LONG  BEACH .  DEC.  5 

BELLEVUE .  DEC.  6 

SAN  FRANCISCO  / 

SANTA  CLARA .  DEC.  7 


World  Headquarters:  UB  Networks, 

3900  Freedom  Circle,  Santa  Clara, 

CA  95054,  USA.  +  (408)  496-01 1 1 
or  fax  +  (408)  970-7337.  Access/One  is  a 
registered  trademark  and  UB  Networks  and 
GeoLAN  are  trademarks  of  Ungermann- 
Bass  Networks.  Inc.  ©1 995  Ungermann- 
Bass  Networks,  Inc.  NonStop  is  a  registered 
trademark  of  Tandem  Computers  Incorporated  in 
the  U.S.  and  other  countries.  All  rights  reserved. 


compatibility  GeoLAN/500  is  available 

as  a  standalone  hub  or  in 
x  _  r  the  tower  configuration 

shown  at  left. 

Access/One®  customers. 

All  starting  at  just  $250/port. 

Learn  how  to  cost-effectively 
upgrade  to  super-switching 
hubs.  Call  for  our  LAN 


Cost-Of-Ownership  study. 


1-800-777-4LAN 

http://www.ub.com 
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SMTP  Mail  with  MIME  ‘ 

IBM  PROFS 
Phone  Tag,  Tag  It 
Calendar/Scheduler 

Internet  Access 

WWW  Client  &  Server 

Gopher 

Newsreader 

Archie 

Whois 

Group  Collaboration 
ECCO  Personal  &  Group 
Information  Management* 

InPerson  Network  Whiteboard 

Desktop  Management 

Ping,  Finger,  Name  Resolver 
DNS  Client  &  Server 
R-commands 
PC  Net  Time 

TCP/IP  Communications 
Winsock 

100%  DLL  TCP/IP  Stack 
LAN:  Ethernet,  Token  Ring 
Dialup:  SLIP,  CSLIP,  PPP  &  ISDN 

And  More... 


Network  Your  Desktop  To  The 

world  with  Chameleon. 


BEST  VALUE. 

Chameleon  is  a  TCP/IP  Windows  desktop 
that  offers  more  applications  than  any  other 
product.  It  provides  you  with  a  comprehensive 
Windows  solution  for  TCP/IP  networking. 

SIX  INTEGRATED  SOLUTION 

SUITES. 

Chameleon  desktop  applications  are  integrated 
for  powerful  cross-functional  capabilities. 
Drag-and-drop  any  information  on  the  network 
between  applications  at  the  click  of  a  button. 


mainframes,  minicomputers,  PC-based  LANs 
and  WANs,  and  the  Internet. 

OFFICE,  HOME,  AND  REMOTE 
NETWORK  ACCESS. 

Connect  to  your  network  and  the  Internet  via 
LAN  or  dialup  access  with  one  easy-to-use 
software  package.  Send  and  retrieve  email, 
download  files,  print  documents,  login  to 
remote  hosts,  and  run  client/server 
applications.  Connect  your  PC  to  the  world 
with  Chameleon. 


SEAMLESS  ACCESS  TO 
CORPORATE  INFORMATION 
RESOURCES. 


NetManage  Chameleon  includes  WinSock 
TCP/IP  and  is  100%  DLL/VXD.  Chameleon 


‘Optional 

UPGRADE  TO  4.5  FOR  ONLY  $95! 


Chameleon  includes  more  applications  requires  only  6KB  memory  and  configures  in 

that  allow  you  to  access  information  on  Unix,  just  5  minutes. 
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Sprint  turns  on  800  switched  data  service 


■  CompuServe,  Inc.  has 

announced  support  for  ISDN 
access  to  its  networks  in 
Europe.  Over  the  next  year,  it 
will  roll  out  the  service  in 
Amsterdam,  London,  Paris, 
Zurich  and  several  German  cit¬ 
ies,  including  Munich.  More  cit¬ 
ies  will  be  added  later,  the 
company  said. 

■  Users  can  get  a  deal  on  Moto¬ 
rola,  Inc.’s  Marco  and  Envoy 
wireless  communicators  if 

they  make  the  purchase  before 
Dec.  29.  Motorola  has  teamed 
with  its  resellers  to  offer  the 
devices  —  usually  priced  from 
$],300  to  $1,500  —  for  less  than 
$1,000.  In  addition,  users  who 
sign  up  for  a  12-month  wireless 
network  airtime  package  with 
Motorola  company  ARDIS  Co. 
will  receive  a  $200  rebate  from 
ARDIS  after  six  months  of  net¬ 
work  use. 

Motorola/ARDIS  reseller  info: 
(800)894-7353. 

■  Nextel  Communications, 
Inc.  has  launched  its  digital 
wireless  service,  known 
genetically  as  Enhanced  Spe¬ 
cialized  Mobile  Radio,  in  high- 
traffic  areas  of  New  England, 
including  eastern  Massachusetts, 
southern  New  Hampshire  and 
Providence,  R.I. 

■  Senate  Commerce  Committee 
Chairman  Larry  Pressler  ( R- 
S.D. )  chastised  AT&T  Chairman 
Robert  Allen  in  a  Capitol  Hill 
meeting  about  a  provocative  new 
ad  from  long-distance  carriers 
opposing  telecommunica¬ 
tions  reform. 

The  ad  features  a  congressman 
telling  an  elderly  woman,  “We’re 
from  Washington" and  “We’re 
here  to  fix  your  phone.  ’’  The 
woman  responds,  ‘ ‘My  phone ’s 
not  broken.  ’’ 

Bill  opponents,  in  turn,  were 
outraged  when  CNN  refused 
to  run  the  ad,  adding  to  the  sour 
mood  as  a  House-Senate  commit¬ 
tee  that  was  formed  to  reconcile 
different  versions  of  the  bill 
finally  began  work  last  week. 


By  David  Rohde 

Kansas  City,  Mo. 

Customers  seeking  wide-area 
switched  data  service  with  re¬ 
verse  billing  will  soon  be  able  to 
choose  from  among  a  full  com¬ 
plement  of  offerings,  as  Sprint 
Corp.  is  set  to  become  the  last 
major  carrier  to  enter  the  field. 

The  carrier’s  new  Toll-Free 
Switched  Digital  Service  is  ex¬ 
pected  to  largely  match  the  capa¬ 


bilities  of  MCI  Communications 
Corp.’s  Digital  800  service.  But 
the  service  will  lack  a  key  feature 
of  AT&T’s  offering  that  allows 
users  to  unify  data  and  voice 
applications  on  a  single  800  van¬ 
ity  number  while  retaining  nego¬ 
tiated  low  rates  on  the  regular 
voice  calls. 

All  three  carriers’  services  are 
gaining  adherents  by  enabling 
users  to  dial  in  to  LANs,  video- 


TOTHE  INTERNET  — FAST! 

Aware  has  produced  the  Internet  Access 
Transceiver  to  enable  high-speed  Internet 
access  over  standard  voice  phone  lines. 


Internet 


Public 
phone 
network 

central  office 
transceiver 


ADSL 


Modem  can  deliver  video  on 
demand  in  blink  of  an  eye 


By  Tim  Greene 

Bedford,  Mass. 

Aware,  Inc.  has  plugged  a  tech¬ 
nology  for  video  on  demand  into 
a  modem  that’s  specially  de¬ 
signed  to  call  up  the  Internet 
over  regular  voice  phone  lines  — 
fast. 

The  modem  can  actually 
operate  faster  than  most  ’Net 
providers  can  deliver  data  today, 
so  the  offering  will  be  ready 
when  service  provider  delivery 
speeds  increase,  according  to 
Thomas  Howe,  Aware’s  product 
manager. 

The  Internet  Access  Trans¬ 
ceiver  uses  asymmetric  digital 
subscriber  line  (ADSL)  chipsets 
to  provide  data  at  4M  bit/sec 
into  the  user  premise  and  500K 
bit/sec  back  to  the  WAN.  That 
assumes  a  distance  of  less  than 
1 2,000  feet  from  the  phone  com¬ 
pany’s  central  office  (CO). 

The  technology  is  seen  as  a 
way  to  deliver  high-speed  ser¬ 
vices  to  user  sites  that  do  not  have 


access  to  optical  fiber,  coaxial  or 
other  high-bandwidth  cable. 

The  modem,  which  is  avail¬ 
able  in  limited  quantities  for  test¬ 
ing,  requires  a  device  at  the  user 
premise  and  at  the  telephone 
company  CO  (see  graphic). 

That  means  carriers  have  to 
buy  into  the  technology  and 
offer  ADSL  transport.  Aware  said 
regional  Bell  operating  compa¬ 
nies,  competitive  access  provid¬ 
ers  and  value-added  network 
providers  have  shown  interest 
but  would  not  name  which  ones. 

The  technology  was  devel¬ 
oped  for  delivering  video-on- 
demand  service  to  homes  over 
standard  phone  lines  and  is 
being  trialed  by  Bell  Atlantic 
Corp.  for  that. 

Beth  Gage,  broadband  con¬ 
sultant  for  TeleChoice,  Inc.,  a 
consultancy  in  Verona,  N .J.,  said 
the  device  would  let  carriers 
deploy  the  service  one  line  at  a 
time  and  that  it  would  be  flexible 
See  Modem,  page  20 


conferences  and  the  Internet 
while  reversing  the  charges.  The 
800  feature  puts  the  entire  tele¬ 
communications  cost  on  the 
main  user’s  bill,  so  remote  users 
or  even  outside  companies  can 
access  the  same  switched  data  or 
video  application  without  rack¬ 
ing  up  toll  charges  or  worrying 
because  they  subscribe  to  a  dif¬ 
ferent  carrier. 

Sprint  officials  last  week  said 
they  were  not  concerned  about 
being  late  to  the  table.  They  have 
completed  beta  testing,  and  the 
service  is  already  in  production 
at  users  such  as  SmithKline  Bee- 
cham,  Inc.  and  Kinko’s  Copy 
Centers,  Inc.,  according  to  the 
officials.  Sprint  has  been  holding 
off  on  an  official  announcement 
not  for  technical  reasons,  but 
because  it  has  not  completed  a 
tariff  rate  schedule,  they  said. 

Sprint’s  pricing  task  was  com¬ 
plicated  earlier  this  month  by 


AT&T’s  introduction  of  its  800 
Multimedia  serv  ice,  which  builds 
on  the  previously  announced 
WorldWorx  800  service  by  letting 
users  run  data  and  voice  services 
over  a  single  800  number  while 
charging  different  rates  (see 
graphic). 

AT&T  is  the  only  carrier  that 
See  Sprint,  page  22 


Under  AT&T’s  revamped  800 
Multimedia  service,  data  and  voice 
calls  to  the  same  800  number  are 
priced  differently: 

Data 

22  cents  a  minute  peak 
19  cents  a  minute  off-peak 

Voice 

Megacom  800  rates  (typically  6  to  10 
cents  a  minute  under  negotiated 
contracts) 

SOURCES:  AT&T,  BEDMINSTER,  NJ„  AND  TELECHOICE.  VERONA,  NJ. 


General  Magic 
makes  Telescript 
appear  for  all 

By  Joanie  Wexler 

San  Jose,  Calif. 

General  Magic,  Inc.  this  week 
will  take  a  long-awaited  step  with 
its  intelligent  agent  technology 
when  it  throws  open  the  doors 
on  its  Telescript  development 
platform. 

Nearly  two  years  after  the 
launch  of  Telescript,  the  com¬ 
pany  will  announce  at  its  devel¬ 
opers  conference  here  that  the 
code  is  available  free  of  charge 
via  CD-ROM  or  the  World- 
Wide  Web  (http://www.gen- 
magic.com). 

And  in  the  wake  of  revealing 
an  alliance  with  information 
search-and-retrieval  service  com¬ 
pany  Verity,  Inc.  last  week,  Gen¬ 
eral  Magic  is  expected  to  for¬ 
mally  acknowledge  at  its  confer¬ 
ence  plans  to  dispatch  Telescript 
agents  across  the  Web. 

Telescript  agents  are  intelli¬ 
gent  software  programs  that  run 
around  networks  finding  infor¬ 
mation,  filtering  it  and  combin¬ 
ing  it  with  other  pertinent  data  of 
specific  interest  to  a  user. 


The  company  wants  to  try 
turning  the  Internet  into  a  cus¬ 
tomized  and  manageable  elec¬ 
tronic  marketplace  (Adkjuly  10, 
page  6),  said  Adam  Hertz,  Gen¬ 
eral  Magic’s  Internet  products 
group  manager. 

Net  managers  —  particularly 
those  involved  in  developing  cor¬ 
porate  Web  sites  —  should  check 
out  General  Magic  for  agent¬ 
enabling  their  enterprise  nets 
and  Web  sites,  advised  Bill  Ab- 
londi,  vice  president  of  mobile 
computing  and  communica¬ 
tions  at  BIS  Strategic  Decisions,  a 
consultancy  in  Norwell,  Mass. 

Agents  hopping  from  server 
to  server  that  are  able  to  collect, 
synthesize  and  combine  infor¬ 
mation  could  render  a  Web  site 
“more  responsive  to  those 
accessing  it,  which  could  prove  a 
strategic  advantage,”  Hertz  said. 

Telescript  Web  tools  will  be 
available  in  a  few  months,  he 
added. 

The  unleashing  of  Telescript 
is  a  milestone  for  General  Magic, 
which  has  been  caught  between  a 
rock  and  a  hard  place  since  it 
introduced  the  software  in  Janu¬ 
ary  1994.  As  a  small  Apple  Com-  | 
puter,  Inc.  spinoff,  it  has  not  had  j 
the  resources  to  support  scads  of  j 
developers;  but  without  devel¬ 
oper  buy-in,  making  the  agents 
See  General  Magic,  page  20 
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Data  Switch  begins 
mining  for  new  users 


By  Michael  Cooney 

Shelton,  Conn. 

Data  Switch,  Inc.  has  introduced 
the  first  in  a  family  of  products 
that  will  give  users  high-speed 
connectivity  between  servers  and 
mainframes. 

The  company  is  announcing 
Open  Channel  (OC)  9000, 
which  is  aimed  at  users  looking 
to  build  data  mining,  disaster 
recovery  or  enterprise  backup 
applications.  The  offering  is  a 
communications  gateway  that 
will  initially  let  users  link  Tan¬ 
dem  Computers,  Inc.  on-line 
transaction  processing  (OLTP) 
machines  directly  to  a  4.5M 
byte/sec  mainframe  bus-and-tag 
channel. 

A  second  release,  which  will 
be  available  by  next  summer,  will 
let  users  tie  Hewlett-Packard  Co. 
and  Sun  Microsystems,  Inc.  Unix 
servers  directly  to  the  bus-and- 
tag  channel  as  well  as  to  the  17M 


byte/sec  IBM  Enterprise  Systems 
Connection  (ESCON)  main¬ 
frame  channel.  ESCON  is  IBM’s 
high-speed,  fiber-opuc  channel 
connectivity  technology. 

“With  the  Tandem  system 
connectivity,  we  are  address¬ 
ing  the  OLTP  market,  such  as 
banks  and  credit 
card  processors  who 
need  high-speed 
connectivity  to  the 
mainframe  for  their 
high-volume  trans¬ 
actions,”  said  Mi¬ 
chael  Ruggieri,  vice 
president  of  strate¬ 
gic  marketing  for 
Data  Switch. 

OC  9000  sits 
between  the  main¬ 
frame  and  Tandem, 

Sun  and  HP  devices. 

The  box  supports 
as  many  as  32  slots, 
which  can  support 


any  combination  of  bus-and-tag 
adapters  or  SCSI  boards  for  the 
Tandem  boxes.  ESCON  and 
other  interfaces  for  the  HP  and 
Sun  boxes  will  also  be  able  to  be 
added  to  this  mix  in  the  future. 

On  the  surface,  OC  9000  com¬ 
petes  with  a  number  of  main¬ 
frame  channel-attached  gate¬ 
ways,  namely  IBM’s  3172  Inter¬ 
connect  Gateway,  Bus-Tech, 
Inc.’s  BT-1  and  others.  But  OC 
9000  is  unique  in  that  it  is  not  a 
gateway  but  a  mainframe  chan¬ 
nel  controller,  emulating  IBM’s 
3088  Multisystems 
Channel  Communi¬ 
cations  Unit.  The 
3088  interconnects 
multiple  mainframe 
channels  in  an  IBM 
environment.  Data 
Switch  sells  its  own 
3088-compatible 
box,  Model  9800. 

Software  running 
on  OC  9000  trans¬ 
lates  incoming  data 
into  the  3088’s 
Channel-to-Channel 
(CTC)  protocol  and 
passes  it  on  to  the 
mainframe  and  re- 


“With  the  Tandem 
system  connectivity, 
we  are  addressing  the 
OLTP  market.” 

Michael  Ruggieri 


Scoop  up  more  info  about 
ADSL  on  Network  World 
Fusion,  including: 

A  technical  overview  and 
bibliography. 


Descriptions  of  ADSL  offerings 
from  Motorola,  Digital  and  other 
vendors. 


Papers  on  the  technical  and 
economic  challenges  facing  ADSL. 


To  access:  NetworkWorW 

Point  your  Web 
browser  at 
http://www.nwfusion.com.  From 
the  main  menu,  select  News*  then 
WANs  and  Internetworking. 


Modem 

Continued  from  page  19 

enough  to  carry  video-on- 
demand  service  if  carriers  get 
permission  from  regulators. 

The  Aware  modem  meets 
ANSI  standards,  according  to 
Howe,  something  other  ADSL 
modems  cannot  claim. 

At  the  moment,  that  is  not  a 
problem,  according  to  a  spokes¬ 
man  for  AT&T  Paradyne,  which 
makes  competing,  noncompli- 
ant  ADSL  hardware.  Virtually  all 
ADSL  products  are  in  limited  tri¬ 
als  with  carriers,  so  there  are  no 
interoperability  problems  yet 
that  standards  would  solve. 

A  twisted-pair  phone  line  has 


General  Magic 

Continued  from  page  1 9 

pervasive  enough  to  be  useful 
has  been  nearly  impossible. 

Questions  remain 

Despite  the  release  of  Tele¬ 
script,  the  promise  of  General 
Magic  remains  a  question. 
Though  the  company  has  allied 
with  many  carriers,  Telescript 
agents  are  operational  in  only 
one  public  network  today: 
AT&T’s  little-used  PersonaLink 
messaging  and  electronic  mall 
service. 

And  while  General  Magic’s 
Verity  alliance  holds  promise, 
availability  dates  for  Verity  tools 
or  Telescript-enhanced  Verity 


services  have  not  yet  been 
announced. 

General  Magic  also  has  not 
yet  announced  key  partnerships 
with  any  Web  browser  compa¬ 
nies,  choosing  to  focus  instead 
on  building  Telescript-enabled 
Web  products  targeted  at  those 
companies. 

Ultimately,  for  agents  to  be 
successful,  there  must  be  some¬ 
thing  in  the  network  for  them  to 
find,  according  to  Pieter  Hart- 
sook,  editor  of  “The  Hartsook 
Letter”  in  Alameda,  Calif.  Elec¬ 
tronic  malls  and  agent  compo¬ 
nents  are  developing  inde¬ 
pendently  of  each  other  into 
“islands  of  usefulness’  ’  that  must 
be  linked  to  deliver  on  the  Gen¬ 
eral  Magic  dream,  he  said.  ■ 


a  capacity  far  beyond  the  narrow 
3-kHz  channel  used  to  carry  an 
analog  voice  signal.  But  that 
capacity  could  not  be  used 
before  because  it  was  reserved  to 
compensate  for  signal  loss  in  the 
line.  The  ADSL  modem  uses  that 
extra  bandwidth  and  breaks  it  up 
into  more  than  200  channels, 
each  fed  by  a  separate  modem 
stream. 

How  does  it  do  that?  “The 
math  is  pretty  scary,  and  it  isn’t 
intuitively  obvious.  It  isn’t  easy  to 
describe,”  Howe  said. 

Narrowband  interference 
from  elecuical  appliances  or 
shortwave  radio  transmissions 
can  add  noise  to  the  phone  line, 
which  can  disrupt  a  typical 
modem.  With  the  ADSL  modem, 
if  noise  disturbs  one  channel, 
the  modem  will  not  use  it, 
thereby  compensating  for  the 
interference. 

Repeaters  could  be  added  to 
the  phone  line  to  extend  the 
range  of  ADSL  service,  but  that  is 
not  planned,  Howe  explained. 

The  current  modem  is 
intended  for  field  evaluation  by 
carriers,  and  each  one  costs 
$2,500.  Gage  said  carriers  are 
looking  for  modems  that  can 
provision  each  line  for  $500  to 
$700. 

But  the  company  expects  to 
be  able  to  produce  the  modems 
for  less  money  late  next  year, 
allowing  pricing  to  drop  in  line 
with  today’s  conventional  mo¬ 
dems,  Howe  said. 

©Aware:  (617)  937-1428. 


verses  the  procedure  on  the  way 
out.  For  the  Sun  and  HP  units, 
OC  9000  will  run  a  TCP/IP  stack 
for  multivendor  connectivity, 
but  its  software  will  translate  the 
TCP/IP  to  CTC  for  connectivity 
with  the  mainframe. 

“Data  Switch  is  enabling  the 
types  of  applications,  namely 
data  mining,  that  let  users  em¬ 
ploy  Unix  workstations  and 


other  devices  for  heavy  process¬ 
ing  and  enable  the  mainframe  to 
be  a  cost-effective  repository,” 
said  Anura  Guruge,  an  indepen¬ 
dent  analyst  based  in  New  Ips¬ 
wich,  N.H. 

OC  9000  will  be  available  in 
early  1996  and  is  priced  starting 
at  $30,000. 

©Data  Switch:  (203)  926- 
1801. 


MCI  opens  frame  relay  network 
to  small  sites,  mobile  users 


By  Joanie  Wexler 

Atlanta 

MCI  Communications  Corp. 
hopes  to  fan  the  growing  enthu¬ 
siasm  for  frame  relay  services 
with  new  access  options  to  its 
HyperStream  public  data  net¬ 
work  aimed  at  small  offices  and 
mobile  workers. 


Let  ’em  in 


Net  access  options  for  MCl’s 

HyperStream  frame  relay  service 

Before 

^  Dedicated  lines,  64K  bit/sec  to  T-l 

►  Dial  backup  to  dedicated  lines 

Now 

Options  above,  plus: 

^  X.25-to-frame  relay  LAN-to-LAN 
gateway  service 

^  Domestic  28. 8K  bit/sec  LAN  dial-up 

^  Telnet terminal-to-host,  9.6Kto  14.4K 
bit/sec 

Future 

^  Worldwide  expansion  of  28.8Kbit/ sec 
dial-up  (1996) 

►  Circuit-switched  cellular  access  (year- 
end) 

►  ISDN  access  (mid-1996) 

The  company  has  become  the 
first  among  the  top  interex¬ 
change  carriers  to  roll  out  a  suite 
of  dial  access  options. 

The  options  —  at  least  for  the 
moment  —  put  MCI  ahead  of 
principal  competitors  AT&T, 
Sprint  Corp.  and  LDDS  World¬ 
Com  (NW,  Aug.  7,  page  6), 
although  MCI  had  been  behind 
the  curve  (see  graphic) . 

Previously,  MCI  offered  only 
dedicated  links  into  its  Hyper¬ 
Stream  frame  relay  network, 
which  accommodated  sites  large 
enough  to  justify  the  cost  of 
those  lines.  MCI  also  offered  dial 
backup  for  those  links. 

MCI ’s  new  options  include: 

■  High-speed  modem  access 
into  frame  relay-interconnected 
LANs  via  a  service  called  Remote 
LAN  Dial.  Charges  for  the  800 
number-based  service  range 
from  $6  to  $1 2,  based  on  usage. 

■  Telnet  Connect,  which  allows 
users  on  dumb  terminals  to  dial 
in  to  LAN-interconnected  hosts 


and  gain  some  basic  IP  function¬ 
ality  from  those  LANs,  such  as 
electronic  mail  and  interactive 
sessions.  The  service  costs  $4.86 
per  hour,  plus  an  X.25-to-frame 
relay  gateway  service  charge. 

■  XConnect,  a  gateway  service 
between  the  X.25  network  of 
MCI’s  joint  venture  partner,  Brit¬ 
ish  Telecommunications  pic, 
and  BT  and  MCI’s  respective 
frame  relay  networks.  Users  in 
remote  parts  of  the  world  where 
frame  relay  services  are  not  yet 
available  can  now  be  connected 
back  to  the  U.S.  corporate  frame 
relay  network  using  X.25,  said 
Bob  Rasmussen,  MCI  senior 
manager  of  access  services  prod¬ 
uct  marketing. 

Down  the  road,  it  is  likely  that 
MCI  will  create  a  managed  net¬ 
work  service  option  for  remote 
access,  he  added.  ■ 


BusinessBriefs 


GTE  Telephone  Operations  said  it  will 
cut  4,700  employees  by  the  end  of  the 
year.  The  company  claims  this  is  part  of  a 
three-year  plan  announced  in  1994  to 
cut  17,000  jobs  and  reengineer  to  save 
$1  billion.  The  cuts  are  part  of  an 
attempt  to  streamline  and  be  more  cost- 
conscious  in  response  to  the  expected 
increase  in  competition  for  local  tele¬ 
phone  services.  The  company  currently 
employs  68,000. 

AT&T  Wireless  Services  has  purchased 
an  equity  stake  in  CellPort  Labs,  Inc.,  a 
developer  of  technology  used  to  create 
wireless  LANs. 

The  research  and  development  arm  of 
Deutsche  Telekom  has  established  Ber- 
kom  USA,  L.LC.  for  the  purpose  of  pur¬ 
suing  strategic  partnerships  with  U.S. 
firms.  The  goal  is  to  speed  Deutsche  Tel¬ 
ekom  multimedia  products  to  market. 
Berkom  USA’s  initial  focus  will  be  on 
establishing  international  interoperabil¬ 
ity  of  ISDN  and  Asynchronous  Transfer 
Mode  technology  for  health  care,  finan¬ 
cial  services  and  on-line  markets. 
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SIEMENS 


ROLM  Communications 


Talk  about  a  sharp  way  to  improve  productivity. 
Our  Siemens  Rolm  computer  telephony  integration 
applications  empower  your  employees. 

By  letting  them  access  the  information 
they  need.  When  they  need  it.  In  the  form 
they  need.  From  automating  and  organizing 
telephony  tasks  on  your  PCs  to  providing  multi¬ 
application  support  with  integrated  fax,  video  images 


ROLM  RESULTS: 
ENHANCED 
PERSONAL 
PRODUCTIVITY 


and  voice,  ROLM  systems  put  information  at  your 
employees'  fingertips.  So  they  can  better  manage, 
respond  and  react  to  every  single  piece 
of  information  in  your  company.  Call  us 
today  for  an  interactive  diskette  that  shows 
how  our  communications  management 
PC  software  can  sharply  and  dramatically  increase 
personal  productivity  across  your  entire  enterprise. 


FOR  MORE  INFORMATION,  GIVE  US  A  CALL  AT  1-800-ROLM-123,  EXT.  52. 


©1995  SIEMENS  ROLM  COMMUNICATIONS  INC,  ROLM  IS  A  REGISTERED  TFIADEMARK  OF  SIEMENS  ROLM  COMMUNICATIONS  INC. 
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Breaking  up  is 
hard  on  AT&T 
OneVision 

By  Jim  Duffy 

Dayton,  Ohio 

The  breakup  of  AT&T  into  three 
independent  companies  has  cast 
the  future  of  the  carrier’s  OneVi¬ 
sion  network  and  systems  man¬ 
agement  program  into  doubt. 

OneVision,  announced  in 
June  1994,  is  a  software  and  ser¬ 
vices  offering  intended  to  pro¬ 
vide  consistent,  end-to-end  man¬ 
agement  of  disparate  network¬ 
ing  and  computing  equipment. 
At  the  heart  of  OneVision  is 
agreement  among  AT&T  busi¬ 
ness  units  to  port  their  manage¬ 
ment  applications  to  Hew¬ 
lett-Packard  Co.’s  OpenView 
platform. 

But  now  that  AT&T’s  tele¬ 
communications  services,  equip¬ 
ment  and  computer  manufac¬ 
turing  businesses  are  going  to 
become  three  separate  compa¬ 
nies,  OneVision  is  no  longer  rel¬ 
evant,  according  to  analysts  who 
advised  AT&T  on  the  program’s 
rollout. 

“As  AT&T  breaks  up,  the  sur¬ 
viving  pieces  will  each  make  their 
own  decisions  about  what  they 
want  to  do,”  said  Mary  Johnston 


Turner,  principal  with  Northeast 
Consulting  Resources,  Inc.  in 
Boston.  “The  [Global  Business 
Communications  Systems]  peo¬ 
ple  have  always  had  a  very  strong 
relationship  with  Cabletron. 
Even  with  the  applicadons  they 
brought  out  to  run  on  the  Open- 
View  OneVision  platform,  they 
had  always  had  a  version  that  also 
ran  on  Cabletron  [Spectrum] .” 

Getting  on  with  it 

But  the  OneVision  strategy  is 
going  to  go  forward  after  die 
breakup,  according  to  Tad  Bode- 
man,  director  of  OneVision  mar¬ 
keting  for  AT&T. 

He  did  acknowledge,  how¬ 
ever,  that  the  independent  com¬ 
panies  would  be  free  to  offer 
products  and  services  of  their 
choosing,  and  have  been  free  to 
do  so  even  though  OneVision 
was  in  place. 

“I  don’t  see  any  dramadc 
change  in  the  industry  to  cause 
what  will  become  our  sister  com¬ 
panies  to  dramatically  change 
their  strategy  of  building  their 
management  applications  to  the 
[OpenView]  API  set,”  Bodeman 
said. 

In  fact,  some  change  has 
already  occurred.  AT&T  has 
dashed  its  initial  plans  to  port 
OpenView  to  Windows  NT  this 
year.  Bodeman  said  he  didn’t 
know  when  AT&T  will  complete 
that  port.  ■ 


Sprint 

Continued  from  page  1 9 

can  route  toll-free  data  calls  to 
one  specific  location,  while  voice 
calls  placed  to  the  same  800  num¬ 
ber  can  be  routed  as  usual 
among  muldple  call  centers, 
analysts  said.  Sprint  officials  con¬ 
firmed  that  at  this  point,  they  can 
only  route  calls  based  on  specific 
instructions  for  a  particular  800 
number. 

For  certain  kinds  of  users,  this 
is  not  a  concern,  said  Peter  Han¬ 
sen,  a  Sprint  switched  data  prod¬ 
uct  manager  here. 

For  example,  Global  Village 
Communications,  Inc.  in  Santa 
Clara,  Calif.,  is  an  Internet  access 
provider  that  now  accepts  both 
ISDN  and  voice  modem  connec¬ 
tions  over  the  same  Sprint  800 
number. 


ISDN  or  switched  56Kbit/sec 
connections  are  generally  re¬ 
quired  by  all  the  carriers  for  toll- 
free  switched  digital  service. 

However,  traditional  corpo¬ 
rate  users  that  employ  a  toll-free 
switched  data  service  could  be 
tripped  up  if  they  use  their 
favorite  800  numbers  for  these 
new  applications,  according  to 
Hansen. 

The  reason,  ironically,  is  that 
carriers  now  routinely  employ 
enhanced  features  that  send  800 
calls  to  different  locations  de¬ 
pending  on  the  area  code  from 
which  the  call  was  dialed,  the 
time  of  day  it  was  made  or  other 
factors. 

As  a  result,  a  data  applicadon 
could  be  accidentally  rerouted 
to  a  call  center  with  no  ability  to 
handle  the  connection. 

“You  have  to  be  very  careful 


setting  up  enhanced  features,” 
Hansen  said.  He  suggested  that 
at  this  point,  Sprint  users  should 
“go  ahead  and  get  a  separate  800 
number  for  data.” 

Service  appeal 

Both  MCI  and  Sprint  also 
need  to  improve  their  billing 
reports  for  the  service  to  appeal 
to  more  users,  said  Daniel  Briere, 
president  of  TeleChoice,  Inc.,  a 
consulting  firm  in  Verona,  N.J. 
Currently,  they  merely  flag  data 
calls  on  the  call  detail  reports,  he 
said. 

Sprint  will  probably  end  up 
charging  slighdy  more  for  data 
than  for  voice,  Briere  said,  “but 
the  reality  is  they  can’t  bill  for  it 
yet.”  MCI  officially  has  a  price 
differential  but  has  waived  the 
data  surcharge  under  a  promo- 
donal  offering,  he  added.  ■ 
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Sank  taps  MCl’s  Network  IVR 


ban  k  holding  company  has  become  the  first  customer  for  a 
new  MCI  Communications  Corp.  service  that  removes  the 
interactive  voice  response  (DTI)  units  now  commonly 
found  behind  800  numbers  and  places  them  in  the  MCI 
network.  The  MCI  service  —  known  as  Network  IVR — differs 
from  traditional  network-based  call-prompting  services  in  that  it 
is  fully  interactive  with  users’  customer  databases. 

MCI  user  Wachovia  Corp.  in  Winston-Salem,  N.C.,  routes  its 
800  calls  to  MCI  network  nodes  in  Cedar  Rapids,  Iowa,  and  Down¬ 
ers  Grove,  111.  These  sites  are  linked  by  channelized  T-l  lines  to 
the  bank’s  mainframe-based  data  repositories  in  Winston-Salem 
and  Atlanta. 

The  Iowa  and  Illinois  MCI  nodes  are  outfitted  with  DU  units 
from  Dallas-based  InterVoice  Corp.,  which  communicate  with 
the  bank’s  data  repositories  over  the  T-l  links.  Depending  on  the 
information  punched  in  by  customers  in  response  to  the  voice 
prompts,  the  InterVoice  gear  can  either  complete  a  transaction 
without  delivering  the  call  to  a  Wachovia  site  or  route  the  call  to 
the  proper  location. 

Wachovia  chose  this  option  largely  because  of  its  flexibility 
and  scalability',  explained  Frank  Faerber,  senior  vice  president 
and  manager  of  network  sendees  for  the  bank  holding  company. 

“Ifyou  become  facility-based,  then  you  are  bound  to  that  loca¬ 
tion,”  Faerber  said.  It  is  more  difficult  to  bounce  an  800  call  out 
of  a  call  center  once  it  has  arrived  at  a  specific  call  center’s  IVR  sys¬ 
tem,  he  explained.  And  the  typically  heavy  growth  of  ports  on  a 
premises-based  IVR  system  tends  to  put  pressure  on  the  private 
branch  exchange  system  associated  with  it. 

By  screening  the  calls  through  an  DTf  in  the  network,  Wacho¬ 
via  is  prepared  to  ‘  ‘tap  different  sources  of  labor’  ’  in  case  of  a 
spike  in  call  volume,  Faerber  said. 


INTERNETWORKING  MONITOR 

Who  holds  the  keys  to  heaven’s  net? 


he  Clinton  administration  is  talking  about 
key  escrow  again. 

I’m  sure  you  all  remember  the  sinking 
of  the  Clipper  a  while  back.  In  that  case,  the 
administration  proposed  that  your  friendly  gov¬ 
ernment  would  hold  onto  the  key  you’d  use  to 
encrypt  the  phone  call  in 
which  you  whispered  sweet 
nothings  to  your  significant 
other.  The  government,  of 
course,  was  only  able  to  get  the 
key  with  a  proper  court  warrant 
—  and  the  whole  thing  was 
voluntary. 

The  administration  has  now 
floated  a  new  idea.  It  is  sort  of 
Clipper  in  a  business  suit 
instead  of  a  cloak-and-dagger 
Clipper.  The  key  escrow  would 
be  done  by  a  bank  instead  of  a  government  agency. 
Again,  the  whole  thing  would  be  voluntary.  And 
the  government  would  still  be  able  to  get  the  key 
by  following  typical  procedures  in  obtaining  a 
warrant. 

Putting  aside  (for  now)  the  moral  issues,  this 
proposal  makes  some  sense.  Businesses  must  have 
key  escrow.  Itwouldbe  the  height  of  folly  to  permit 
the  president  of  some  large  corporation  to  encrypt 
all  the  corporation’s  business  records  in  a  key  that 
only  the  president  knows. 

Businesses  will  have  key  escrow;  it  is  only  a  ques¬ 
tion  of  who  does  the  escrowfunction. 

Businesses  could  do  the  escrow  themselves,  or 
they  could  purchase  a  service  from  a  bank.  The 
banks  might  have  better  controls  and  procedures, 
but  the  business  might  not  know  if  the  government 
was  poking  about  and  asked  the  bank  not  to  men¬ 
tion  the  visit. 

This  would  be  a  nonstory  for  the  rest  of  us  if 
there  was  not  a  nagging  fear  that,  at  some  point  in 
the  future,  the  use  of  key  escrow  would  be  made 
mandatory.  It  does  not  make  any  difference  if  the 
current  administration  claims  that  it  will  never 
happen.  No  administration  can  indeed  effectively 
bind  the  actions  of  a  future  administration  or 
Congress. 

So  one  has  to  operate  on  the  assumption  that 


Scott  Bradner 


the  fear  will  be  realized  and,  in  the  name  of 
national  security,  fighting  terrorism  or  prosecuting 
pedophiles,  the  use  of  non-key-escrow  encryption 
schemes  will  be  oudawed. 

Any  such  ban  will  be  seen  as  expedient.  Coun¬ 
tering  the  dangers,  some  would  claim,  outweighs 
any  threat  to  the  privacy  of  the 
individual. 

The  existing  ban  on  the 
exportation  of  encryption 
technology  and  any  future 
requirement  for  the  employ¬ 
ment  of  key  escrow  will  con¬ 
tinue  to  keep  the  big  software 
vendors  from  incorporating 
good  encryption  technology  in 
their  products. 

Thus,  someone  who  wants 
to  use  encryption  has  to  make 
an  effort  to  get  the  technology,  rather  than  having 
it  built  into  their  software. 

The  overall  idea  that  the  government  may  want 
to  make  it  impossible  for  two  citizens  to  hold  a  pri¬ 
vate  conversation  is  quite  troublesome.  We  used  to 
be  able  to  go  out  into  a  field  and  whisper  in  each 
other’s  ears;  technology  is  taking  this  ability  away 
from  us. 

More  than  2,000  years  ago,  the  Chinese  philoso¬ 
pher  Fao-tzu  wrote,  “Heaven’s  net  is  indeed  vast. 
Though  its  meshes  are  wide,  it  misses  nothing.” 
Are  we  at  the  point  where  governments  have  the 
hubris  to  assume  that  they  are  equal  to  the  builder 
of  heaven’s  net? 

Although  technology  is  taking  the  ability  to 
whisper  to  a  friend  away  from  us,  technology  can 
also  restore  that  same  ability,  if  permission  to  use  it 
is  not  taken  away. 

Disclaimer:  Harvard  has  been  accused  of  arrogance 
but  not  ( as  far  as  I  know)  of  usurping  the  authority  of  the 
builder  of  heaven.  In  any  case,  the  above  represents  my 
own  views. 

Bradner  is  a  consultant  with  Harvard  University’s 
Office  of  Information  Technology.  He  can  be  reached  via 
the  Internet  at  sob@harvard.edu.  Bradner  shares  this 
space  with  Daniel  Briere  and  Christine  Heckart,  whose 
column  will  appear  next  iveek. 
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For  years,  fiber  has  been  the 

.  ‘  •-  :V.Vv 

“V  ‘  "  V  •  \  ,  .  :  >  .'yi' 

medium  of  choice  for  high  band- 
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width  communication  systems. 

But,  fiber  has  always  been  per- 
ceived  as  being  too  complicated 
for  desktop  applications.  Until 
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products  combined  with  competi¬ 
tive  pricing  make  fiber  a  practi¬ 
cal  option  for  horizontal  cable 
runs.  The  only  question  is ,  who’s 
the  fiber  expert? 


NOW  IT'S  A  LOT  EASIER 


TO  SHOOT  FOR 


FIBER-TO-THE-DESK. 


Anixter.  Nobody  knows  net¬ 
working  like  ive  do.  We  work 
with  the  leading  suppliers  to 
select  the  fiber  solutions  that  are 
right  for  your  network.  And  we 
provide  you  with  the  physical 
layer  expertise  to  make  sure 
your  cabling  solutions  keep  up 
With  your  growing  network. 
Wloen  it  comes  to  fiber,  there’s  one 
place  where  you  just  can  ’ t  miss: 

1  -  800- ANIXTER 

http:// wwtv.  a  n  ixter.  com 


1995  Anixter  inc. 


Are  your  packets  to  Switzerland  making 
more  stops  than  your  packages? 


Your  communications  between  North  America 
and  Switzerland  shouldn’t  be  taking  extended  tours 
of  Europe. 

Swiss  Telecom  is  the  only  European  carrier  that 
provides  you  with  direct  access  to  Switzerland  — along 
with  VPN,  ATM,  and  frame  relay — for  the  most  advanced 
network  services  available.  For  communication  beyond 


Switzerland,  our  high  speed  connectivity  and  partner¬ 
ship  with  Unisource  make  Swiss  Telecom  your  gateway 
to  business  centers  throughout  Europe  and  beyond. 

Our  responsive  service  is  easily  accessible  as 
well.  A  designated  manager  coordinates  all  of  your 
network  needs,  from  design  to  single-end  billing.  And 
our  Washington,  DC  based  staff  is  ready  to  respond 


quickly  and  efficiently  to  your  questions  and  concerns. 

So,  if  you’re  looking  for  a  network  that  gets 
right  to  the  point,  call  Swiss  Telecom  at  1-800-966-1145 
for  more  information. 

SWISS  TELECOM 

Networks  that  run  like  clockwork. 


Briefs 


■  Olicom  USA,  Inc.,  a  LAN 

equipment  vendor  in  Plano, 
Texas,  last  week  announced  three 
GoCard  PC  cards  that  provide 
portable  computer  users  with 
LAN  adapter  and  fax/mo¬ 
dem  capabilities  in  one  card. 
The  GoCard  for  token-ring  users 
supports  data  rates  up  to  14.4K 
bit/sec,  and  the  Ethernet  card 
supports  data  rates  up  to  28. 8K 
bit/sec.  Also,  Olicom  introduced  a 
28.8K  bit/sec  fax/modem  PC  Card 
that  lets  users  access  electronic 
and  other  services. 

The  GoCard  for  token-ring 
LANs  is  priced  at  $549,  the  Ether¬ 
net  card  costs  $499,  and  the  Inter¬ 
net  access  card  is  priced  at  $349. 
The  cards  are  available  now. 

Olicom:  (214)  423-7560. 

■  Luxcom,  Inc.  last  week 
rolled  out  itsnew  IsoEthernet 
products for  desktop  videocon¬ 
ferencing  and  other  multimedia 
applications.  The  products  ad¬ 
here  to  the  IEEE  802.9a  isochro¬ 
nous  Ethernet  standard,  com¬ 
monly  known  as  IsoEthernet. 

The  IsoMax family  includes  a 
12-port  switching  hub,  IsoEther¬ 
net  adapter  cards  and  a  server.  A 
complete  system  will  ship  in 
December for  about  $16,000. 

Luxcom:  (510)  770-3300. 

■  LAN  hub  and  adapter  card 
vendor  Compex,  Inc.  in  Ana¬ 
heim,  Calif.,  last  week  introduced 
a  12-port  lOOVG-AnyLAN  hub 

that  lets  users  migrate  from  10M 
bit/sec  to  100M  bit/sec  while  pre¬ 
serving  existing  Category  3,  4  or 
5  unshielded  twisted-pair 
cabling. 

The  VG 1412  Any  LAN  hub  is 
priced  at  $125  per  port  and  is 
available  now. 

Compex:  (714)  630-7302. 

100VG-ANYLAN  VOLUME 

Hub  port  shipments  for  ’95 


40K 


30K 


20K 


10K 


0 


Q1  Q2 

SOURCE:  I  DC.  FRAMINGHAM.  MASS. 


Local  Networks 

Covering:  Operating  systems  •  LAN  management  •  Servers 
Hubs  •  Switches  •  Adapters  and  other  equipment 


Download 

TSAPI  technical  specs  via 
Network  World  Fusion.  Link 
to  http://www.nwfusion. 
com.  From  the  main  menu, 
select  News+  then  Local 
Networks. 


Novell  hears  the  call  for  telephony 

Company  lays  out  the  road  map  for  the  future  of  its  NetWare  Telephony  Services. 


By  Kevin  Fogarty 

San  Jose,  Calif. 

Novell,  Inc.  last  week  laid  out 
plans  to  make  NetWare  servers 
act  like  private  branch  ex¬ 
changes  and  vice  versa. 

The  company  is  bolstering  its 


Remote  LAN  access 


Symantec  tackles  both  Win95 
and  Windows  NT  remote  users 


By  Michael  Csenger 

Cupertino,  Calif. 

Network  managers  providing 
remote  LAN  access  can  soon 
choose  a  single  client  software 
package  to  support  all  users  in 
a  combined  Microsoft  Corp. 
Windows  NT  and  Windows  95 
environment. 

In  mid-November,  Symantec 
Corp.  will  introduce  PCany- 
where32,  a  32-bit  client  applica¬ 
tion  for  remote  Windows  95  and 
Windows  NT  users  that  gives 
them  access  to  desktop  comput¬ 
ers  at  the  home  office  or  to  a  cen¬ 
tralized  remote  access  server. 
The  offering  builds  on  Syman¬ 
tec’s  16-bit  edition  of  PCany- 
where. 

Outdoing  the  competition 

Other  vendors’  client  soft¬ 
ware  today  runs  under  either 
Windows  95  or  Windows  NT, 
but  not  both,  said  Michael  Ker¬ 
man,  Symantec’s  group  product 
manager. 

PCanywhere32  provides 
remote  control  connectivity, 
which  essentially  mirrors  a  user’s 
desktop  applications  on  a 
remote  computer.  Users  log  on 
to  their  desktop  computer  using 
PCanywhere32  and  actually  run 
applications  there,  while  PCany- 
where32  transfers  the  changing 
screen  display  to  the  remote 
computer. 

The  software  also  gives  users 
access  to  the  remote  node  con¬ 
nectivity  technology  built  into 
Microsoft’s  operating  systems. 
Remote  node  connectivity  trans¬ 
fers  actual  data  from  a  central 
server  to  a  remote  computer, 
enabling  the  remote  user  to  run 
applications  locally  and  dial  in  to 


the  corporate  LAN  for  access  to 
files  and  databases. 

Symantec’s  new  software  dif¬ 
fers  from  other  remote  control 
packages  in  the  way  it  links 
remote  users.  Other  remote  con¬ 
trol  clients  tap  into  the  desktop 
computer’s  video  driver  in  order 
to  transfer  screen  images  to  the 
remote  PC,  according  to  Ker¬ 
man.  This  shackles  overall  per¬ 
formance  to  the  video  driver  and 
card  capabilities,  and  causes  a 
host  of  interoperability  problems 
since  there  is  little  standardiza¬ 
tion  among  video  components, 
he  said. 


REMOTE  LAN  CLIENT 
SOFTWARE  SHARES 


Microcom’s  Carbon  Copy 


Stack 

Electronics’ 

ReachOut 


Symantec’s 

PCanywhere 


57% 


Traveling  Software’s  LapLink 

Based  on  a  total  of  $  147  million 
in  1995  revenue. 

GRAPHIC  BY  TERRI  MITCHELL  SOURCE:  PC  DATA.  RESTON,  VA. 


Symantec  has  devised  a  way  to 
connect  to  video  memory  at  a 
higher  level  in  the  desktop  PC. 
“We’ve  completely  eliminated 
dependency  on  the  video  cards,  ” 
Kerman  said. 

This  change,  along  with  other 
new  features  such  as  screen  cach¬ 
ing,  lets  PCanywhere32  launch 
remote  applications  two  to  six 
See  Symantec,  page  30 


NetWare  Telephony  Services 
(NTS)  strategy  for  computer- 
telephone  integration  (CTI) 
with  a  collecdon  of  offerings, 
including  new  APIs  for  giving 
electronic  mail  and  other  LAN 
applications  links  to  telephony 
systems. 

The  announcements  are  an 
attempt  to  make  CTI  —  an 
expensive  technology  used  most 
heavily  in  large  call  centers  — 
cheap  and  easy  enough  to  use  for 
the  bulk  of  NetWare  customers, 
according  to  Ron  Cully,  product¬ 
line  manager  for  Novell  tele¬ 
phony  products. 

Early  next  year,  Novell  will 
release  software  code-named 
Communication  Platform  Ser¬ 
vices  (CPS),  a  Dynamic  Data 
Exchange-based  set  of  APIs 
for  giving  applica- 

'ZjZ'NN  NOVELL’S  NETWARE  TELEPHONY  ROAD  HAP 

access  to  telephony  |  qj  .90 

featuies.  ►  Easier-to-use  TSAPI  spec  for  switch  vendors 


Lotus  Development  Corp.’s 
cc:Mail,  and  Microsoft  Corp.’s 
Microsoft  Mail  and  Microsoft 
Office. 

The  middleware,  for  exam¬ 
ple,  will  let  users  sitting  at  their 
desktop  computers  highlight  a 
person’s  name  or  phone  num¬ 
ber  within  an  application  and 
then  click  a  button  to  initiate  a 
call. 

To  make  CTI  applications  eas¬ 
ier  to  set  up,  Novell  is  teaming 
with  Dialogic  Corp.,  which  will 
combine  a  voice  processing  card 
for  NetWare  servers  with  a  Net¬ 
Ware  Loadable  Module  from 
Novell. 

The  combination  will  let  Net¬ 
Ware  users  retrieve  voice  mail 
messages  via  their  computers 
See  Telephony,  page  33 


The  APIs  will 
allow  users  and 
third-party  devel¬ 
opers  to  CTI- 
enable  Novell’s 
GroupWise  E-mail 
product  and  Per¬ 
fectOffice  suite, 


►  Middleware  to  link  applications  to  a  telephony  server 

►  Enable  remote  access  to  a  telephony  server 

Early ’96 

►  DDE-based  API  for  desktop  applications 

Second  half  of  '96 

►  Integrate  voice  services  into  TSAPI 


NetEdge  clears 
up  transparent 
LAN  service  woe 

By  Michael  Csenger 

Research  Triangle  Park,  N.C. 
NetEdge  Systems,  Inc.  today  will 
announce  efforts  to  make  car¬ 
rier-based  transparent  LAN  ser¬ 
vices  more  secure  and  robust. 

Transparent  LAN  services  are 
offered  by  carriers  as  a  way  to  link 
native  LANs  at  wire  speeds  over 
Asynchronous  Transfer  Mode 
nets.  These  services  are  most 
popular  in  large  cities,  where 
customers  can  connect  offices 
spread  across  town  using  Ether¬ 
net,  for  example,  at  10M  bit/sec 
between  all  LANs. 

NetEdge  offers  equipment 
that  links  customer  LANs  to  the 
carrier  ATM  net.  The  company  is 
announcing  improved  software 
for  its  ATM  Connect  (ATMC) 


edge  router  to  make  the  device  a 
more  effective  transparent  LAN 
platform.  While  the  enhance¬ 
ments  are  designed  for  carriers, 
transparent  LAN  service  users 
should  be  the  real  beneficiaries. 

The  ATMC  is  a  bridge/ router 
that  converts  Ethernet,  token¬ 
ring  and  FDDI  traffic  into  ATM 
cells,  mixing  all  the  traffic  over  a 
single  high-speed  pipe. 

But  until  now,  the  router 
could  not  be  counted  on  by 
transparent  LAN  service  provid¬ 
ers  to  segregate  traffic  from  dif¬ 
ferent  customers,  according  to 
Doug  Green,  NetEdge  product 
manager. 

NetEdge  has  addressed  the 
shortcoming  now  with  Release 
1.5  of  the  firm’s  Secure  MultiAc- 
cess  software,  Green  said.  The 
software  provides  a  secure  closed 
user  group  to  each  customer  — 
one  ATMC  edge  device  in  the 
basement  of  a  building  could 
support  as  many  as  16  customers 
See  NetEdge,  page  29 
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Windows  95:  It  just  can’t  be  avoided 


MET  RESULTS 

Skip  MacAskfll  and  Melinda  Le  Baron 


ne  of  the  nice  things  about  living 
in  a  democratic  society  is  being 
able  to  say  no.  With  a  few  excep¬ 
tions,  we  can  simply  refuse  to  do 
something  if  we  so  desire. 

Alas,  that  is  not  true  when  it  comes  to 
Windows  95.  What  is  arguably  the  most 
overhyped  software  release  in  computer 


history  (although  you  do  have  to  admit 
that  the  “Start  Me  Up”  commercial  was 
pretty  cool)  is  becoming  a  reality  in  corpo¬ 
rate  nets. 

Network  managers  worldwide  are  try¬ 
ing  to  figure  out  the  best  way  to  transform 
their  Windows  3.1  environments  into 
Windows  95  strongholds. 


FOR  WHAT'S  COMING  NEXT 


By  2010  you’ll  have  to  replace 
just  about  everything. 


■  Other  data  technology  comes  and  goes,  but  an  1BDN  structured 
cabling  system  keeps  performing.  We  certify  it.  Our 
certification  means  a  lifetime  application  assurance 
program  that  includes  everything  you’re  running  today 
and  future  applications  like  100Base-T  Ethernet  and 

Except  your  cabling  system. 

155Mbps  ATM.  There’s  even  a  15-year  warranty  on  all 
passive  components.  ■  Sure  were  Category  5,  but 
we  go  beyond  that  to  what  really  matters  -  how 
well  your  network  performs.  ■  To  learn  more  about 
IBDN  and  Nortel's  unique  certification  program,  call 
Northern  Telecom  at  1-800-262-9334  or  reach  us  on  the 
Internet  at  httpVAvww.nortel.com.  ■ 


N&RTEL 

A  World  of  Networks 

Enterprise  Networks  •  Wireless  Networks  •  Broadband  Networks 
Switching  Networks  •  Network  Applications 


©  1995  Northern  Telecom  Nortel  and  IBDN  are  trademarks  of  Northern  Telecom 


If  net  managers  do  not  bring  Win95 
into  their  environments,  the  operating 
system  will  find  its  way  in  the  back  door  — 
bundled  with  nearly  every  new  PC  and 
installed  direcdy  by  end  users  themselves. 

Despite  the  obvious  technical  benefits 
Win95  has  over  its  predecessor,  net  man¬ 
agers  will  face  a  number  of  implementa¬ 
tion  planning  issues.  Net  managers  will 
also  need  to  cope  with  the  effect  that  the 
operating  system  change  has  on  other 
aspects  of  their  IS  infrastructures,  includ¬ 
ing  applications,  networking,  hardware, 
application  development,  software  licens¬ 
ing,  training  and  technical  support. 

But  the  news  is  not  all  bad.  According 
to  a  Gartner  Group  cost  analysis,  Win95 
will  lower  the  ongoing  cost  of  desktop 
ownership  for  most  Windows  3.1  users. 

The  study  shows  that  the  five-year  total 
cost  of  hardware,  software,  operations, 
administration  and  support  for  a  desktop 
user  will  fall  from  $41,439  per  user  for 
Windows  3.1  to  $35,859  per  user  for 
Win95  —  a  13%  savings. 

Achieving  these  cost  benefits,  however, 
will  require  an  up-front  investment.  Gart¬ 
ner  estimates  the  cost  of  migrating  to 
Win95,  exclusive  of  additional  hardware 
and  new  32-bit  applications,  will  range 
from  $206  to  $706  per  user.  Included  in 
these  costs  are  migration  planning,  acqui¬ 
sition,  help  desk  upgrades,  installation, 
end-user  training  and  increased  technical 
support  for  new  users. 

Even  though  most  Windows  3.1  users 
will  initially  be  able  to  run  Win95  on  exist¬ 
ing  hardware,  net  managers  need  to 
acknowledge  that  these  8M-byte  Intel 
Corp.  486-based  systems  are  running 
short  on  time  anyway.  The  applications 
market  will  also  change  rapidly  as  users 
move  aggressively  to  Win95-branded  32- 
bit  applications. 

Microsoft  Corp.  itself  will  lead  the 
charge  with  Office  95,  a  32-bit  desktop 
productivity  suite  that  includes  new  ver¬ 
sions  of  Word,  Excel  and  PowerPoint.  And 
be  assured  that  the  independent  software 
vendors  will  soon  flood  the  market  with 
new  32-bit  applications. 

This  will  have  a  snowball  effect,  since 
these  new  applications  will  also  bring 
about  an  immediate  need  for  more  mem¬ 
ory  and  additional  hard-disk  space. 

We  could  argue  that  Win95  was  the 
most  intensely  tested  software  of  all  time, 
but  despite  that,  we  do  not  expect  the  ini¬ 
tial  version  to  be  bug-free. 

We  strongly  recommend  that  users 
wait  for  a  first  bug-fix  release  before 
broadly  deploying  Win95.  That  release  — 
which  Microsoft  refers  to  as  a  Tune-Up 
Pack — will  likely  be  delivered  in  1996. 

Until  then,  start  the  migration  plan¬ 
ning  process  to  handle  the  expected 
upgrades  in  memory,  disk  space,  applica¬ 
tions  and  hardware.  And  keep  a  sharp  eye 
out  for  end  users  who  attempt  to  install 
their  own  copies  outside  the  purview  of 
your  company’s  phase-in  plan. 

Le  Baron  is  a  research  director  and  MacAs- 
kill  a  senior  research  analyst  in  Gartner 
Group,  Inc.  's  Network  Computing  Infrastruc¬ 
ture  group.  They  can  be  reached  by  E-mail  at 
inquiry@gartner.com  or  by  phone  at  (203) 
316-1111. 
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Which  is  the  best  route  for 
your  company’s  Internet  traffic? 

For  a  total  Internet 
solution,  all  roads  lead 
to  UUNET  Technologies. 

You’re  in  for  a  smooth  ride.  We  offer  a 
complete  range  of  dial-up  and  dedicated 
services,  at  speeds  from  28.8  Kbps  to 
45  Mbps,  along  with  complete  World 
Wide  Web  services.  And  we’ll  get  you  up 
to  speed  by  handling  everything  —  from 
equipment  selection,  configuration,  and 
installation  coordination,  to  setting  up 
your  service  with  the  phone  company. 

We  can  also  provide  network  security, 
as  well  as  complete  training  and  support. 

Our  fully  redundant,  diversely  routed 
45  Mbps  backbone  provides  the  fastest, 
best-engineered  service  in  the  industry. 
Unlike  many  other  Internet  service 
providers,  all  UUNET  sites  have  multiple 
high-speed  connections  to  the  rest  of  our 
network,  ensuring  high  performance  to 
all  users. 

You  also  get  unsurpassed  reliability, 
thanks  to  redundant  equipment  at  every 
node,  an  uninterruptible  power  supply  at 
every  site,  and  a  Network  Operations 
Center  that’s  on  the  job  24  hours  a  day, 
seven  days  a  week. 

So  for  the  best  route  to  the  Internet,  head 
to  UUNET.  And  move  into  the  fast  lane. 


For  more  information  on  our  full  line  of  Internet 
dedicated,  dial-up,  and  World  Wide  Web  services, 
call +1800  465  6814 

UUNET.  The  Internet  Business  Solution. 


©1995,  UUNET  Technologies,  Inc.  All  rights  reserved.  UUNET  is  a  registered  trademark  of  UUNET  Technologies,  Inc.  All  other  marks  are  property  of  their  respective  owners.  NASDAQ:  UUNT. 


3060  Williams  Drive,  Fairfax,  VA  220314648  USA 
+1  703  206  5600  info@uu.net  http://www.uu.net 

Official  Access  Provider  to  The  Microsoft  Network 


WHAT  A  CHARMING  HODGEPODGE 
OF  SERVERS,  PC’S  AND  MAINFRAMES 

YOU’VE  GOT  THERE. 


'10/94  QH.  Brown  Report  "UNIX  Matures"  -  IBM  AIX  4.1. 1994  Enterprise  Management  Summit  -  IBM  NelView® 
lor  AIX  which  is  a  pari  ol  SystemView.  IBM,  RISC  System/6000,  AIX.  SyslemViewand  NelView  are  registered 
trademarks  and  Solutions  lor  a  small  planet  is  a  trademark  ol  International  Business  Machines  Corporation.  UNIX 


is  a  registered  trademark  in  the  U.S.  and  other  countries,  licensed  exclusively  through  X/Open  Company 
Limited.  All  other  company  and/or  product  names  are  trademarks  or  registered  trademarks  ol  their  respec¬ 
tive  companies.  The  IBM  home  page  can  be  lound  at  http://www.ibm.com  ©  1995  IBM  Corporation. 


(MAY  WE  SUGGEST  THE  UNIX®  SYSTEM 
THAT’S  BEEN  SHOWN  TO  MANAGE 
MULTIVENDOR  ENVIRONMENTS  BEST?) 


lilllill* 


computer  consultant,  IBM’s  AIX®  is  the  best¬ 
rated  UNIX  operating  system*  And  when  you 
have  SystemView®  for  AIX  monitoring 
and  managing  complex  networks,  your 
system  can  grow  right  along  with  your 
business  without  increasing  your  staff. 

It  will  also  be  possible  for  you  to 
keep  track  of  your  network  without 
leaving  your  desk,  because  SystemView 
for  AIX  provides  all  the  systems 
management  functions  under 
easy-to-use  interface. 

For  more  information  on 
how  to  turn  a  legacy  of  other 
peoples  computers  into  a  very 
big  asset  for  you,  give  us  a 
call  at  1  800  IBM-3333, 
ext.  FA  174.  Of  course,  if 
you’re  on  the  Net,  you 
can  pay  a  visit  to  our 
home  page  at  http:// 
www.austin.ibm.com 


Solutions  for  a  small  planet" 


It’s  as  if  you’ve  inherited  computers  from  at 
least  three  different  dynasties.  They’re  all 
different  sizes,  shapes  and  capacities,  and 
sometimes  they  don’t  seem  to  like  each 
other  very  much.  On  the  other  hand, 
you  really  need  them  to  get  along. 

Which  is  why  the  recent 
Enterprise  Management  Sum¬ 
mit  put  the  RISC  System/6000 
and  other  UNIX  systems 
through  14  grueling  tests 
on  managing  complex 
multivendor  systems. 

When  the  dust  set¬ 
tled,  only  one  company  was 
able  to  outperform  HP,® 

Groupe  Bull®  Computer 
Associates®  and  Digital? 

And  that  company  is  IBM. 

According  to  D.H. 

Brown,  an  independent 
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HP  targets  net  storage  shortages  with  archive  server 


line,  rather  than  using  a  magnetic  optical 
storage  device  that  was  hooked  to  a  stand¬ 
alone  computer. 

Klucko  figures  he  can  easily  save  his 
company  $50,000  per  year  in  labor  costs 
using  the  archive  server,  which  lets  users 
pull  up  files  right  from  their  desktop. 

Pricing  for  the  HP  SureStore  Archive 
Server  family,  which  will  ship  in  Novem¬ 
ber,  ranges  from  $8,950  to  $22,500. 

©HP:  (800)  826-4111. 


Klucko  says  HP’s  archive  server  has  cut  the  tune  it 
takes  end,  users  to  access files  down  to  1  or  2  minutes, 
whereas  it  used  to  take  6  to  10  minutes. 


NetEdge 

Continued  from  page  25 

with  no  chance  of  accidentally  sending 
traffic  to  the  wrong  account. 

NetEdge’s  software  goes  beyond  the 
traditional  firewalling  found  in  most  rout¬ 
ers,  Green  said.  “A  router  will  firewall 
according  to  protocol  type,  but  not 
according  to  different  customer  groups,” 
he  said. 

The  problem  is  that  most  products  sup¬ 
port  multiple  users  by  filtering  traffic 
through  a  large,  shared  forwarding  table 
to  individually  assigned  ports.  But  Release 
1.5  provides  a  separate  bridging  table  for 
each  customer  group.  “Think  ofit  as  a  vir¬ 
tual  bridge  for  each  customer  mapped 
direcdy  to  circuits  over  the  ATM  link,” 
Green  said. 

A  further  benefit  is  that  each  customer 
group  can  be  modified  or  given  a  differ¬ 
ent  level  of  support  without  affecting 
other  customers  attached  to  the  device. 

The  new  software  also  supports 
switched  virtual  circuits  (SVC)  and  IP 
routing  over  ATM  RFC  1577. 

Available  now,  Release  1 .5  costs  $2,500; 
SVC  support  costs  an  extra  $  1 ,500. 

©NetEdge:  (919)991-9000. 


By  Jodi  Cohen 

Boston 

Hewlett-Packard  Co.  has  unveiled  a  cost- 
effective  archive  server  here  designed  to 
help  PC  LAN  managers  solve  the  all-too- 
familiar  problem  of  disk-space  shortages. 

The  HP  SureStore  Archive  Server  fam¬ 
ily  allows  companies  to  add  20G  to  100G 
bytes  of  optical  storage  space  directly  to  a 
Novell,  Inc.  NetWare  or  Unix-based  net 
wi  thout  bringing  it  down. 

Unlike  most  storage  devices  that  attach 
to  the  net  file  server,  HP’s  device  comes 
with  an  Ethernet  adapter  that  lets  it  con¬ 


nect  to  a  network  via  a  wiring  hub.  Before, 
net  managers  needed  to  buy  new  hard 
disks  and  system  RAM  licenses  for  their 
file  servers,  and  take  the  servers  down  to 
reconfigure  them  —  an  expensive  propo¬ 
sition  considering  the  downtime. 

The  HP  servers  come  configured  with 
5X-inch  magnetic  optical  disks  and 
include  jukebox  management  software. 


The  20G-byte  device  can  support  as  many 
as  50  users,  and  the  rest  of  the  models  sup¬ 
port  as  many  as  1 00  users. 

The  HP  SureStore  Archive  Server  is 
well  suited  to  users  that  need  to  share 
large  libraries  of  data  for  applications 
such  as  document  management. 

Chuck  Klucko,  systems  engineer  at 


Goldco  Industries,  Inc.,  a  custom 
designer  of  conveyors  for  the  food  and 
beverage  industry  in  Loveland,  Colo.,  has 
been  beta-testing  the  server  in  his  Net¬ 
Ware  environment  for  about  eight 
months. 

He  is  saving  time  and  money  by  using 
the  server  to  store  complex  drawings  on¬ 


to  puiivtM  twiiuiei  |u»i  >uy 

the  word  and  we'll  introduce  you  to 
cost-effective  products  for  accessing 
your  choice  of  networking  service.  With  a 
broad  range  of  LAN  &  WAN  products  (over 
300!)  RAD  offers  you  one-stop  shopping 
backed  by  long-term  reliability.  And  we're  at 
home  all  over  the  world,  complying  with 
international  standards  in  over  70  countries.  We 
research,  develop  and  manufacture  everything  we 
sell.  No  other  company  has  so  much  to  offer.  So 
if  you're  looking  for  network  access,  give  us  a 
call,  and  we'll  talk  access  solutions. 


RAD 


data  communications 


This  Access  Salatians  Campany 


RAD  Data  Communications,  Inc. 

U.S.  Headquarters:  900  Corporate  Drive,  Mahwah,  NJ  07430  Tel:  201/529-1100  Fax:  201/529-5777  Midwest:  Tel:  708/342-9999  Fax:  708/342-9986 
West  Coast: Tel: 714/897-2448  Fax:  714/891-1764  International  Headquarters:  8  Hanechoshet  Street,  Tel  Aviv  69710  Israel  Tel:  972-3-6458181  Fax:  972-3-498250 
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Legato  releases  backup  software  that 
supports  NT  servers  and  Mac  clients 


By  Jim  Duffy 

Palo  Alto,  Calif. 

Legato  Systems,  Inc.  has  expanded  the 
scope  of  its  storage  management  software 
by  unveiling  versions  for  Windows  NT 


servers  and  Apple  Computer,  Inc.  Macin¬ 
tosh  clients. 

NetWorker  for  Windows  NT  enables 
users  to  set  up  Windows  NT  systems  as 
workgroup  or  enterprise  backup  servers. 


It  provides  backup  and  protection  of  file 
system,  name  space,  registry,  event  log 
and  access  control  list  data.  It  enables 
users  to  configure  Windows  NT  worksta¬ 
tions  as  central  storage  management 
administration  consoles  from  which  they 
can  establish  and  enforce  policies  for 
enterprisewide  backup. 

The  other  new  offering,  ClientPak  for 
Macintosh,  allows  Macintosh  users  to 
access  NetWorker  servers  for  storing  and 


The  Complete  TCP/IP  Applications  Suite 
That’s  Changing  The  Way  You  Conduct  Business 


With  NFS  Maestro.  Hummingbird  brings 
together  all  the  components  you  need  for 
seamless  sharing  of  network  resources. 

All  in  perfect  arrangement.  Which  is  exactly 
what  you  would  expect  from  the  company 
whose  internetworking  connectivity  expertise 
has  set  the  tempo  in  the  industry'  for  years. 

NFS  Maestro  debuts  with  the  highest  performance  NFS 
client  on  the  market  today.  Plus  numerous  other  essential  TCP/IP 
applications.  And  Maestro  is  the  only  NFS  suite  available  for  all 
Microsoft  operating  systems  including  Windows  95  and  NT. 

So  if  you  have  high  expectations  for  NFS,  get  NFS  Maestro 
from  Hummingbird.  And  get  all  your  desktop  users  working 
in  concert  again.  For  more  information  on  NFS  Maestro  or  the 
name  of  the  reseller  serving  you,  call  1-416-496-2200. 


From  the  makers  of  Exceed. 


NTS  Maestro  Products  Mailable  For: 

o  Windows  95  (client) 
o  Windows  NT  (client  or  client/server) 
o  Windows  for  Workgroups  (client) 
o  Windows  &  DOS  (client/server) 

Key  Features: 

o  State-of-the-art  NFS  applications 
o  Extensive  suite  of  support  utilities  such  as  Ping,  Finger, 
TracePoute,  Graphical  FTP,  LPD  and  others 
o  Basic,  Launch  Pad,  TN  3270 

o  Internet  applications  include  E-Mail  (with  MIME  0  MAPI  support), 
News  Reader  and  Gopher 
o  Peer-to-peer  networking 

o  NFS  Maestro  for  NT  includes  a  32-bit  multi-threaded  kernel-level 
implementation,  Available  for  Intel,  MIPS,  Alpha  and  Power  PC 
o  NFS  Maestro  for  Windows  &  DOS  includes  a  32-bit 
VxD-based  TCP/IP  with  B00TP  and  DHCP 


1  Sparks  Avenue,  NorthVork,  Ontario,  Canada  M2H  2W1  Tel:(416)  496-2200  Fax:(416)496-2207  •  Offices  in:  Washington  DC,  Mountain  View  CA  &  Raleigh  NC,  USA*  Geneva,  Switzerland*  Paris,  France*  Munich,  Germany 'Maidenhead,  UK. 
NFS  Maestro  is  a  registered  trademark  ol  Hummingbird  Commuracations  Lid.  All  other  brand  or  product  names  are  trademarks  or  registered  trademarks  ol  their  respective  companies,  0 1995,  Hummingbird  Communications  Ltd.  Applications  included  may  vary  depending  on  the  PC  platform. 


recovering  data.  Backups  can  be  sched¬ 
uled  to  run  as  automated  operations  that 
are  transparent  to  Macintosh  users, 
Legato  officials  said.  And  Macintosh  users 
can  recover  their  files  without  administra¬ 
tor  assistance. 

Legato  already  offers  NetWorker  and 
ClientPak  packages  for  a  variety  of  clients 
and  servers,  including  Unix,  NetWare, 
DOS,  Windows  and  OS/2.  Any  mix  of  cli¬ 
ents  can  work  with  any  server  or  mix  of 
servers  because  the  architecture  of  Net- 
Worker  and  ClientPak  is  common  across 
all  operating  system  environments, 
Legato  officials  said. 

LEGATO  BACKUP  BRIEFING 

Product  Price 

NetWorker  for  $995-$  1,495 

Windows  NT 

ClientPakfor  $150  for  individual  licenses; 

Macintosh  $1,500  for  an  unlimited 

usage  license 

Both  products  will  be  available  in  December. 


Blood  Systems,  Inc.  of  Scottsdale, 
Ariz.,  plans  to  install  Legato’s  Windows 
NT  server  software  as  part  of  a  big-time 
move  from  NetWare  to  Windows  NT,  said 
Tom  Rowan,  the  blood  bank’s  IS  manager. 

‘  ‘What  we  want  to  do  is  standardize  our 
tape  management  system  across  all  plat¬ 
forms  and  have  a  single  picture  when  the 
operators  have  to  mount  tapes  or  restore 
something,”  he  said,  noting  that  the  com¬ 
pany  will  have  a  mix  of  servers  during  the 
transition  period.  “They  don’t  have  to 
familiarize  themselves  with  the  different 
tape  management  systems  that  are  out  on 
the  market.” 

NetWorker  for  Windows  NT  costs  from 
$995  to  $1,495.  ClientPak  for  Macintosh 
costs  $150  for  individual  licenses  and 
$1,500  for  an  unlimited  usage  license. 
Both  of  the  products  will  be  available  in 
December. 

©Legato:  (415)  812-6000. 


Symantec 

Continued  from  page  25 

times  more  quickly  than  other  client  soft¬ 
ware,  Kerman  said.  For  example,  a  new 
Color  Scale  option  lets  users  receive 
black-and-white  images  of  what  might  oth¬ 
erwise  be  long,  slow  16.7  million-color 
desktop  displays. 

Newly  automated  configuration  fea¬ 
tures  and  an  on-line  QuickS tart  button 
make  the  software  easier  to  administer 
and  use,  Kerman  said.  “We  had  to  redo 
the  user  interface  to  comply  with  Win¬ 
dows  95,  so  we  added  a  lot  of  spit  and  pol¬ 
ish  that  make  programs  a  lot  easier  to  use 
these  days,”  he  said.  “Remote  client  soft¬ 
ware  has  typically  been  too  complicated 
for  a  lot  of  end  users.  ’  ’ 

The  software  will  be  available  in  early 
December  for  $149;  users  of  the  earlier 
Windows  and  DOS  versions  can  upgrade, 
for  a  limited  time,  for  $59.95.  The  package 
includes  a  parallel  port  cable  for  faster 
synchronization  of  laptop  and  desktop 
files  backat  the  main  office. 

©Symantec:  (800)  441-7234. 
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e  remo 


You’ve  been  watching  the  “Sneaker 
Network”  for  too  long.  People  running 
from  machine  to  machine,  limiting  produc¬ 
tivity  and  efficiency  in  the  office. 

What  you  need  is  a  more  productive 
system.  One  where  printing,  faxing,  copy¬ 
ing  and  filing /scanning  are  all  managed 
through  a  single  multi-function  digital 
system  that’s  compatible  with  your  current 
network  environment.  That’s  the  kind  of 
Total  Document  Management  system  you 
get  with  the  Canon  GP  Series. 

Built  around  open  industry  standards 
and  offering  direct  connectivity  to  Ethernet 


and  Token  Ring  Networks,  the  GP  Series 
provides  compatibility  with  most  computer 
platforms.  And  because  of  this  compatibili¬ 
ty,  you  don’t  have  to  alter  your  computing 
environment  to  make  your  work  environ¬ 
ment  more  productive.  Best  of  all,  the 
GP  Series’  modular  design  lets  you  config¬ 
ure  and  expand  your  Total  Document 
Management  system  to  meet  your  needs 
now  and  well  into  the  future. 

The  GP  Series  is  just  one  of  Canon’s 
digital  office  system  solutions  that  will  raise 
you  to  new  levels  of  productivity  today 
and  tomorrow. 


Customer  is  responsible  for  determining  the  compatibility  with  their  systems.  Optional  equipment  required.  Novell®  and  NetWare®  are  registered 
trademarks  of  Novell,  Inc.  TR1L  qualified  Token  Ring  Products  are  certified  for  physical  interoperability  in  multivendor  environments. 

©1995  Canon  U.S.A.,  Inc. 


When  the  rest  say  you  can’t,  Canon 
says  you  can.  For  more  information,  call 


1-800-OK-CANON. 


Canon 


ACCs  Yukon  that  is. 

If  you’re  looking  for 
affordable  high  speed 
network  access,  ACC  s 
Yukon  is  the  only  way 
to  go-ideal  for  branch 
office/remote  office  appli¬ 
cations  from  enterprise 
access  to  Internet  surfing! 

Frame  Relay  or  ISDN? 

ACC’s  Yukon  family 
supports  them  both, 
offering  LAN-  to-LAN 
routing  of  IP  and  IPX 
traffic,  4:1  Data  Compres¬ 
sion  and  “firewall” 
protection  for  Internet 
security-  all  wrapped  up 
in  a  compact  enclosure. 

And  not  only  is  Yukon 
affordable,  it  provides  on¬ 
going  savings  with  its  robust 
set  of  Bandwidth  Optimization 
features  that  minimize  your 
network  operating  costs. 

So  if  you’re  in  the  market 
for  Frame  Relay  or  ISDN 
remote  connectivity, 

call  1-800-444-7854 

and  head  for  the  Yukon. 


SAY  NOTO  HUBS  RIGHT  NOWAND  GET  AN  ETHERNET 
WORKGROUP  SWITCH  INSTEAD  -  FORTHE  SAME  PRICE! 


Before  December  31,1 995,  buy  one  of  CrossComm’s  EWS  Ethernet  Workgroup  Switches  instead  of  a 
hub  of  comparable  capacity*  that  you  had  planned  to  buy  and  you'll  pay  the  same  price.  After  all,  why  buy 
older,  outdated  hub  technology  when  CrossComm  second  generation  switches  are  here  today? 

Name  Title 


Q  YES!  I  want  to  get  a  switch  for  the  price  of  a  hub! 

Please  contact  me  immediately  about  this  special  offer! 

□  YES!  I  need  to  know  more.  Please  send  me  information 
about  CrossComm's  EWS  Ethernet  Workgroup  Switch 
products  via  □  Mail  □  FAX 

□  YES!  I  want  to  know  more  about  ClearPath. 

To  find  out  more  about  how  you  can  stop  buying  hubs,  fill  out 
and  return  this  card,  call  I  -800-70 1  -42 1 9,  fax  us  at 

508-229-553S,  e-mail  us  at  marcom@crosscomm.com,  or 
write  to  us  at  CrossComm  Corporation,  450  Donald 
Lynch  Blvd.,  Marlborough,  MA  0 1 752. 

Or,  visit  us  on  the  Web  at:  http://www.crosscomm.com. 


Company. 

Address_ 

City _ State _ Zip _ 

Phone _ Fax _ 

E-Mail _ 

We  currently  have  approximately _ users  on  our  network. 

We  currently  have  approximately _ hubs  on  our  network. 


©1995  CrossComm  Corporation.  Company  and  product  names  are  trademarks  of  CrossComm  Corporation. 

*  Offer  good  until  December  3 1 .  1995.  CrossComm  reserves  the  final  right  of  determination  of  comparable  capacity  of  hubs  to  be  included  in  the  offer. 
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Local  Networks 


Telephony 

Continued  from  page  25 

and  log  on  to  the  LAN  with  a  phone, 
among  other  things. 

Novell  also  is  planning  an  enhance¬ 
ment  to  NetWare  that  would  allow  users 
dialing  in  from  the  road  or  branch  offices 
to  access  PBX  and  CT1  features,  such  as 
conferencing  and  call  transfers.  The  com¬ 
pany  will  announce  details  for  the  project 
earlynextyear. 

In  addition  to  the  more  user-directed 
enhancements,  Novell  will  release  a  series 
of  specifications  and  APIs  to  make  it  easier 
for  developers  to  build  NTS-compadble 
products. 

CPS,  which  will  be  included  in  Novell's 
NET2000  set  of  APIs  for  providing  ac¬ 
cess  to  NetWare  services,  will  serve  as  the 
primary  CTI  integration  software  for 
developers. 

Novell  will  also  introduce  an  API  defin¬ 
ing  how  speech-to-text  and  speech-recog¬ 
nition  applications  can  function  across 
NetWare  LANs.  It  will  be  available  in  the 
first  quarter  of  next  year. 

In  addition,  Novell  will  release  a  speci¬ 
fication  that  defines  a  standard  order  in 


BusinessBriefs 

LAN  switching  vendor  Alantec  Corp.  of  San  Jose, 
Calif.,  reported  record  revenue  of  $13.8  million  for 
its  third  quarter,  more  than  double  the  $6  million  it 
generated  last  year  during  the  same  period.  Earn¬ 
ings  were  also  at  an  all-time  high  for  the  quarter, 
more  than  doubling  from  $1.1  million  in  1994  to 
$2.9  million.  Alantec  attributed  the  strong  showing 
to  sales  of  the  company’s  second-generation 
PowerHub  7000,  6000  and  4000  switching  hubs, 
which  together  contributed  78%  of  earnings  for  the 
quarter. 

Separately,  Alantec  recently  expanded  its  man¬ 
agement  team,  appointing  Paul  Schaller  to  the 
newly  created  position  of  vice  president  of  business 
development.  Schaller  will  help  Alantec  take  advan¬ 
tage  of  the  switching  market’s  growth  by  identifying 
and  securing  strategic  partnerships  with  major  cus¬ 
tomers,  channel  partners  and  others.  Schaller  has 
been  with  Alantec  since  1993  as  vice  president  of 
marketing. 

Proxim,  Inc.,  a  wireless  LAN  vendor  in  Mountain 
View,  Calif.,  enjoyed  explosive  growth  for  its  third 
quarter.  Proxim  announced  that  revenue  for  the 
quarter  was  $5.9  million,  more  than  twice  the  $2.4 
million  posted  for  the  comparable  period  last  year. 
Earnings  zoomed  to  $482,000  from  $14,000  in  the 
third  quarter  of  1994. 

The  company’s  record  results  can  be  traced 
back  to  increased  demand  for  Proxim’s  2.4-GHz 
RangeLAN2  wireless  LAN  products,  which  repre¬ 
sented  72%  of  total  revenue  in  the  third  quarter. 

Fore  Systems,  Inc.  of  Pittsburgh  showed  that  the 
Asynchronous  Transfer  Mode  market  continues  to 
gain  momentum,  as  it  reported  soaring  financial 
results  for  its  second  quarter  for  fiscal  1996  ended 
Sept.  30.  Revenue  totaled  $38.2  million,  better 
than  twice  the  $15.5  million  reported  in  the  previ¬ 
ous  year’s  second  quarter.  Earnings  were  $3.8  mil¬ 
lion,  more  than  double  the  $  1.5  million  posted  for 
last  year’s  second  quarter. 


which  PBXs  should  handle  call-control 
functions  that  might  be  part  of  a  CTI 
application. 

The  enhancements  will  go  a  long  way 
to  improve  the  chances  for  Novell’s  Tele¬ 
phony  Services  Application  Program¬ 
ming  Interface  (TSAPI).  TSAPI,  which 
defines  a  way  to  tie  PBXs  into  NetWare 
LANs,  is  the  set  of  low-level  APIs  on  which 
all  Novell’s  other  CTI  efforts  are  based. 
But  according  to  analysts,  few  TSAPI- 


enabled  switches  or  applications  are  in 
use. 

“CTI  is  important  because,  really, 
workgroups  are  small  call  centers,”  said 
Jim  Burton,  analyst  at  Boston  consultancy 
C-T  Link,  Inc.  “We  want  a  common  data¬ 
base  to  call  from  and  to  have  information 
about  a  call  pop  up  on  a  screen  before  we 
answer  the  call.  That  would  improve  our 
efficiency  whether  we’re  a  call  center  or  a 
poweruser.” 


To  date,  NetWare-based  CTI  has  been 
held  back  by  Novell’s  dependent  relation¬ 
ship  with  AT&T.  The  fact  that  Novell  is 
issuing  a  lot  of  new  APIs  and  tools  shows 
that  it  is  starting  to  take  more  control  over 
the  situation,  Burton  said. 

AT&T  is  expected  to  port  much  of  the 
new  CTI  software  released  by  Novell  to 
other  operating  systems,  including  Unix 
and  Windows  NT. 

©Novell:  (800)  638-9273. 


HERE  ARE  ALL  THE  SHARED  HUBS 
YOU  SHOULD  BUY  FROM  NOW  ON. 


THAT’S  RIGHT.  NONE. 

Introducing  CrossComm’s  EWS  Ethernet  Workgroup  Switch.  Thanks  to  our  second  generation  switching  technology,  you  can 
now  deliver  full  dedicated  10  Mb/sec  to  every  desktop  —  for  about  the  cost  of  a  hub.  Why  buy  a  Pentium™  or  a  SUN™ 
workstation  and  limit  its  capability  by  connecting  it  to  a  shared  lOMb/sec  Ethernet?  Right  now,  within  the  same 
price  range,  you  can  give  full  Ethernet  bandwidth  to  every  user  currently  on  your  network! 

TECHNOLOGY  CREATED  SPECIFICALLY  TO  ECONOMICALLY  REPLACE  THE  OUTDATED  HUB. 

The  new  technology  at  the  heart  of  the  EWS  Ethernet  Workgroup  Switch  was  designed  from  the  start  to 
replace  the  shared,  managed  hubs  that  no  longer  cost-effectively  deliver  the  bandwidth  your  network 
needs.  It’s  the  breakthrough  that  will  finally  let  you  say,  “I  just  bought  my  last  hub."  After  all,  why  buy 
outdated  hub  technology  when  CrossComm  second  generation  workgroup  switches  are  here  today? 

TAKE  A  STEP  ON  THE  CLEARPATH  TO  NEXT  GENERATION  NETWORKING. 

The  CrossComm  EWS  Ethernet  Workgroup  Switch  is  an  integral  part  of  the  ClearPath  strategy  —  the 
single-platform  communications  architecture  that  transitions  your  network  from  hubs  and  routers  to 
next  generation  LAN  switching  and  ATM.  c 

To  find  out  more  about  how  you  can  stop  buying  hubs,  call  I -800-70 1 -42 1 9,  fax  us  at  508-229-5535, 
email  us  at  marcom@crosscomm.com,  or  write  to  us  at  450  Donald  Lynch  Blvd.,  Marlborough,  MA  0 1 752 

Or  visit  us  on  the  Web  at:  http://www.crosscomm.com 
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RELIABILITY. 


The  best.  Numero  Uno.  Le  meilleur. 

That’s  what  communications  experts  worldwide 
think  about  AT&T  reliability. 

In  fact,  readers  of  “Data  Communications” 
magazine  named  AT&T  best  overall  in  reliability 
in  their  U.S.  and  international  Users’  Choice  Awards. 
A  study  by  an  independent  research  firm,  CIT, 
went  an  important  step  further. 

After  swveying  telecommunications 
managers  at  the  world’s  top  1000  companies,  they 
too  named  AT&T  the  world’s  most  reliable  carrier. 

The  number  one  endorsement  from 
independent  experts.  Telecommunications  you 
can  count  on.  And  the  technology  to  take  your 
business  into  tomorrow  today  Only  from  AT&T. 

For  more  information  about  AT&T’s 
international  services,  just  call  800  655-1441, 
Ext.  975.  From  outside  North  America,  dial  the 
same  number  preceded  by  the  USA  Direct®  Service 
access  code.  Go  with  the  worldwide  winner, 
and  your  business  just  can’t  lose. 


AT&T  For  the  life  of  your  business: 


AT&T 
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Covering:  Databases  •  Messaging  •  Groupware 
Conferencing  •  Imaging  •  Multimedia  •  Development 


Intersolv  bags  middleware  vendor 

Plans  to  integrate  TechGnosis’  SequeLink  into  its  virtual  data  warehouse  scheme. 


Briefs 

■  The  On-Line  Analytical  Pro¬ 
cessing  (OLAP)  Council  last 
week  announced  the  completion  of 

a  draft  API  0LAP  Council 

for  Unking  ►  ArborSoftware 
front-end  ►  Cognos 
access  tools  p.  Comshare 
to  OLAP  data  ►  Holistic  Systems 
sources.  The  ►  IRI  Software 
draft  API  ►  Pilot  Software 
will  be  re-  ►  Platinum  Technology 
leased for  ^  Planning  Sciences 
comment  by  year-end. 

OLAP  Council:  (800)  474-6527. 

■  Sterling  Software,  lnc.’s 

Applications  Development  Divi¬ 
sion  is  now  shipping  Key  for 
Workgroup,  a  client/server  devel¬ 
opment  tool  set  that  includes  tools 
for  workflow  modeling,  busi¬ 
ness  process  reengineering  and 
process  management.  The  goal  is 
to  let  users  redesign  business  pro¬ 
cesses  and,  via  the  software’s 
repository,  implement  these  in 
new  applications.  The  product 
starts  at  $25, 000 for  all  compo¬ 
nents  and  four  concurrent  user 
licenses. 

Sterling:  (404)  231-8575. 

■  Informix  Software,  Inc.  in 

Menlo  Park,  Calif,  last  week 
acquired  San  Francisco-based 
Stanford  Technology  Group, 
Inc.  (STG).  Terms  were  not  dis¬ 
closed.  STG  markets  multidimen¬ 
sional  data  access  and  on-line 
analytical  processing  tools,  which 
will  be  integrated  with  Informix’s 
flagship  database. 

Informix:  ( 415)  926-6300. 

■  PictureTel,  Inc.  in  Danvers, 
Mass.,  has  unveiled  Live  PCS  200, 
a  desktop  videoconferencing 

system  for  Windows  95  PCs.  The 
system  was  jointly  developed  with 
Compaq  Computer  Corp.  and 
includes  an  H.230-compliant, 
plug-in  board  with  an  ISDN  inter¬ 
face.  The  product  is  due  in  early 
1996 for  $1,995. 

PictureTel  also  will  resell  a 
version  o/PolyCom,  Inc.’s 
T.l20-complianl  document  confer¬ 
encing  projector. 

PictureTel:  (508)  762-5000. 


By  Barb  Cole 

Rockville,  Md. 

Intersolv,  Inc.  last  week  shored 
up  its  data  warehousing  strategy 
by  acquiring  Brussels,  Belgium- 
based  middleware  vendor  Tech- 
Gnosis  International,  Inc.  for 
about  $80  million. 

TechGnosis’  SequeLink  — 
server-based  middleware  that 
gives  end  users  access  to  multiple 
data  sources  —  will  become  the 
high-end  component  of  Inter- 
solv’s  virtual  data  warehousing 
strategy. 

In  addition,  Intersolv  is  look¬ 
ing  at  how  to  integrate  messag¬ 
ing  technology  contained  within 
SequeLink  with  its  development 
tools  and  PVCS  software  configu¬ 
ration  management  system,  said 
Kevin  Burns,  chairman  and  chief 
executive  officer  at  Intersolv. 

SequeLink,  renamed  Data- 
Direct  SequeLink,  should  help 
Intersolv  further  differentiate  its 
virtual  data  warehouse  from  sim¬ 
ilar  offerings  and  from  the  many 
traditional  data  warehouse  prod¬ 
ucts.  Unlike  physical  data  ware¬ 
houses,  which  pull  data  from 
networked  applications  and 
databases  into  a  central  store¬ 
house  of  information,  virtual 
data  warehouses  let  users  query 


By  Barb  Cole 

Costa  Mesa,  Calif. 

FileNet  Corp.  last  week  will  dis¬ 
close  plans  to  use  imaging  tech¬ 
nology  obtained  through  its 
acquisition  of  Watermark  Soft- 


r  July  1995 

FileNet  acquires  Watermark 
Software,  a  document  management 
software  provider. 


multiple  databases  scattered 
across  a  network. 

Intersolv’s  virtual  warehouse 
offering  currently  consists  of 
DataDirect  SmartData,  a  client- 
based  middleware  layer  based  on 
the  Open  Database  Connectivity 
(ODBC)  protocol  that  culls  data 
from  more  than  35  databases, 


plus  a  front-end  query  and 
reporting  tool  called  DataDirect 
Explorer. 

“Our  virtual  warehouse  sup¬ 
ports  individual  users  and  small 
teams  well,  but  really  doesn’t 
scale  up  to  the  high  end  where 
you  have  hundreds  of  users 
involved  in  complex  queries,” 
Burns  said. 

Intersolv  has  been  developing 
its  own  server-based  middleware, 


ware,  Inc.  to  expand  the  reach  of 
its  document  management  and 
workflow  software  across  the 
enterprise. 

The  plan  includes  developing 
a  low-cost  desktop  image  viewer 


r-  Mid-1996 

FileNet  WorkFlo  capabilities  will  be 
added  to  the  Watermark  document 
management  system. 


code-named  Purveyor,  designed 
to  support  more  large-scale  deci¬ 
sion-support  applications.  Pur¬ 
veyor  will  be  incorporated  in  a 
future  release  of  DataDirect 
SequeLink,  expected  in  about 
six  months,  according  to  Bums. 

Such  software  would  let 
administrators  set  up  a  three¬ 
tiered  architecture  for 
data  access,  where  infor¬ 
mation  from  multiple 
databases  is  collected 
and  joined  on  a  server 
before  being  returned  to 
a  client,  resulting  in  bet¬ 
ter  performance  and  less 
net  traffic. 

Intersolv’s  current  vir¬ 
tual  data  warehouse 
employs  a  two-tiered 
architecture  in  which  the 
information  from  server 
databases  is  returned  to  the  cli¬ 
ent,  where  it  can  be  joined  with 
other  data. 

Large  apps  deployment 

Analysts  said  the  acquisition 
would  enable  Intersolv’s  middle¬ 
ware  products  to  be  deployed  in 
larger  scale  applications. 

“TechGnosis  has  some  strong 
server-based  middleware  that 
will  give  Intersolv’s  ODBC  tech- 


based  on  Watermark  technology 
and  adding  workflow  capabilities 
to  Watermark  document  imag¬ 
ing  software,  said  Jordon  Libit, 
vice  president  of  marketing  at 
FileNet.  FileNet  will  also  inte¬ 
grate  its  document  management 
server  with  Watermark’s  so  users 
can  move  information  between 
them,  he  added. 

FileNet,  which  makes  produc¬ 
tion  workflow  systems,  acquired 
Watermark  over  the  summer  in  a 
$61  million  stock  deal  (NW,  July 
24,  page  25). 

Libit  said  the  new  image 
viewer  is  targeted  at  existing  File- 
Net  customers  who  want  to 
deploy  document  management 
and  workflow  across  the  enter¬ 
prise  but  cannot  do  so  easily  or 
economically  with  FileNet’ s  cur¬ 
rent  suite.  The  product,  due 
early  next  year,  will  cost  about 
half  as  much  as  FileNet’ s  existing 
$595  viewer. 

The  company’s  plan  to  add  a 
scaled-down  edition  of  its  work- 


nology  a  performance  boost,” 
said  Bob  Moran,  an  analyst  at 
Aberdeen  Group,  a  market 
research  firm  in  Boston.  “This 
[acquisition]  will  also  enable 
Intersolv  to  take  its  [data  ware¬ 
housing]  tools  higher  up  in  the 
enterprise  than  they  have  been.” 

On  the  business  side,  the 
TechGnosis  purchase  gives  Inter¬ 
solv  a  larger  installed  base,  par¬ 
ticularly  in  the  Pacific  Rim, 
Moran  said. 

According  to  Intersolv  offi¬ 
cials,  TechGnosis  has  more  than 
4,000  SequeLink  customers 
worldwide. 

©Intersolv:  (301)  838-5000. 


The  electronic  mail  industry 
generated  $31.1  billion  in 
revenue  last  year  in  the  U.S. 
and  Canada,  according  to  a 
survey  of  more  than  3,000 
Electronic  Messaging 
Association  members  and 
nonmembers  conducted  by 
Wilkofsky/Gruen  &  Associates. 
That  number  should  balloon  to 
$61.3  billion  by  the  year 
2000,  the  survey  found. 


For  more  information  about  the 
EMA,  point  your  web  browser  at 
http://www.ema.org/ema/. 


flow  technology  into  the  Water¬ 
mark  server  designed  to  make  it 
easier  for  customers  to  install 
and  modify-  workflow  software. 
The  offering,  aimed  at  depart¬ 
mental  nets,  is  scheduled  to  be 
included  in  the  next  release  of 
Watermark  Enterprise  Series 
around  next  April. 

FileNet’ s  work  to  let  custom¬ 
ers  exchange  documents 
between  FileNet  and  Watermark 
systems,  meanwhile,  is  geared 
toward  enterprise  net  custom¬ 
ers.  The  integration  effort,  set 
for  completion  by  year-end, 
could  be  key  to  customers  that 
have  deployed  large-scale  File- 
See  FileNet,  page  37 


Early  1996  -  Late  1996  - 

FileNet  will  ship  a  new  release  of  its  Image  servers  from  FileNet  and 

imaging  client  based  on  Watermark’s  Watermark  will  be  able  to  share 

technology.  information. 


FileNet  lays  out  integration  plan 
for  Watermark  imaging  technology 


Can  FileNet  hit  this  Watermark? 


TECHGNOSIS  INTERNATIONAL  MINIPROFILE 

Based:  Brussels,  Belgium 
Founded:  1987 
Employees:  150 
1994  revenue:  $13.8  million 

Primary  product:  SequeLink  client/server 
middleware  for  accessing 
heterogeneous  databases 

Key  competitors:  Information  Builders,  Sybase 
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“OUR  ACCOUNTING  PACKAGE  DELIVERS  A 
POWERFUL  SQL  DATABASE,  AT  A  PRICE 
THE  MIDDLE  MARKET  CAN  AFFORD.” 


Brian  Clark,  Senior  Vice  President  and  General  Manager, 
Solomon  Software 


BRIAN:  “Small  to  mid-sized  businesses  see 
their  accounting  systems  as  critical.  Our  cus¬ 
tomers  focus  on  accounting,  not  database 
administration.  They  need  accounting  soft¬ 
ware  that’s  easy  to  use,  maintenance  free  and 
has  the  full  power  of  a  relational  database.” 


VERN:  “With  Scalable  SQL,  our  system 
delivers  superior  performance  and  flawless 
data  integrity.  We  can  support  any  customer 
environment,  from  mobile  systems  to  full 
client/server-and  customers  are  less  affected 
by  network  traffic  and  system  overhead." 


BRIAN:  “Scalable  SQL  gives  users  instanta 


neous  access  to  information.  It  provides  all 
the  advantages  of  database  products  costing 
three  times  as  much.  And  it  uses  a  fraction 
of  the  computing  resources.” 


VERN:  “When  we  set  out  to  design  Solomon 
IV,  we  envisioned  a  mission  critical  applica¬ 
tion  for  the  middle  market  budget-an 
affordable  product  with  an  industry  proven 
database,  total  data  security  and  scalability. 
Scalable  SQL  made  it  all  possible.” 


For  the  complete  story  about  Solomon  IV,  winner 
of  the  PC  Magazine/Price  Waterhouse  award  for 
best  Windows®accounting  software,  contact  BTI. 
http://www.btrieve.com  •  info@btrvtech.com 

Ejg  BTRIEVE 

tllliiffl  TECHNOLOGIES 


FOR  SCALABILITY,  PERFORMANCE  AND 
SHEER  VALUE,  NOTHING  ADDS  UP 
LIKE  SCALABLE  SQL.” 

Vern  Strong,  Vice  President  of  Systems  Development, 
Solomon  Software 


See  the  power  of  CopperOptics  for  yourself 


(Check  all  boxes  that  apply) 
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L Send  me  additional  product  information  on: 

□  Carrier  products  □  campus  area  network  solutions 


EH  HAVE 


a  PairGain  representative  contact  me. 


Name 


Title 


Company 


Address 


City_ State_ Zip 


Phone 


Best  time  to  call 
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_ Client/Server  Applications _ 

Tl  composes  new  edition  of  apps  development  tool 

Company's  repository -based  Composer  3  lets  developers  create  distributed  applications  from  component  parts. 


By  John  Cox 

Texas  Instruments,  Inc.  has  announced  a 
new  version  of  its  flagship  distributed 
application  development  tool  set,  now  tar¬ 
geted  at  letting  developers  build  pro¬ 
grams  from  ready-to-use  components. 

TI  will  formally  unveil  today  Composer 
3,  a  repository-based  tool  set  for  building 
large-scale  distributed  applications.  The 
software  now  runs  on  developers’  Win¬ 
dows  95  workstations  as  well  as  on  Win¬ 
dows  NT  workstations  as  a  32-bit  ap¬ 
plication.  Previously,  it  ran  on  Unix,  OS/2 
and  Windows  3.1  platforms,  as  well  as  on 
Windows  NT  workstations  as  a  16-bit 
application. 

Applications  designed  with  the  tool 
can  now  be  deployed  on  Windows  95  and 
HP-UX  clients,  whereas  previously,  they 
could  only  run  on  Windows  NT,  Windows 
3. 1  and  OS/2  systems. 

Other  additions  for  the  tool  include 
support  for  TCP/IP,  which  enables 
Composer  applications  to  communicate 
with  mainframe  ones. 

A  built-in  version  control  manager 


FileNet 

Continued  from  page  35 

Net  workflow  systems  but  do  not  necessar¬ 
ily  want  to  give  every  user  full  access  to 
them,  Libit  said. 

Analysts  said  the  plan  will  help  FileNet 
boost  its  presence  in  the  workflow  and 
imaging  arena.  “FileNet  does  well  at  the 
high  end,  but  a  lot 
of  customers  don’t 
need  all  that  horse¬ 
power,”  said  Scott 
McCready,  director 
of  image  systems  at 
International  Data 
Corp.  in  Framing¬ 
ham,  Mass. 

The  FileNet 
image  viewer  will  face  stiff  competition 
from  Microsoft  Corp.,  which  plans  to 
include  a  viewer  for  free  in  Windows  95  by 
year-end,  McCready  said. 

According  to  users,  the  plan  should 
help  them  deploy  FileNet  products  on  a 
wider  scale.  “We  have  a  $10  million  instal¬ 
lation  of  FileNet,  butwe  were  trying  to  fig¬ 
ure  out  how  to  connect  a  Watermark 
client  to  a  FileNet  back  end  when  the 
acquisition  occurred,”  said  Laura  Del- 
Gaudio,  technical  architect  at  Bankers 
Trust  Co.  in  New  York. 

The  bank  wants  to  give  users  the  ability 
to  view  images  without  tying  them  into  the 
FileNet  workflow  system,  DelGaudio  said. 
The  integration  plan  will  enable  this  with 
little  work  on  the  bank’s  part,  she  added.  ■ 

Netvwavtortl  Find  links  on  Network 

C  World  Fusion  to  dozens  of 

~V  papers  about  business  process 

reengineering  involving  technologies 
such  as  electronic  imaging  and  workflow.  Link 
to  http://www.nwfusion.com.  From  the  main  menu, 
select  News+  then  Client/Server  Applications. 


has  also  been  introduced  for  the  Com¬ 
poser  repository  running  on  Windows  NT 
or  Unix  servers. 

Previously,  version  control  was  avail¬ 
able  only  on  the  mainframe  repository. 

TI’s  Composer  product  is  a  reinven¬ 


tion  for  distributed  computing  of  the 
company’s  mainframe  computer-aided 
software  engineering  tool,  known  as 
Information  Engineering  Facility  (IEF). 
Composer  is  aimed  at  companies  develop¬ 
ing  software  components  that  can  be 


reused  in  building  large  or  small  distrib¬ 
uted  applications. 

According  to  Johnny  Long,  director  of 
production  technology  for  Texas  Instru- 
mentSoftware,  almost45%  of  IEF  custom¬ 
ers  have  converted  to  Composer  since  the 
latter  product  was  introduced  a  year  ago. 

Composer  3  pricing  is  unchanged 
from  previous  versions  of  the  software, 
ranging  from  $  1 4,000  to  $24,000. 

©TI:  (800)  838-1843. 
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CUSTOMERS  CALL  ME  A 


Or  at  the  very  least,  they  look  at  me  in  disbelief. 

I  DON’T  KNOW  WHY.  I  START  TELLING  THEM  ABOUT 

copperOptics™.  How  they  can  connect  their  LANs 

OVER  COPPER  WITH  THE  SIGNAL  QUALITY  OF  FIBER. 
I  TELL  THEM  THAT  THE  ONLY  NECESSARY  INSTALLATION 
CAN  BE  DONE  IN  M  I  N  U  T  E  S  . . .  A  N  D  THAT  IT  WILL  COST 
THEM  ABOUT  80%  LESS  THAN  FIBER. ..THE  CUSTOMER 
STARTS  SHAKING  HIS  HEAD,  AND  ALL  OF  A  SUDDEN, 
I’M  STARING  AT  A  BLANK  FACE. ..THE  ONLY  THING 
THAT  SAVES  THE  SALES  CALL  IS  WHEN  I  SCREAM, 


BUT  WE  CAN  PROVE  IT. 


55 


CopperOptics  is  real.  It  uses  PairGain’s  industry-leading  HDSL  technology  to  transform 
existing  copper  cable  into  a  powerful  resource  that  enables  you  to  transmit  data,  voice  and 
video  at  T1/E1  rates,  over  distances  of  up  to  5  miles,  at  fiber  optic  quality.  Before  things 
resort  to  name-calling,  give  us  the  chance  to  show  you  how  powerful  CopperOptics 
and  PairGain’s  Campus  products  can  be  in  connecting  users  across  your  campus 
area  network.  Call  us  at  800-638-0031. 

I  Pair  Gain 


To  discover  the  power  of  CopperOptics. 
call  for  our  free  technology  brief 
on  HDSL—  800-638-0031 


The  CopperOptics  Company 


The  FileNet 
image  viewer 
will  face  stiff 
competition 
from  Microsoft. 


PairGain  is  a  registered  trademark;  CopperOptics,  Campus-Star  and  Campus-REX  are  trademarks  of  PairGain  Technologies.  Inc.  ©1995,  PairGain  Technologies.  Inc. 
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wearing  sheep’s  clothing. 
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It  seems  the  world  is  full  of  people 
pretending  to  be  something  they’re 
not.  Unfortunately,  the  same  is  true 
with  CNE  training  programs:  some 
are  authorized,  but  many  aren’t.  Truth 
is,  only  a  Novell  Authorized  Education 
Center  (NAEC)  has  Novell®- developed 
course  materials  and  certified  Novell 
instructors.  And  NAECs  ensure  you’ll 
get  hands-on  experience  with  Novell 


products — so  you’ll  actually  use  NDS 
to  prune  and  graft  a  NetWare,,  directory, 
as  opposed  to  just  reading  about  it. 
Plus,  NetWare  students  get  a  free  two- 
user  copy  of  NetWare  4.1  to  practice 
with  at  home.  For  more  information , 
call  1-800-233-3382,  or  visit  our  Web 
site  at  http://www.novell.com.  And  look 
out  for  wolves.  Or  for  that  matter,  anyone 
dressed  in  sheep's  clothing. 
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FTP 

Client/Server 

Gopher 

Bookmarks 

SLIP/PPP 

Remote  Access 

Security 

CERN,  Socks 


TCP/Connect  II 


Runs  over  SLIP/PPP  and  LAN/WAN  connections 

The  high-performance,  integrated 
corporate  networking  solution. 


30  Day  Free  Trial.  Download  it  from  the  web  at  http://www.intercon.com/  or  call  1-800-468-7266. 


■  InterCon  Systems  Corporation 

950  Herndon  Parkway  ■  Herndon,  Virginia  22070 
info@intercon.com  (email)  ■  INTER. SALES  (AppleLink) 
703.709.5500  (voice)  ■  703.709.5555  (fax) 
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Client/Server  Applications 


It’s  time  for  road  warriors  to  unite 


n  the  wake  of  the  Million  Man  March 
in  my  hometown  of  Washington, 
D.C.,  I  thought  it  would  be  a  good 
idea  to  start  organizing  a  grassroots 
campaign  of  my  own. 

I’m  not  so  worried  about  overriding 
political  issues,  but  there  are  some  injus¬ 
tices  I  perceive  in  our  own  little  technol¬ 
ogy  world  that  really  need  to  be  resolved. 
At  the  top  of  my  list  is  that  road  war¬ 
riors  are  being  treated  like  second-class 
citizens. 

Those  of  you  who  travel  a  lot  know  what 
I’m  talking  about.  How  many  times  have 
you  gotten  to  a  hotel  in  a  random  city  only 
to  find  out  your  E-mail  gateway  is  down, 
so  all  the  work  you  did  on  the  plane  is  for 
naught. 

Ever  try  to  dial  in  to  a  corporate  data¬ 
base  over  a  remote  access  link?  Don’t  even 
think  about  it,  unless  you  have  a  few  hours 
to  burn.  The  list  of  gripes  goes  on. 

The  frustrations  I  have  with  my  inabil¬ 
ity  to  access  my  company’s  corporate  sys¬ 
tems  has  forced  me  to  build  redundant 
processes  to  log  all  my  calls  and  meetings, 
and,  subsequently, 
have  my  assistant 
back  in  the  office 
do  the  data  entry. 
Isn’t  this  what 
automation  is  sup¬ 
posed  to  avoid? 

What  many  ap¬ 
plication  develop¬ 
ers  don’t  seem  to 
realize  is  that  not 
every  end  user  has 
access  all  of  the  time  to  the  plentiful, 
cheap  bandwidth  on  a  campus  net.  Yet, 
less  than  5%  of  all  applications  developed 
appear  to  have  been  built  with  the  unteth¬ 
ered  user  in  mind. 

Even  products  like  Lotus  Development 
Corp.’s  Notes,  allegedly  designed  for  the 
mobile  user,  are  no  panacea.  Our  Notes- 
based  research  database  contains  over 
45M  bytes  of  data. 

Frankly,  I  have  enough  gray  hair;  I  just 
can’t  afford  to  tie  up  my  machine  waiting 
the  better  part  of  an  hour  for  the  replica¬ 
tion  to  finish. 

So,  of  course,  the  answer  must  be 
higher  bandwidth,  since  14. 4K  bit/sec 
isn’t  enough.  Here’s  a  new  28. 8K  bit/sec 
modem.  How  about  ISDN?  Big  problems 
demand  big  pipes,  right? 

More  bandwidth  becomes  cost-prohib¬ 
itive,  especially  to  mobile  professionals. 
And  over  the  long  term,  it  doesn’t  provide 
the  level  of  customer  service  that  end 
users,  like  me,  rightfully  expect. 

In  my  view,  a  few  short-term  fixes  can 
make  applications  perform  a  bit  better  in 
the  eyes  of  mobile  end  users.  First,  using  a 
remote  control  session  to  do  local  pro¬ 
cessing  —  usually  behind  a  remote  node 
access  point  —  will  help  performance 
considerably. 

An  alternative  approach  is  to  try  a 
product  like  Citrix  System,  Inc.’s  WinView 
and  WinFrame  application  server  plat¬ 
form.  I  like  Citrix’s  approach  because  you 


get  more  efficient  use  of  hardware 
resources  compared  to  remote  control 
solutions.  A  growing  legion  of  top  cli¬ 
ent/server  application  vendors  —  with 
PeopleSoft,  Inc.  being  the  latest  —  are 
working  with  Citrix  to  tune  their  software 


for  remote  usage. 

Yet,  these  are  still  Band-Aids  for  the  real 
problem,  which  is  a  lack  of  cognizance 
about  disconnected  users  at  the  design 
stage. 

Developers  need  to  take  a  look  at  tools, 
such  as  Xcellent,  Inc.’s  Remote  Ware  or 
even  Notes,  to  build  road  warrior-friendly 
applications. 

Life  on  the  road  isn’t  a  bowl  of  cherries 
to  begin  with,  but  application  developers 


could  do  a  lot  more  to  make  it  more 
fruitful. 

Rothman  is  a  vice  president  in  META 
Group,  Inc.  ’s  Global  Networking  Strategies 
service  in  Reston,  Va.  Feedback  is  welcome 
either  by  E-mail  at  miker@metagroup.  com  or  by 
phone  at  (703)  860-6600.  Rothman ’s  column 
alternates  in  this  space  with  that  of  Marc 
Myers,  president  of  Client/Server  Connection, 
Ltd. 


Get  affordable  multimegabit  inverse  multiplexing 
with  the  AS2QOO  universal  network  access  solution 


Are  user  applications  maxing  out  your  bandwidth  capacity? 
Then  do  like  Dave.  Build  your  network  on  Verilink’s 
AS2000,  and  expand  effortlessly.  With  the  AS2000,  it’s 
as  easy  as  ordering 
an  AS2600  inverse 
multiplexing  set. 

Insert  it  in  the 
AS2000  shelf,  and 
your  network  will 
dynamically  support  up  to  eight  Tl/El  lines,  provide 
automatic  rate  adaptation  protection,  and  be  fully  SNMP 
managed.  Plus,  the  AS2600  fully  integrates  with  all  your 
existing  equipment  and  applications. 

Just  ask  Dave.  The  AS2000  provides  the  optimal  solution 
in  a  single  compact  system.  And  its  universal  platform 
gives  you  maximum  flexibility  to  design  your  network. 
From  inverse  multiplexing,  Tl,  El,  SRDM,  and  frame 


relay  to  SMDS,  FT1,  ATM,  embedded  SNMP,  and  voice 
capabilities.  Simply  add  a  module  and  you  can  launch 
voice,  video,  LAN  internetworking,  and  multimedia 

applications  side  by 
side.  There’s  always 
room  for  new  tech¬ 
nologies. 


The  AS2000.  The 
most  cost-efficient  way  to  build  your  network,  protect 
your  investments,  and  meet  tomorrow’s  challenges  head 
on.  All  backed  by  a  5 -year  warranty.  For  the  full  story, 
call  1.800.VERILINK.  Or  look  for  us  on  the  World  Wide 
Web:  http://www.verilink.com. 


VERILINK 


Verilink  Corporation.  145  Baytcch  Drive,  San  Jose,  CA  95134-  Telephone  number:  408.945.1199.  Fax  number:  480.262.6260. 


Mike 

Rothman 
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Special  Focus 


Vb  A  T  A  ACCESS  TOOLS 


I 


Avoiding  the  dark  side  of  data  access 

A  new  crop  of  client/server  tools  is  helping  to  relieve  pressure  on  network  performance. 

By  Barb  Cole 


Decision-support  tools  might  lib¬ 
erate  end  users  from  begging 
MIS  to  produce  data  warehouse 
reports  for  them,  but  that  free¬ 
dom  can  come  at  a  price. 

These  graphical  user  inter- 
face-based  client  applications  — 
which  include  everything  from 
personal  databases  to  packages 
that  lump  data  in  easy-to-under- 
stand  business  terms  —  have 
become  popular  in  client/ server 
environments  because  they  let 
end  users  retrieve  data  from  mul¬ 
tiple  databases  without  custom 
programming  or  SQL  knowl¬ 
edge.  But  putting  ad  hoc  query 
capabilities  in  the  hands  of  large 
numbers  of  end  users  can 
present  a  challenge  for  network 
administrators. 

“Network  bandwidth  is  prob¬ 
ably  the  No.  1  issue  to  success¬ 
fully  deploying  decision-sup¬ 
port  applications,”  said  Howard 
Dresner,  research  director  at 
Gartner  Group,  Inc.  in  Stam¬ 
ford,  Conn.  “The  dominant 
model  for  [queries  and]  report¬ 
ing  is  still  to  have  all  the  applica¬ 


tion  smarts  residing  on  the  desk¬ 
top,  so  you’re  always  pumping 
data  overthe  network.” 

But  early  adopters  who  have 
deployed  decision-support  tools 
on  a  large  scale  said  new  tools  are 
cropping  up  to  ease  the  burden 
that  constant  queries  put  on  a 
net.  Also,  users  have  begun  re¬ 
thinking  the  way  they  design 
their  networks  to  better  support 
heavy  traffic  loads  generated  by 
decision-support  applications. 

Tool  time 

Among  die  new  tools  being 
examined  by  firms  experienced 
in  managing  decision-support 
applications  is  Information  Ad¬ 
vantage,  Inc.’s  DecisionSuite.  It 
stores  server-based  intelligent 
agents  that  send  updates  in 
users’  areas  of  interests  to  their 
PCs,  a  process  designed  to  keep 
users  from  repeatedly  dragging 
the  same  query  results  over  the 
network. 

Other  users  are  seeking  out 
tools  that  do  the  bulk  of  their 
query  processing  on  the  server, 
cutting  down  on  the  amount  of 


data  traveling  on  the  net  be¬ 
tween  clients  and  servers. 

“Whenever  you  have  ad  hoc 
queries,  network  bandwidth  is  an 
issue,  but  the  key  [to  good  per¬ 
formance]  is  that  the  software  be 
designed  for  client/server,”  said 
Kerry  Reed,  application  man¬ 
ager  at  Trunkline  Gas,  a  division 


of  Houston-based  gas  company 
Panhandle  Eastern  Corp. 

Three  years  ago,  Reed  set  out 
to  build  a  decision-support  appli¬ 
cation  to  give  about  300  users 
access  to  several  databases  via 


one  GUI.  He  chose  Cupertino, 
Calif. -based  Business  Objects, 
Inc.’s  Business  Objects  to  access 
data  from  Computer  Associates 
International,  Inc.  Openlngres 
databases  running  on  a  Digital 
Equipment  Corp.  VAX,  I)B2 
data  residing  on  a  mainframe 
and  information  stored  in  a  Win¬ 
dows  NT-based  Sybase,  Inc.  Sys¬ 
tem  10  database. 

Reed  said  the  design  of  Busi¬ 
ness  Objects’  software  helps  ease 
the  networking  burden.  “The 


tool  can  [do  much  of  its  query 
processing]  on  the  database 
server.  So  instead  of  bringing 
back  8,000  records  [in  a  table] ,  it 
brings  back  just  the  eight  you’re 
looking  for,”  he  explained. 

This  is  in  contrast  to  file  man¬ 
agers  such  as  Borland  Interna¬ 
tional,  Inc.’s  Paradox  and 
dBASE,  which  may  ship  an  entire 
database  table  to  an  end  user 
when  all  the  person  really  wants 
is  one  record  from  that  table. 

Several  decision-support 
tools  also  have  features 
that  let  administrators 
limit  the  number  of  rows 
that  can  be  returned  to 
the  end  user  or  the 
amount  of  time  spent 
running  a  query. 

“We’re  doing  a  lot  of 
work  on  the  front  end  to 
make  sure  our  decision- 
support  application  is 
network-friendly,”  said 
John  Rome,  assistant 
database  administrator  at 
Arizona  State  University  in 
Tempe,  which  has  about  400 
users  accessing  a  data  warehouse 
of  financial  and  student  data. 

The  university  is  utilizing  fea¬ 
tures  in  Brio  Software,  Inc.’s  Brio 
query  tool  that  let  Rome  specify 
the  maximum  number  of  rows 
that  a  query  may  return.  “We 
also  try  to  train  users  to  think 
about  designing  [intelligent] 
queries,”  he  said. 

In  addition  to  taking  advan¬ 
tage  of  features  within  the  grow¬ 


ing  crop  of  decision-support 
tools,  administrators  are  using 
multitiered  architectures  that 
divide  the  data  retrieval  work 
between  clients  and  servers,  and 
distribute  data  among  several 
servers  to  achieve  optimal  net¬ 
work  performance. 

Watch  the  back  end 

While  bandwidth  and  net- 
aware  tools  are  key,  database  and 
hardware  bottlenecks  can  also 
slow  applications.  “Ours  was  a 
[symmetric  multiprocessing]  is¬ 
sue.  It  was  easy  to  tax  the  server  to 
the  point  where  nobody  could 
get  what  they  wanted,”  said  Tim 
Lyons,  IS  manager  at  Nation¬ 
wide  Life  Insurance  Co.  in 
Columbus,  Ohio.  “People  would 
kick  off  large  queries  and  dog 
the  system.” 

The  firm  plans  to  move  its 
Oracle  Corp.-based  decision- 
support  applications  to  massively 
parallel  processing  systems  or 
clusters  of  SMP  machines.  “We 
think  that  will  give  us  the  scalabil¬ 
ity  and  performance  we  need,” 
Lyons  said. 

According  to  analysts,  storing 
corporate  data  in  LAN  servers,  as 
opposed  to  housing  it  in  mono¬ 
lithic,  centralized  databases,  can 
help  avoid  database  bottlenecks 
and  ease  network  strains. 

The  Los  Angeles  Times  Co.  in 
Los  Angeles  distributed  its  data¬ 
base  to  deliver  better  query  per¬ 
formance  to  about  85  users  who 
rely  on  the  advertising  informa¬ 
tion  in  stores.  Users  receive 
weekly  extracts  from  the  central¬ 


ized  database  that  are  down¬ 
loaded  to  their  PCs,  where  they 
query  the  data  with  a  tool  from 
Cognos.Inc. 

Users  are  able  to  query  the 
information  with  little  or  no 
delay  and  do  not  impact  the  cor¬ 
porate  network,  according  to 
Rich  Thayer,  advertising  MIS 
manager  at  the  LA  Times. 

“In  general,  the  closer  you 
can  put  data  to  the  end  user,  the 
better  off  you  will  be,”  Gartner 
Group’s  Dresnersaid.  ■ 


What’s  new  in  decision-support  tools 


Vendors  are  tackling  many  shortcomings  of 
today’s  decision-support  tools  via  a  batch 
of  new  technologies  that  users  can  expect 
to  see  implemented  in  products  during  the 
next  12  months  or  so. 

Tool  vendors  are  looking  to  leverage  new  fea¬ 
tures  being  packed  into  relational  databases, 
extend  their  client/ server  products  to  work  in  a 
three-tier  architecture  and  focus  on  metadata. 

In  the  short  term,  tool  vendors  are  working 
more  closely  with  database  vendors,  which  are 
adding  new  indexing  mechanisms  and  multidi¬ 
mensional  capabilities  to  the  basic  relational 
database  engine.  ‘  ‘We’re  doing  this  to  make  sure 
the  best  of  the  database  technology,  in  terms  of 
performance  and  ease  of  access,  is  being  deliv¬ 
ered  to  the  users  on  the  desktop,”  said  Katherine 
Glassey,  executive  vice  president  of  products  and 
marketing  at  Brio  Technology,  Inc.  in  Mountain 
View,  Calif. 

Tools  are  becoming  more  sophisticated,  as 
well,  in  that  vendors  are  designing  their  software 
to  run  variousjobs  —  such  as  formatting  query 
results  and  printing  them  —  on  a  middle  tier  of 
low-cost  servers  that  sit  between  back-end  servers 
and  front-end  clients. 

Jeff  Boehm,  product  marketing  manager  for 
data  access  tool  vendor  Business  Objects,  Inc., 
said  this  approach  facilitates  the  sharing  of  deci¬ 
sion  information .  “There  are  a  lot  of  cases  when 


many  people  want  to  look  at  the  same  result  set,” 
he  said.  By  doing  some  of  the  processing  on  a 
mid-level  server  in  a  three-tier  environment,  the 
query  is  “run  and  formatted  only  once,  instead 
of  having  all  the  end  users  run  the  same  query.” 

Other  vendors  are  looking  to  make  better  use 
of  metadata,  which  is  information  about  the 
underlying,  raw  relational  data.  Typically,  meta¬ 
data  lets  users  describe  relational  rows  and  col¬ 
umns  in  more  easily  understood  business  terms, 
such  as  “customerorder.”  Brio  has  focused  on 
enabling  its  tools  to  read  metadata  from  a  variety 
of  data  sources,  while  Business  Objects’  creates 
its  own  metadata  by  collecting  metadata  from 
other  products. 

Asymetrix  Corp.  in  Bellevue,  Wash.,  this  week 
is  releasing  Inf oAssis tan t,  a  decision-support  tool 
set  that  can  extract  information  from  the  data 
dictionary  and  create  an  English  language  model 
of  the  database.  End  users  work  with  an  English 
language  browser  to  navigate  through  the  data¬ 
base  without  having  to  know  database  structures 
and  rules,  according  to  Geoff  Fitch,  product 
manager  with  the  company. 

While  these  changes  are  good  for  compan ies 
looking  to  make  data  access  more  rewarding  for 
employees,  observers  warned  that  they  add  com¬ 
plexity  to  the  decision-support  environment,  as 
well. 

John  Cox 


Lessons  from  the  decision-support  trenches 


►  Stage  data  as  close  to  end  users  as  possible. 

►  Separate  decision-support  application  users  from  production  systems. 

►  Avoid  gateways  that  offer  direct  connections  to  multiple  databases. 

►  Make  sure  there  is  adequate  bandwidth  to  handle  the  data  requested  by  end  users. 

►  Distribute  data  among  servers  to  head  off  bandwidth  bottlenecks. 

►  Preset  the  maximum  amount  of  information  that  can  be  grabbed  by  an  end  user 
at  a  given  time. 

►  Rememberthat  software  designed  to  run  in  a  client/server  environment  will  generally 
deliver  the  best  performance  in  such  an  environment,  so  don’t  try  to  force  other 
software  to  work  in  such  situations. 


MANAGED  QUERY  TOOL  MARKET  SHARES 


Based  on  total  1994  revenue  of  $86  million. 

GRAPHIC  BY  TERRI  MITCHELL  SOURCE:  META  GROUP,  STAMFORD,  CONN. 
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Build  a  corporate  network  with  a  centralized 
dialing  plan  and  voice  mail  system,  supplying 
Voice  and  Data  to  off-site  locations  with  no  toll 
charges  using  TxPORT's  integrated  SNMP 
managed  Voice  cards  -  FXS,  FXO,  and  4  wire 
E&M.  With  PRISM,  our  voice  solutions  can  be 
combined  with  your  data  network  making 
VOICE  easy  to  install  and  manage,  and  best  of 
all,  ride  your  data  network  for  FREE! 


+ 


Only  PRISM  plugs  directly  into  your  existing 
LAN  through  an  Ethernet  or  Token  Ring 
connection  offering  you  unmatched  management 
flexibility.  In  minutes  you  have  complete  control 
of  your  DATA  -  configuration,  maintenance  and 
performance  monitoring  from  anywhere  on  the 
network.  Our  award  winning  SNMP  and 
TELNET  implementation  will  demonstrate  just 
how  easy  it  is  to  operate  a  PRISM  T1  CSU/DSU. 


•  Integrated  Voice  and  Data  with  flexible,  plug-in 


applications  card  sets 

•  Award  winning  SNMP  and  TELNET  Management 

•  Reduce  network  equipment  such  as  Channel 
Banks  and  PBXs 

•  Direct  Ethernet  or  Token  Ring  LAN  connection 

•  Easy  to  install  and  operate  with  5  year  warranty 


©TxPORT  1995 


TxPORT  is  changing  the  way  Corporate 
America  does  business.  Contact  us  today  and 
receive  your  free  guide 
to  “Voice  and  Data 
Integration”.  When 
you  realize  the  TxPORT  Savings,  you’ll  wonder 
why  you  didn’t  call  before! 

TJCFORT 

205  772-3770  /  800  926-0085 
E-MAIL:  info@TxPORT.com 
FAX 205  772-3388 
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Servers  are  Built  by  Teams  of  Peopli 

Soli 


©  1995  Compaq  Computer  Corporation.  All  rights  reserved.  Compaq  registered  U.S.  Patent  and  Trademark  Office.  ProLiant  is  a  registered  trademark  ol  the  Compaq  Computer  Corporation.  All  other  brands  and  product  names  are  trade¬ 
marks  or  registered  trademarks  of  their  respective  companies.  For  more  information  on  our  full  line  of  servers,  call  us  at  1*800-345-1518  or  reach  us  on  the  Web  at  wwvv.compaq.com.  In  Canada,  we  can  be  reached  at  1-800-567-1616. 


TIONS  are  BUILT  by  TEAMS  of  COMPANIES. 


Any  computer  company  can  build  hardware  that 
runs  software  that  runs  your  business.  Or  can  it? 
After  all,  this  is  your  business  we’re  talking  about 
here.  Do  you  really  want  to  trust  it  to  mere  hard¬ 
ware?  At  Compaq,  we’re  betting  you’d  prefer  an 
easy-to-use,  fully  thought-out  solution.  A  solution 
that  is  the  right  combination  of  server,  operating 
system,  and  database  application  that  solves  the 
puzzle  of  your  varied  computing  needs. 

Well,  that  takes  several  companies.  Companies 
like  Microsoft,  with  whom  we  created  the  ideal 
platform  for  Windows  NT  and  BackOffice,  integrat¬ 
ing  hardware,  software,  and  server  management. 
Novell,  with  whom  we’ve  created  networking  stan¬ 
dards  for  years.  Oracle,  whose  databases  are  far 
easier  to  deploy  on  a  Compaq  server  thanks  to  our 
partnership.  And  SAP,  a  leader  in  client/server 
applications,  who’s  named  us  Partner  of  the  Year. 

You  see,  they  may  be  Compaq  servers.  But  they 
are  Compaq-Microsoft-Oraclc-SAP-lntel-Novell- 
SCO-Sybase-Cheyenne  solutions.  (We  just  couldn’t 
fit  all  those  logos  on  them.) 

COMPAQ. 

Has  It  Changed  Your  Life  Yet? 
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Imagine  you’re  the  MIS  Director  of  a  major 
Wall  Street  brokerage  house.  You  know  that 
your  firm  depends  on  instant  access  to  ever- 
changing  market  information.  Even  minutes 
of  downtime  can  cost  the  firm  multi-millions 
in  lost  transactions.  Make  you  nervous? 

Not  if  you  have  a  complete  AT&T  SYSTIMAX® 
Structured  Cabling  System  (SCS)  with  our 
new  multi-channel  384A  Video  Adapter  This 
affordable  new  adapter  supports  a  minimum 
of  28  channels  of  broadband  video  with 
unmatched  reliability  And  since  it  does  the 
job  over  Category  5  Unshielded  Twisted  Pair, 
you  don’t  need  to  worry  about  installing 
coaxial  cable. 


To  run  broadband  video 
over  Unshielded  Twisted  Pair, 
major  brokerages  depend  on 
ultra-reliable  AI&T  SYSTIMAX® 
Structured  Cabling  Systems. 


As  always  with  SYSTIMAX  SCS,  you  get  the 
dependability  that  comes  only  with  the  world’s 
most  tested  cable  products.  Which  means  you’ll 
be  well  prepared  for  any  new  applications  now 
coming  your  way  What’s  more,  there’s  the  peace 
of  mind  that  everything’s  backed  by  Bell  Labs 
and  that  our  manufacturing  facilities  are 
ISO  9001  certified. 

So  whether  you’re  looking  at  a  new  installation 
or  a  retrofit  -  on  Wall  Street  or  off-  make  it 
future-proof  with  SYSTIMAX  SCS.  And  with  a 
certified  installation,  enjoy  the  protection  of  an 
unsurpassed  15-year  extended  product  and 
applications  assurance  warranty 

For  the  resellers  in  your  area  who  can  bring 
you  SYSTIMAX  SCS,  call  1  800  344-0223, 
ext.  5042.  Outside  the  U.S.,  call  602  233-5895. 

Or  visit  us  at  http://www.att.com/nst/ 


AT&T  SYSTIMAX®  SCS 


THE  LAST  CABLING  SYSTEM 
YOU’LL  EVER  NEED 


g^ATsT 
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Covering:  Tools  and  Techniques  for  Interenterprise  Networking 
and  Doing  Business  On-Line 


Defense  Department  launches  EDI  peace  initiative 


Plan  suggests  blending  the  U.S.  X12  and  international 
ED  IF  ACT  standards  to  avoid  expensive  conversions. 


Government  and  industry  officials  meet  in  Washington,  D.  C.  to  discuss  the  EDI  plan 


Briefs 

■  Paris-based  carmakers 

Peugeot  and  Citroen  selected 
IBM  Global  Network,  Inc.  to 
install  a  two-way  very  small 
aperture  terminal  satellite 
network  to  reach  4,200  inde¬ 
pendent  auto  dealers  in  11  Euro¬ 
pean  countries. 

■  The  Massachusetts  Turn¬ 
pike  Authority  chose  MFS  Net¬ 
work  Technologies,  Inc.  to  install 
an  SI  1. 8 million  electron ic  tol I 

collection  system  at  the  Boston 
Harbor  Tunnels  and  on  the  Mas¬ 
sachusetts  Turnpike. 

■  Beyond  2000  Systems, 
Inc.  is  shipping  a  $9, 995  World- 
Wide  Web  server  package 
that  consists  of  a  32-bit  Pentium 
server  bundled  with  WindowsNT 
and  Web  server  software  precon¬ 
figured  to  create  20  HyperText 
Mark-up  Language  pages. 

Beyond  2000:  (800 )  441-2282. 

■  Digital  Equipment  Corp. 

next  month  will  ship  its  Digital 
Internet  Tunnel  encryption  secu¬ 
rity  product.  This  lets  remote 
users  encrypt  data  between  a 
desktop  and  server  running  the 
software,  or from  server  to  server 
for  bulk  encryption.  The  Digi¬ 
tal  Internet,  Tunnel  server  sits  be¬ 
hind  the  firewall,  where  it 
encrypts  TCP/IP  data  with  the 
Data  Encryption  Standard  and 
authenticates  it  using  RSA  Data 
Security,  Inc.  ’s  public  key. 

Digital:  (800)  344-4825. 

■  AT&T  and  CNN  Interactive 

announced  plans  to  deliver  on¬ 
line  and  multimedia  service  via 
the  AT&T  Business  Network, 
which  will  have  hyperlinks  to 
CNN  Interactive’s  Web  site. 

■  Process  Software  Corp. 

announced  it  will  integrate  Ver¬ 
ity,  Inc.  ’s  search-and-retriev- 

al  technology  into  its  Purveyor 
World-Wide  Web  server  software 
by  early  1996.  This  will  let  stan¬ 
dard  Web  browsers  retrieve 
HyperText  Mark-up  Language 
pages  using  Verity  p  rocedures. 


By  Ellen  Messmer 

Long  Beach,  Calif. 

In  what  could  be  called  a  world 
peace  plan  for  electronic  data 
interchange,  the  Department  of 
Defense  has  proposed  a  plan  to 
end  the  conflict  between  re¬ 
gional  EDI  standards. 

The  approach  would  blend 
the  U.S.  national  ANSI  XI 2  stan¬ 
dard  with  the  international  EDI 
for  Administration,  Commerce 
and  Transport 
(EDIFACT)  stan¬ 
dard  in  software  so 
U.S.  firms  could 
avoid  the  expen¬ 
sive  upgrade  to 
EDIFACT.  The 
plan  last  week  was 
outlined  in  a  De¬ 
fense  Department- 
sponsored  study 
called  “Electronic 
Data  Interchange  Implementa¬ 
tion  and  Transition  Roadmap.” 

Most  firms  on  this  side  of  the 
pond  use  software  and  services 
that  support  X12,  while  nations 
such  asjapan  and  France  rely  on 
their  own  standards. 

However,  the  United  Nation’s 
EDIFACT  standard  is  viewed  as 
the  preferred  standard  for  many 


foreign  governments  and  glob¬ 
ally  active  corporations.  But  it 
has  fewer  transaction  sets  written 
for  it  than  ANSI  XI 2. 

While  the  Defense  Depart- 
mentwants  to  align  its  electronic 
commerce  strategy  with  its 
NATO  partners,  which  all  use 
EDIFACT,  it  does  not  want  to 
force  domestic  companies  to 
buy  expensive  X12-to-EDIFACT 
conversion  software  in  order  to 
do  business  with 
the  government. 

For  now,  the  De¬ 
fense  Department 
is  supporting  ANSI 
XI 2  in  its  domestic 
EDI  purchases  but 
plans  to  use  EDI¬ 
FACT  on  foreign 
military  bases. 

The  creation  of 
a  uniform  data  dic¬ 
tionary  that  blends  ANSI  XI 2 
and  EDIFACT  in  software  imple¬ 
mentations  could  resolve  the 
conflict,  ac-cording  to  the 
Defense  Department’s  Continu¬ 
ous  Acquisition  Lifecycle  Sup¬ 
port  (CALS)  Program  Office. 

“If  we  follow  this  approach,  it 
should  be  possible  to  come  up 
with  a  single  EDI  translator  to  be 


used  for  both  ANSI  X 1 2  and  EDI¬ 
FACT,”  said  CALS  Director 
Elaine  Litman.  “This  will  let  De¬ 
fense  and  industry  do  business 
more  economically  and  encour¬ 
age  migration  to  EDIFACT.” 

The  CALS  office,  which  de¬ 
fines  common  standards  for 
sharing  weapon  systems  design 
data  with  defense  contractors, 
this  spring  had  ManTech  Inter¬ 
national,  Inc.  investigate  ANSI 
X12  and  EDIFACT  to  find 
similarities. 

The  study,  which  the  Defense 
Department  distributed  at  last 
week’s  CALS  Expo  here  for  feed¬ 
back  and  debate,  reveals  that 
there  is  only  about  45%  com¬ 
monality  between  the  data  defi¬ 
nitions  for  EDIFACT  and  ANSI 
X12.  Thus,  it  would  be  expensive 
and  complicated  to  do  conver¬ 
sions  between  the  two  standards. 

The  report  recommends  that 
“with  a  standard  Electronic 


Commerce  Data  Dictionary,  low- 
cost  SQL  parsers  could  be  made 
available  to  parse  the  data  into 
appropriate  message  syntax.” 

Deanne  Ervin,  co-chair  of  the 
Federal  Electronic  Commerce 
Program  Management  office, 
said  the  report  proposes  a  way  to 
move  to  EDIFACT  with  dual  sup¬ 
port  for  ANSI  XI 2.  “You  could 
create  user-defined  files  that 
applications  would  use  to  go  to 
either  format,”  Erwin  said.  “But 
we’ll  have  to  change  the  EDI¬ 
FACT  message  to  use  it.” 

“It’s  a  tactical  approach  to  the 
problem.  It  sounds  like  the 
search  for  a  canonical  middle 
format/middleware  that  will 
map  into  a  native  structure,” 
said  Steve  Mahaney,  SmithKline 
Beecham  Corp.’s  director  of 
messaging.  Mahaney  said  the 
business  community  wants  to 
know  more  about  the  Defense 
Department’s  approach.  ■ 


BUSINESS  SPACE 

Not  a  bad  way  to  conference 


Ot’s  time  to  fire  up  my  crystal  ball  again. 

I’m  writing  this  in  a  bar  at  a  Club  Med 
just  outside  of  Nice,  France,  as  I’m  about 
to  return  to  the  U.S.  Sounds  way  cool, 
doesn’tit? 

Well,  lest  you  start  to 
think  I  was  leading  a  life 
of  enjoyment  and  relax¬ 
ation  in  the  balmy  atmo¬ 
sphere  of  Nice,  let  me  tell 
you  that: 

■  I  have  a  cold. 

■  I  have  been  at  a  confer¬ 
ence  and  haven’t  even 
had  time  to  go  in  the 
pool. 

■  This  must  be  the  only  Club  Med  that  isn’t 
near  the  sea. 

The  conference  was  Isocor’s  Partners 
Meeting. 

If  you  don’t  know  Isocor,  its  members  are 
heavyweights  in  the  X.400  and  backbone 
messaging  world  —  they  can  now'  do  1,000 


mail  transfers  per  second  using  a  Sequent 
Computer  Systems,  Inc.  machine. 

I  was  invited  there  by  Isocor’s  vice  presi¬ 
dent  of  marketing,  David  Knight,  to  talk 
about  the  Internet  and  its  future.  One  of  the 
topics  I  introduced  was 
that  we  need  to  get  rid  of 
the  Domain  Name  Sys¬ 
tem  (DNS). 

DNS  is  OK,  but  it  is 
starting  to  show  its  age. 
For  example,  as  the  Inter¬ 
net  gets  bigger,  DNS’  per¬ 
formance  is  slowly  but 
surely  getting  worse.  (Did 
you  happen  to  notice 
how  often  you  received  DNS  lookup  failures 
in  the  last  few'  weeks  that  were  cured  by  sim¬ 
ply  retrying?) 

Plus,  DNS  is  really  not  what  we  need. 

If  your  company  name  is,  for  instance, 
Proctor  &  Gamble  Co.,  why  would  you  want 
to  be  called  pandg.com? 


What  we  require  is  a  real  naming 
system. 

While  gibbs.com  isn’t  too  bad,  I  want  to  be 
known  as  Gibbs  &  Co.  (On  the  other  hand, 
the  generic  nature  of  gibbs.com  means 
there’s  a  small  chance  Gibbs  International 
might  make  me  an  offer  I  can’t  refuse  for  my 
domain  name.  If  you  work  for  Gibbs  Interna¬ 
tional,  please  note  that  I  can  be  contacted  as 
detailed  below.) 

My  guess  is  we’ll  see  an  explosion  of  X.500 
on  the  Internet  over  the  next  fewyears  (prob¬ 
ably  a  very  few  years)  that  will  coexist  with, 
and  ultimately  oust,  DNS.  So  don’t  worry  if 
you  can’t  get  the  killer  domain  name  you’d 
like  —  within  the  next  five  years  it  won’t  mat¬ 
ter  much. 

But  now  I’ve  got  to  rush  to  catch  a  plane. 
With  my  luck,  I’ll  have  seen  the  movie. 

Footnote:  The  movie  was  “While  You 
Were  Sleeping.”  I  have  now  seen  it  three 
times.  If  I  have  to  see  it  a  fourth  time,  I  maybe 
forced  to  gnaw  off  my  left  leg. 

By  the  time  you  get  to  read  this,  Mark  Gibbs 
will  be  back  in  the  office.  You  can  make  him  an 
offer  he  can ’t  refuse  at  mgibbs@gibbs.  com,  or  call 
him  at  (800  )  622-1108,  Ext.  504. 


Mark  Gibbs 


MORE  ON-LINE 

Get  documents  related  to 
the  latest  X12/EDI  FACT 
alignment  plan  via  Network 
World  Fusion.  Link  to  http:// 
www.nvitfusion.com. 
From  the  main  menu, 
select  News  +  then 
Electronic  Commerce. 
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"I  want  a  company  that’s  willing  to  prove 
its  commitment  to  Token-Ring  technology.” 


The  last  thing  you  need  these  days 
is  for  your  adapter  company  to  leave 
you  high  and  dry.  So  consider  this  a 
prenuptial  agreement:  IBM’s  new  16/4 
PCI  Token-Ring  Adapters  are  there  for 
you.  Suited  to  both  client  and  server 
environments,  they  come  with  DOS 


DOS  memory-reduction 
software 

Automatic  ring  speed 
selection  and  configuration 
(4  or  16  Mbps) 

■  Plug  and  Play  enabled 


Automatically  supports  both 
UTP  and  STP  cable  types 

•  LED  status  indicators 
•  Lifetime  warranty 1 

•  Competitively  priced 
•  Fax  ID  i  11496 


For  info,  call  1  800  772-222T.3  Or  try  our  web  site  at  www.pc.ibm.com 


memory-reduction  software  (available 
for  most  Token-Ring  adapters)2  that 
helps  you  run  DOS  better.  They’re  Plug 
and  Play  enabled,  so  installation  is 
easy.  And  they’re  competitively  priced. 
It’s  the  perfect  match.  And  why  there 
is  a  difference!" - —  — - 


’  Lifetime  warranty  lor  as  long  as  original  purchaser  owns  adapter  IBM's  Slalemenl  ol  Limited  Warranty  is  available  by  calling  1  800  772-2227,  Some  configurations  may  not  be  compalible.  check  minimum  system  requirements.  1  PCMCIA  adapter  available  12/95. 3  In  Canada, 
call  IBM's  HelpFax,  t  800  465-3299  (ask  lor  document  #35131),  IBM  is  a  regislered  trademarkand  "There  is  a  difference"  Is  a  trademark  ol  International  Business  Machines  Corp.  ©1995  IBM  Corporation. 


Technology  Update 

Keeping  Up  with  Network  Technologies  and  Standards 


The  one,  two,  three  of  building  virtual  LANs 


NETWORK 


Network  World  tracks  down 
answers  to  your  questions.  Please 
submit  them  to  Dana  Thorat  via 
phone  at  (800)  622-1 108,  the  Inter¬ 
net  at  djt@world.std.com  or  fax  at 
(508)820-1103. 

We’re  thinking  of  converting  from 
NETBIOS  Extended  User  Interface 
(NETBEUI)  to  TCP/IP  and  have 
TCP/IP  on  our  Windows  NT  Servers. 
Can  you  provide  information  or  refer 
me  to  a  similar  case  study? 

Via  Network  World  Fusion. 

The  TCP/IP  stack  in  Windows  NT 
Server  makes  it  simple  to  replace 
NETBEUI,  says  Bob  Audlee,  presi¬ 
dent  of  Realworld  Network  Consult¬ 
ing,  Inc.  in  Leominster,  Mass.  Start 
by  configuring  a  Windows  NT  Server 
as  a  Windows  Internet  Naming  Ser¬ 
vice  host. 

A  similar  study  is  covered  at 
http://www.microsoft.com/services/ 
technet/analpln/cs/sqnt779t.htm. 

For  more  detail,  visit  Network 
World  Fusion  at  http://www.nwfu- 
sion.com.  Select  Forum  from  the 
main  menu,  then  Help  Desk  and  look 
for  Conversion  to  TCP/IP. 

I  installed  Windows  95  using  NET- 
SETUPon  a  Novell,  Inc.  NetWare  3.11 
server.  But  a  NetWare  3.12  server 
refused  to  load  0S2.NAM,  which  is 
used  for  long  file  name  support. 
What  should  I  do? 

Via  Network  World  Fusion. 

T/pe  LOAD  0S2  at  the  NetWare 
prompt.  Then  type  ADD  NAME 
SPACE  0S2  TO  cvolume — name>. 
Next,  add  the  line  LOAD  0S2  to 
the  STARTUP.NCF  file  using 
INSTALL.NLM.  Lala  Mamedov,  a 
senior  product  support  specialist  at 
Stream  International,  Inc.,  a  soft¬ 
ware  reseller  and  support  company 
in  Norwood,  Mass.,  says  this  should 
work.  If  it  doesn't,  verify  the  actual 
file  0S2.NAM  is  in  the  same  place  as 
SERVER.EXE  on  the  DOS  partition. 

If  you  still  have  a  problem,  it  might 
be  that  the  long  file  name  is  turned 
off  by  default  on  your  NetWare  3.1 1 
server.  To  enable  it,  get  the  file 
0S2NSFIX.EXE  from  Novell’s  World- 
Wide  Web  page  at  http://www. 
novell.com  or  on  Novell’s  Compu¬ 
Serve  forum.  Run  this  utility  and  add 
thelineSupportLFN=2tothe  [nwre- 
dir]  section  of  SYSTEM.INI  on  each 
node  running  NetWare  Client. 


By  Bob  Olsen 

Networking  players  agree  the 
next  generation  of  local  back¬ 
bones  will  rely  heavily  on  switch¬ 
ing  and  virtual  LAN  manage¬ 
ment,  but  they  are  at  odds  over 
how  to  create  this  environment. 

VLANs  are  the  broadcast 
domains  of  location-indepen¬ 
dent  LANs.  Broadcast  frames 
emitted  by  an  endstation  are 
delivered  only  to  other  endsta- 
tions  that  are  members  of  the 
same  VLAN.  This  ensures  that 
nonmember  endstations  are  not 
receiving  irrelevant  broadcasts. 

Administrators  populate 
VLANs  with  clients  and  servers 
that  communicate  with  each 
other  frequently.  Routers  inter¬ 
connect  VLANs  and  filter  unnec¬ 
essary  broadcasts  between  them. 

Switch  vendors  have  three  dif¬ 
ferent  strategies  for  configuring 
and  managing  VLANs.  Each 
plan  corresponds  direcdy  to  one 
of  the  first  three  layers  of  the 
International  Standards  Organi¬ 
zation’s  Open  Systems  Intercon¬ 
nection  reference  model.  Some 
vendors  view  a  VLAN  as  a  group 
of  LAN  segments,  others  see  it  as 
a  group  of  media  access  control 
(MAC)-layer  addresses,  and  still 
others  consider  it  a  group  of  net¬ 
work-layer  addresses. 

Grouping  by  LAN  segment 

Net  administrators  create  and 
maintain  VLANs  based  on  a 
group  of  LAN  segments,  each  of 
which  corresponds  to  a  switch 
port.  They  simply  gather  port 
identifiers  into  named  groups, 
typically  via  a  VLAN  manage¬ 
ment  application  that  has  a 
drag-and-drop  graphical  user 
interface. 

All  endstations  on  the  LAN 
segments  assigned  to  a  VLAN  are 
in  the  same  broadcast  domain 
and  can  directly  communicate 
with  one  another.  Routers  are 
required  for  communication 
between  endstations  in  different 
VLANs. 

The  primary  advan  tage  of  seg¬ 
ment-based  VLANs  is  that  ven¬ 
dors  can  implement  them  with 
relative  ease  and  little  expense. 
No  intelligence  is  needed  by  the 
switch  to  inspect  and  forward 
individual  endstation  frames  on 
the  basis  of  MAC-  or  network- 
layer  addresses.  A  broadcast  that 
comes  in  a  port  simply  goes  out 


to  all  other  ports  in  the  VLAN. 

But  this  simplicity  can  be 
problematic  for  users  and 
administrators.  For  example, 
users  cannot  freely  move  around 
the  network  because  their 
VLANs  are  physically  limited  to 
just  a  subset  of  all  available  LAN 
segments.  If  users  relocate  to  a 
LAN  segment  outside  their 
VLAN,  they  will  have  to  commu¬ 
nicate  back  with  the  home  server 
via  a  router. 

What’s  more,  manual  inter¬ 
vention  is  required  to  set  up  and 
maintain  each  VLAN.  This  not 
only  introduces  a  new  adminis¬ 
trative  task,  but,  perhaps  worse, 


makes  it  impractical  to  support 
surfing  across  VLANs  for  audio, 
video  and  other  real-time  appli¬ 
cations  based  on  the  IP  Multicast 
protocol. 

Grouping  by  MAC  address 

Configuring  a  VLAN  with 
MAC  addresses  enhances  a 
switched  network’s  ability  to  deal 
with  endstation  moves.  This 
scheme  not  only  allows  endsta¬ 
tions  on  different  LAN  segments 
to  be  in  the  same  VLAN,  but  also 
allows  endstations  in  different 
VLANs  to  be  on  the  same  LAN 
segment. 

When  an  endstation  moves, 
its  VLAN  affiliation  automati¬ 
cally  goes  with  it  because  its  48-bit 
MAC  address  is  still  embedded  in 
the  computer’s  LAN  interface. 

But  there  is  no  consistent, 
practical  way  to  acquire  MAC  ad¬ 
dresses  and  associate  them  with 
specific  user  names,  user  groups, 
protocol  types,  subnetwork  ad¬ 
dresses  and  the  like.  Some  end- 
stations  can  display  their  MAC 


addresses,  but  many  cannot.  And 
some  machines  have  MAC  ad¬ 
dresses  printed  on  their  LAN 
interface  modules,  but  many  do 
not.  A  network  sniffer  can 
acquire  MAC  addresses  from 
incoming  packets,  but  it  cannot 
tell  which  user  belongs  to  which 
MAC  address. 

The  MAC  address  approach 
to  VLANs  is  more  flexible  than 
the  segment-based  method  for 
handling  endstation  moves,  but 
VLANs  populated  by  MAC 
addresses  require  considerable 
manual  configuration. 

In  addition,  MAC  address 
VLANs  cannot  be  dynamically 


created  by  users,  making  it 
impractical  to  implement  real¬ 
time  multicast  applications. 

Grouping  by  net  address 

To  overcome  any  need  to 
manually  configure  VLANs, 
some  switches  look  at  network- 
level  attributes  of  traffic  to  auto¬ 
matically  populate  VLANs.  End- 
stations  using  the  same  nonrout- 
able  protocol  are  placed  in  a 
VLAN  —  one  VLAN  for  Local 
Area  Transport,  one  for  NET¬ 
BEUI,  for  example. 

Endstations  using  routable 
protocols  are  assigned  to  VLANs 
based  on  type  and  subnetwork 
number — one  VLAN  for  IP  Sub¬ 
net  4,  another  for  IP  Subnet  5,  a 
third  for  IPX  Network  9  and 
so  on. 

The  switches  automatically 
create  VLANs  by  examining  all 
broadcast  and  multicast  frames. 
Every  endstation,  regardless  of 
protocol,  issues  broadcasts  to 
request  information  or  an¬ 
nounce  its  presence.  The  con¬ 


tent  of  the  broadcast  frame 
includes  the  sender’s  MAC 
address,  protocol  type  and,  if  a 
routable  protocol,  its  network 
address.  This  is  everything  the 
network  needs  to  automatically 
assign  endstations  to  VLANs. 

Like  in  the  MAC  address 
scheme,  endstations  on  different 
segments  can  be  in  the  same 
VLAN  and  endstations  in  differ¬ 
ent  VLANs  can  be  on  the  same 
LAN  segment.  This  ensures  full 
freedom  of  user  adds,  moves  and 
changes. 

Automatic  VLAN  member¬ 
ship  based  on  network-level 
attributes  also  supports  IP  Multi¬ 


cast,  an  increasingly  popular 
addition  to  the  TCP/IP  protocol 
suite.  IP  Multicast  distributes 
copies  of  the  same  traffic  to  mul¬ 
tiple  endstations  via  LAN  multi¬ 
cast  addresses. 

Protocol-aware  VLANs  also 
permit  greater  configuration 
control  of  a  switch-based  net¬ 
work.  Net  administrators  can 
restrict  protocols  and  network 
addresses  to  specific  LAN  seg¬ 
ments  and  use  Simple  Network 
Management  Protocol-based 
management  applications  to 
acquire  and  display  the  global 
view  of  the  Layer  1 , 2  and  3  struc¬ 
tures  of  a  backbone  network. 

To  get  what  they  need  from  a 
VLAN  environment,  net  admin¬ 
istrators  should  understand 
these  schemes  and  know  which 
technique  their  LAN  switches 
use. 

Olsen  is  vice  president  of  market¬ 
ing  at  Agile  Networks,  Inc.,  a  Boxho- 
rough,  Mass.,  manufacturer  of 
Ethernet  and  A  TM  switches. 
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UP  CLOSE 

Populating  a 
virtual  LAN 

VLANs  can  be  constructed 
and  maintained  in  three 
ways,  each  of  which  cor¬ 
responds  to  a  layer  of  the 
Open  Systems  Intercon¬ 
nection  reference  model. 


4  Layer  1  VLANs  are 

I  based  on  groups  of 

X  LAN  segments, 

^  Layer  2  VLANs  are  i 

each  of  which 

I  built  using  groups  of 

corresponds  to  a 

£m  media  access  control 

switch  port. 

addresses. 

VLAN1 

VLAN2 

• 

• 

• 

• 

• 

• 

• 

• 

VLAN1 


VLAN2 


020701A3EF1A  020701A3EF1A 


0A032153EE04  0A0321A3EE04 


0A032133DDD3  020701A3DDD3 


020701A4043E  020701A4043E 


0207018A16A2 

02070123A92B 


3 


Layer  3  VLANs 
are  created 
using  groups 
of  network 
addresses. 


VLAN1 

IP  Subnet 
198.3.104 

VLAN2 
.  IPX  NetuffifteSs 
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You  might  say  we’re  on  a  roll.  Presenting  3Com’s  EtherLink®III 
PCI  adapter,  the  newest  addition  to  our  long  line  of  powerful 
adapters  for  the  industry’s  hottest  new  bus  type.  And  the  best  per¬ 
forming  Ethernet  PCI  adapter  available.  All  at  a  price  that  makes  it 
an  extraordinary  value. 


¥  ) 
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The  EtherLink  III  PCI  Adapter  Card. 


Like  the  rest  of  the  EtherLink  III  family,  EtherLink  III  PCI 
comes  with  3Com’s  patented  Parallel  Tasking®  technology.  So 
you’re  assured  the  fastest  possible  network  performance.  Always. 
Plus,  its  bus  master  design  offloads  the  system’s  CPU  so  both 


TE  ROUTERS  WAN  BACKBONE  SOLUTIONS 


)  1995  3Com  Corp.  (4(18)  764-5000.  3Com.  EtherLink,  Parallel  Tasking  and  Networks  That  Go  the  Distance  are  trademarks  of  3Com  Corp.  To  leam  more,  visit  3Com’s  worldwide  web  site  at  http:  //www.  3Com.com  *TPO  version  $59.  Combo  version  $79.  Limit  one 


PERSONAL  OFFICE  SOLUTIONS 


ATM  SWITCHES  ISDN  SOLUTIONS 
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clients  and  servers  perform  at  optimal  levels.  And  the  EtherLink  III 
PCI  adapter  card  is  guaranteed  compatible  with  all  PCI-compliant 
machines,  or  your  money  back. 

Add  full  SNMP  manageability  and  easy,  virtually  instant  instal¬ 
lation,  and  it’s  clear  our  newest  member  is  fully  living  up  to  the 


SSIS  HUBS  REMOTE  OFFICE  SOLUTIONS 


family  name.  For  more  information,  and  to  get  a  $59*  EtherLink  III 
PCI  evaluation  card,  call  1-800-NET-3COM. 


come  along  since,  well,  our  last  five. 


EtherLink  III  EISA 


EtherLink  III  PCMCIA 


Fast  EtherLink  PCI  10/100 
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NETWORKS  THAT  GO  THE  DISTANCE 


per  customer  location,  while  supplies  last.  Offer  expires  September  30,  1995. 
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SIGHTS 


The  back-burner  blues 


OK,  frame  relay  is  rolling  along  quite  nicely  when  the  regula¬ 
tory  monster  raises  its  ugly  head  and  bites  customers. 

Buyers  are  snapping  up  the  service,  often  as  part  of  a 
neatly  bundled  package  that  includes  hardware,  when  the  Fed¬ 
eral  Communications  Commission  rules  frame  relay  is  a  basic 
sen  ice  and  has  to  be  tariffed.  The  ruling  raises  the  prospect  of 
price  hikes,  throws  into  doubt  the  validity  of  current  contracts 
and  muddies  the  waters  of  bundling,  which  simplifies  the  buying 
process. 

Now  you’re  expecting  me  to  blast  the  FCC,  right?  I  can’t, 
because  the  agency  is  correct.  AT&T’s  arguments  and  customer 
concerns  aside,  frame  relay  is  a  basic  service  and  should  be 
tariffed. 

And  the  truth  is  that  even  the  FCC  didn’t  want  this  decision. 
Chairman  Reed  Hundt  has  expressed  a  desire  to  do  away  with 

tariffing  for  many  services,  and  this  rul¬ 
ing  must  rankle  the  pro-competition 
FCC.  But  the  agency  has  no  choice.  It 
has  to  follow  the  letter  of  the  law  —  the 
Communications  Act  of  1934  —  until 
Congress  changes  it. 

And  there’s  the  rub:  The  telecom¬ 
munications  reform  effort  is  stalled 
once  again.  With  other  issues  jostling  for  Congress’s  and  the 
White  House’s  attention,  telecom  reform  has  moved  to  its  accus¬ 
tomed  spot:  the  back  burner.  A  committee  is  ironing  out  differ¬ 
ences  between  House  and  Senate  versions  of  a  reform  bill,  but 
don’t  expect  action  this  session.  And  don’t  expect  greater 
urgency  in  1996 — a  presiden  tial  election  year. 

Customers  like  you  keep  bearing  the  brunt  of  Congress’ 
inability  to  finish  telecom  reform.  Whether  it’s  topsy-turvy  rul¬ 
ings  on  contract  tariffs  or  sendees  like  frame  relay,  buyers  are 
continually  subject  to  the  vagaries  of  the  regulator)'  process. 

Hard-fought  deals  can  be  altered  at  the  stroke  of  a  pen  — 
something  that  doesn’t  happen  in  any  other  sector  of  the  net¬ 
work  industry.  Imagine  your  deal  to  buy  100  Cisco  routers  was 
turned  on  its  head  by  a  government  agency.  You’d  be  outraged. 
Yet  network  services  buyers  are  accustomed  to  such  nonsense. 

Rather  than  engage  in  fruitless  budget  brinksmanship,  the 
Republican  leadership  should  boldly  go  where  no  Democratic 
Congress  has  gone  before  —  to  pass  a  reform  bill.  You  can  speed 
the  trip  by  letting  your  legislators  know  you’re  tired  of  waiting. 

J ohn  Gallant,  editor  in  chief  jgallant@nww.com 
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THE  BLUE  VIEW 

IBM  pulls  a  switch  on  token  ring  that 
puts  it  in  mixed  company 


nn  an  attempt  to  address 
the  burgeoning  market 
demand  for  token-ring 
switching  and  frame  relay, 

IBM  recently  decided  to  resell 
third-party  products  instead  of 
its  own  (AW,  Sept.  25,  page  6). 

The  tactical  shift  raises  a  red 
(lag  as  to  the  role  IBM  is  creat¬ 
ing  for  itself  in  networking.  For 
the  next  two  years,  both  token¬ 
ring  switching  and  frame  relay 
encapsulation  using  the  RFC  1490  encapsulation 
technique  for  supporting  multiprotocol  traffic  will 
dominate  IBM  networking. 

Much  to  IBM’s  chagrin  —  given  the  potential 
impact  on  its  business  plans  —  Asynchronous 
Transfer  Mode  will  take  a  backseat  to  these  two 
technologies. 

Though  not  in  the  same  mega-league  as  ATM, 
both  token-ring  switching  and  frame  relay  provide 
additional  bandwidth.  They  also  have  the  indubita¬ 
ble  virtues  of  being  cost-compelling,  nearly  noil- 
disruptive  and  very  low  risk. 

Within  the  IBM  world,  token-ring  switching  will 
ultimately  be  the  campus  bandwidth¬ 
enhancing  precursor  to  ATM.  Token¬ 
ring  switching,  not  ATM,  will  thus 
provide  this  community  with  its  first 
real  taste  of  contemporary  switching 
technology.  On  the  other  hand,  frame 
relay  will  provide  mid-band  WAN  band¬ 
width  (up  to  2M  bit/ sec)  and  the  frame¬ 
work  to  realize  multiprotocol  net¬ 
working  across  the  WAN. 

For  token-ring  switching,  IBM,  at 
least  as  a  stop-gap  measure,  is  now 
reselling  the  market-leading  Centillion 
100  switch  from  Centillion  Networks, 

Inc.  (a  unit  of  Bay  Networks,  Inc.)in  place  of  IBM’s 
own  ill-fated  8272  switch. 

The  8272,  preannounced  more  than  a  year  ago, 
now  has  an  uncanny  parallel  with  the  infamous 
IBM  6611  bridge/router,  also  unexpectedly 
delayed  at  the  last  minute  after  being  prean¬ 
nounced  over  a year  in  advance. 

On  the  frame  relay  side,  IBM  has  struck  ajoint- 
marketing  agreement  with  another  market  leader 
—  this  time  Sync  Research,  Inc.  Given  that  IBM 
does  have  other  frame  relay  solutions,  including 
the  22 10  bridge/ router  based  on  Proteon,  Inc.  soft¬ 
ware,  the  Sync  Research  agreement  can  be  rational¬ 
ized  as  an  exercise  in  product-line  enhancement. 

The  Bay  Networks  deal,  however,  is  not  that  easy 
to  justify.  The  problem  is  the  Centillion  switch  is 
essentially  the  antithesis  of  the  8272.  With  the  8272 
announcement,  IBM  introduced  the  exciting 
notion  of  cut-through  mode  frame  switching  to  the 
token-ring  world.  Although  cut-through  was  the 
norm  with  Ethernet  switching,  none  of  the  early 
token-ring  switches  supported  it. 

With  cut-through,  a  switch  starts  forwarding  the 
bits  that  make  up  a  frame  as  soon  as  it  has  deter¬ 
mined  what  the  destination  port  should  be.  It  does 
this  by  reading  the  Layer-2  destination  address  at 
the  start  of  every  token-ring  frame.  Cut-through 
potentially  reduces  the  time  a  switch  takes  to 
deliver  a  complete  packet  from  one  port  to 
another.  Due  to  cut-through’s  on-th e-fly  bit-for- 


warding,  all  the  bits  in  a  frame 
will  have  arrived  at  the  destina¬ 
tion  shortly  after  the  final  bit 
was  received  at  the  source  port. 

Though  offering  cut- 
through,  the  8272  does  notsup- 
port  source  route  bridging 
(SRB),  even  though  all  the 
other  token-ring  pioneers, 
such  as  Standard  Microsystems 
Corp.,  Bay  Networks  and 
Nashoba  Networks,  Inc.  sup¬ 
ported  and  promoted  SRB.  Initially,  IBM  suggested 
external  SRB  bridges  be  used  with  the  8272, 
although  it  later  promised  to  provide  SRB  in  1 996. 

The  Centillion  switch  that  IBM  is  now  reselling 
in  place  of  the  8272  does  not  have  cut-through  but 
does  support  SRB,  an  about-face  for  IBM  and 
to  ke  n-ri  ng  swi  tc  h  i  ng. 

To  be  fair,  it’s  worth  noting  that  neither  cut- 
through  nor  SRB  is  imperative  for  token-ring 
switching.  Not  having  SRB  precludes  the  availabil¬ 
ity  of  redundant  paths  within  the  network  and  the 
possibility  of  using  duplicate  media  access  control 
addresses  on  separate  IAN  segments.  It  also  pre¬ 
vents  assignment  of  ring  numbers  —  a 
technique  often  used,  but  not  essen¬ 
tial,  for  network  management.  Using 
external  bridges  also  works. 

Cut-through’s  higher  speed  also 
does  not  mean  that  it  is  always  more 
desirable.  For  a  start,  there  is  always  a 
danger  that  erroneous  frames  may  be 
forwarded  —  wasting  bandwidth  on 
the  output  port  and  LAN.  In  addition, 
the  throughput  gains  that  cut-through 
makes  possible  are  dependent  on  con¬ 
gestion  and  the  nature  of  the  traffic 
being  forwarded. 

If  the  output  port  required  to  forward  a  packet  is 
busy  either  receiving  or  forwarding  another 
packet,  cut-through  mode  cannot  work.  In  that 
case  it  essentially  reverts  to  a  store-and-forward 
mode. 

Although  the  presence  or  absence  of  cut- 
through  and  SRB  may  disrupt  many  of  your  well- 
laid  plans,  it  is  not  the  real  issue  with  the  Centillion 
deal. 

The  crux  of  the  matter  is  that  IBM’s  Switched 
Virtual  Networking  must  have  multivendor  inter¬ 
operability  now  that  IBM  has  introduced  a  non- 
IBM  switch  into  its  family.  Before  striking  a  deal 
with  Bay  Networks,  IBM  was  beholden  only  to  its 
two  largest  competitors  for  the  bulk  of  its  strategic 
campus-level  products.  It  is  now  beholden  to  its 
three  largest  competitors.  And  last  but  most  dis¬ 
turbing,  this  trend  highlights  IBM’s  current  inabil¬ 
ity  to  deliver  competitive  and  compelling 
networking  products  on  time. 

Those  of  you  who  are  IBM  customers  have  no 
other  option  but  to  look  at  other  solutions  and 
think  of  IBM  as  simply  another  vendor  alongside 
Cisco  Systems,  Inc.,  Bay  Networks,  3Com  Corp., 
and  Cabletron  Systems,  Inc. 

Guruge  is  an  independent  consultant  specializing  in 
internetworking  and  IBM  network  architectures.  He  can 
be  reached  at  (603)  878-1303  or  via  the  Internet  at 
aguruge@mcimail.com. 


Anura  Guruge 


Within  the  IBM 
world,  token-ring 
switching  will 
ultimately  be  the 
campus  bandwidth¬ 
enhancing  precur¬ 
sor  to  ATM. 
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TELECOM  95 

Beware  the  telecom  answer  man 

Christopher  Finn 


fter  spending  a  week  at  Telecom  95  in  Geneva,  I  am  sure  of 
three  things:  The  amount  of  money  spent  by  the  confer¬ 
ence  exhibitors  and  attendees  could  fund  United  Nadons 
|  |  operations  in  Bosnia  until  the  onset  of  true  peace;  telecom¬ 

munications  has  become  the  most  important  single  element  of  net¬ 
working  and  networked  computing;  and  no  one  really  knows  what 
the  world  of  telecom  will  look  like  when  Telecom  99  rolls  around. 

To  start,  the  booths  were  like  nothing  ever  seen 
at  a  network  industry  trade  show  in  the  U.S.  If  you 
think  Interop  is  big,  think  again.  How  many 
Interop  booths  have  elevators  on  the  show  floor  to 
take  you  up  to  VIP  areas  where  you  can  feast  on  a 
buffet  of  smoked  salmon  and  champagne?  At  Tele¬ 
com  95,  that  was  the  bare  minimum  for  a  major  car¬ 
rier  or  equipment  vendor. 

Such  extravagant  surroundings  induce  extrava¬ 
gant  thinking.  For  example,  I  was  fortunate 
enough  to  hear  noted  author  and  futurist  George 
Gilder’s  views  on  the  future  of  telecommunica¬ 
tions.  He  talked  of  networks  with  “free”  bandwidth 
and  ubiquitous  access  as  never  before  imagined. 

He  asserts  that  Moore’s  Law  of  exponential  advances  of  proces¬ 
sor  speed  pales  compared  to  the  explosion  of  bandwidth  he  pre¬ 
dicts  will  soon  be  available  in  the  wide  area,  thus  prompting  the 
information  industry  to  focus  on  the  pivotal  role  telecom  plays  in 
networking. 

It  seems  to  me  that  Gilder’s  remarks  certainly  ring  true  in  the 
sense  that  local-area  networking  expertise  will  soon  become  a  com¬ 
modity.  A  few  years  ago,  technicians  who  understood  NetWare 
could  wear  shorts  and  Birkenstocks  to  work.  Today,  they  are  likely 
to  be  scrambling  to  avoid  staff  cutbacks  or  are  sitting  in  ATM  semi¬ 
nars.  Ethernet  has  become  like  electricity — just  one  more  plug  on 
the  wall. 

That  said,  it  is  easy  to  conclude  that  “free”  bandwidth  will  make 
the  wide  area  look  a  lot  like  the  local  network  —  the  WAN  will 
quickly  become  a  thing  taken  for  granted. 

However,  these  views  don’tjibe  with  the  fact  that  transport  is  a 


1 2-figure  industry.  Garriers  are  not  about  to  start  devaluing  the  ser¬ 
vice  they  provide.  As  network  costs  drop  in  relation  to  bandwidth, 
you  can  be  sure  that  the  costs  related  to  supporting  that  transmis¬ 
sion  will  drive  the  cost  of  the  wide-area  service. 

We  are  already  seeing  it  —  network  costs  account  for  less  than 
half  the  cost  of  a  voice  call.  The  rest  goes  to  billing,  customer  service 
and  to  cover  sales  costs.  As  such,  we  may  see  some  dramatic  changes 
in  how  carriers  price  services,  but  don’t  count  on 
telecommunications  costs  to  decrease  overall. 

In  an  article  in  the  International  Herald  Tribune, 
an  International  Telecommunication  Union  (ITU) 
official  says,  in  effect,  that  carriers  may  move  to 
fixed  charges  for  access  with  no  usage  charges  for 
voice  and  data. 

He  does  not  suggest  that  this  will  radically  bring 
down  overall  costs  but  that  factors  point  to  this  as  a 
more  efficient  system.  Try  telling  that  to  those 
RBOCs  that  have  just  spent  $400  million  for  systems 
to  bill  for  usage  and/ or  transacdons. 

Hence  my  third  point,  which  is  that  no  one  really 
knows  where  this  is  all  going.  Carrier  and  ITU  officials,  as  well  as 
some  consultants,  may  feel  they  have  a  crystal  ball  or  that  they  can 
control  the  direction  of  telecom.  However,  there  is  now  no  single 
organization  or  alliance  that  can  dictate,  or  even  predict  with  cer¬ 
tainty,  the  shape  of  things  to  come.  If  people  tell  you  they  have  the 
answers,  regard  them  as  you  would  the  naked  man  who  offers  you 
his  shirt. 

Still  think  you  know?  All  right,  raise  your  hand  if  you  knew  at 
Telecom  91  that  the  Internet  would  become  the  single  most  domi¬ 
nant  force  in  telecom,  or  that  the  talk  of  global  carrier  alliances 
would  bear  virtually  no  fruit  for  four  years. 

Hmm.  I  thought  so. 

Finn  is  a  senior  consultant  with  TeleChoice,  Inc.,  a  Verona,  N. ].,  con¬ 
sultancy  specializing  in  strategic  planning  and  analysis  of  intelligent  net¬ 
works,  services  and  applications.  He  can  be  reached  at  (804)  288-6864  or 
via  the  Internet  at  chris_fmn@mail.  telechoice,  com. 
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Geographic  domain  names 

I’m  writing  about  Scott  Bradner’s  recent 
column  on  geographic  domain  names  on 
the  Internet  (Oct.  2,  page  22). 

Geographic  domain  names  have  a  place 
in  the  world,  but  they  are  not  a  substitute  for 
functional  classifications  like  .com.  IBM  is  a 
worldwide  company,  even  its  divisions  have 
operations  in  multiple  countries.  It  would 
be  ridiculous  to  force  IBM  to  use  multiple 
domains  and  silly  to  tie  any  of  them  to  a  spe¬ 
cific  country.  Ibm.com. us  would  not  be 
descriptive. 

As  for  smaller  outfits  like  my  own  com¬ 
pany,  the  option  of  a  name  like  com- 
pata.costamesa.ca.us  is  available.  But  if  we 
relocate  to  another  city,  we  should  not  have 
to  change  our  domain.  Small  companies 


hope  to  get  bigger,  and  one  of  the  conse¬ 
quences  of  getting  bigger  is  that  they  move. 
A  constant  domain  name  is  one  of  the 
advantages  the  Internet  has  over  the  cur¬ 
rent  telephone  network  (except for  800  and 
500  numbers). 

Geographic  names  are  appropriate  for 
entities  that,  by  their  very  nature,  will  never 
move,  such  as  government  agencies. 

David  Close 
Principal  consultant 
Compata 
Costa  Mesa,  Calif. 

AT&T  column  mistaken 

In  her  column  about  the  breakup  of 
AT&T  (Sept.  25,  page  72),  Mary  Johnston 
Turner  states  that  “The  push  toward  prod¬ 
uct  commoditization  dictates  low-cost  man¬ 
ufacturing,  sales  and  distribution  models 
for  hardware  and  software.”  That  is  mis¬ 
taken,  especially  with  regard  to  AT&T. 

NCR  Gorp.  was  a  sound  PC  marketeer 
before  AT&T  paid  top  dollar  for  it.  But  the 
result  of  the  acquisition  was  the  creation  of 
AT&T’s  Global  Information  Solutions, 
which  has  now  gone  away. 

AT&T  has  failed  in  trying  to  market  com¬ 
puters  such  as  PCs. 


AT&T  has  also  failed  just  as  badly  in  the 
software  area.  AT&T  sold  Unix  to  Novell  for 
about  $360  million. 

Now  Novell  wisely  has  unloaded  Unix  to 
The  Santa  Cruz  Operation,  Inc.  for  about 
half  that  price.  In  a  wise  move,  AT&T 
divorced  itself  of  Unix.  But  what  is  Unix 
without  the  C  language?  AT&T  still  has 
interest  in  C++  but  has  again  failed  in  the 
software  business  because  C++  has  not  deliv¬ 
ered  on  its  promise  as  the  panacea  for 
object-oriented  technology. 

The  point  is  that  Turner’s  notion  about 
commoditization  makes  no  sense  when  a 
company  is  selling  off  divisions  as  an  act  of 
final  despair. 

Colin  James  III 
Principal  scientist 
CEC  Services,  LLC 
Lakewood,  Colo. 

The  author  responds:  My  comments  about  com¬ 
moditization  were  directed  at  the  consumer  and 
business  telephony  equipment  businesses  such  as 
Paradyne  Carp. ,  which  ivill  be  incorporated  into 
the  yet-to-be-named  equipment/product  house. 
My  conclusions  apply  to  such  devices  as  phones, 
private  branch  exchanges,  modems  and  data  ser¬ 
vice  units,  which  are  widely  recognized  as  com¬ 
modities  and  are  increasingly  sold  via  low-cost 
channels. 
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Strategies  &  Solutions 

for  High-Performance 
remote  Computing 

Presented  by  Hank  Allard 


Su/itfhi  Re9's!er  f°r  our 

seminar  and  /earn  J  l-  t0  thls 

lour  remote  users. 

*®F0R  BOTH 

sm%T . 


REMOTE  ACCESS  FOR  INCREASED 
PRODUCTIVITY 

The  growing  ranks  of  your  organization's 
remote  users  increasingly  depend  on  fully 
extended  network  services  wherever  they  are 
and  whenever  they  want.  To  deliver  optimum 
productivity,  you  are  charged  with  the  chal¬ 
lenging  job  of  establishing,  implementing  and 
maintaining  an  integrated  remote  network 
access  solution. 

Remote  LAN  Access:  Strategies  and  Solutions 
for  High-Performance  Remote  Computing  is  a 
practical,  information-packed  one-day  seminar 
that  will  explore  the  myriad  of  remote  access 
technologies  and  solutions.  Throughout  the 
seminar,  remote  access  "success  stories"  from 
a  wide  variety  of  corporate  implementers  will 
help  you  determine  what  level  of  remote  net¬ 
work  access  you  need  and  will  put  you  well  on 
your  way  to  developing  your  own  remote 
access  plan. 

This  seminar,  directed  and  taught  by  Hank 
Allard,  a  leading  remote  access  and  mobile 
computing  consultant,  will  guide  you  through 
several  remote  access  options  including  LAN  to 
LAN  routing,  remote  node  as  well  as  the  vari¬ 
ous  options  for  providing  complete  remote 
internet  access. 

Don't  miss  out,  register  today! 


1996  Seminar 
LOCATIONS 

&  Dates 


boston,  MA 

JAN.  23 


#  Chicago,  IL 

_  a  ■ 


“Well  organized  and  covered  the 
topics  completely!” 


Chris  Stokes, 

General  Manager 
Infinibyte  Technologies,  Inc. 


JAN.  25 

Atlanta,  GA 
Feb.  7 

Orlando,  FL 

Feb.  9 

Philadelphia,  PA 

FEB.  27 

DALLAS,  TX 
Feb.  29 


Register  and  you  will  receive... 


“ Very  impressive ,  very  informative 
-excellent presentation.  Obviously 
a  great  deal  of  research  and 
preparation  went  into  this” 


Jon  Inge, 

Manager  of  Systems  &  Installation 
Westin  Hotels  &  Resorts 


IRVINE,  CA 

MAR.  6 

San  Francisco,  CA 

mar.  8 

New  York,  NY 

MAR.  13 

Washington,  DC 
Mar.  15 


•  Comprehensive  seminar  workbook  including  all  seminar  slides, 
graphics  and  case  studies 

•  Copy  of  Remote  Connections  textbook  by  Henry  Wong 

•  Luncheon  and  break  refreshments 

•  All  of  the  above  included  in  your  $395  registration  fee 

Note:  If  you  can't  attend,  call  us  and  order  this  informative 
and  useful  attendee  materials  kit  for  just  $99.95! 


Remote  M 
LAN  H 
Connections 


1 2  REMOTE  ACCESS  BENEFITS  TO 
TAKE  BACK  TO  YOUR  COMPANY  . . . 

1 .  Determine  the  most  successful  application  opportunities 
for  Remote  LAN  Access  in  local,  metropolitan  and  wide- 
area  networks 

2.  Evaluate  different  remote  access  technologies  such 

as  dial-up  routing  (remote  node),  remote  control  and 
terminal  emulation 

3.  Learn  how  the  integration  of  local  and  wide-area 
switched  connectivity  products  and  services  will 
enhance  Remote  LAN  Access  solutions 

4.  Assess  the  opportunities  for  Remote  LAN  Access  and 
Internet  access  integration.  Opportunities  include 
equipment  and  service  cost  savings,  security  firewalls, 
management  and  control 

5.  Examine  over  1 0  case  studies  of  companies  who  have 
successfully  implemented  dial-up,  ISDN,  Frame  Relay, 
wireless  and  switched  connectivity  solutions 

6.  Learn  how  to  develop  your  own  remote  access  business 
plan 

7.  Consider  the  significant  remote  access  security  issues 
and  solutions  including  user  identification,  privilege 
definition,  encryption  and  audit 

8.  Analyze  how  remote  client  applications  run  on  a  range 
of  physical  connections  (dial-up,  POTS,  ISDN,  X.25, 
Frame  Relay,  T-l,  cellular  and  other  wireless  media) 

9.  Examine  how  emerging  CTI  (Computer  Telephony 
Integration)  capabilities  like  Novell's  TSAPI  and 
Microsoft's  TAPI  can  be  integrated  into  your  remote 
access  strategy 

1 0.  Understand  remote  access  network  management, 
training  and  control  options  including  private  network 
management,  switched  connectivity  management  and 
outsourcing 

1 1.  Compare  and  analyze  the  existing  range  of  remote 
access  products,  standards,  operating  system  issues  and 
vendor  strategies 

1 2.  Understand  the  strengths  and  weaknesses  of  the  vari¬ 
ous  TELCO  and  service  provider  offerings  for  remote 
access  Managed  Data  Services 


E-ntaiE  your  request  for  information  to 

seminars@nww.com 

to  automatically  receive  an  e-mailed  version  of  our  seminar  brochure. 
Please  put  the  word  "remote"  in  the  subject  field. 

or 

obtain  full  seminar  information  in  the  Professional  Development 
area  on  Network  World  Fusion  at 

http://www.nwfusion.com 


Call  1-800-643-4668 
Register  today  for 
the  seminar  nearest  you! 


Dial  Our  I Information  Line  at 

1-800-756-9430 

for  a  complete  seminar 
outline  and  registration  form. 
When  prompted,  request  document  #60. 
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LAN  access  worlds 


borrowing  from 
each  other  as 
business  and 


Internet 
communities 
find  common 

ground.  By  Tony  Croes 


fundamental  shift  is  under  way  in 
the  remote  LAN  access  market  as 
the  influence  of  the  Internet 
manifests  itself  in  products  that 
support  traditional  TCP/IP- 
related  protocols  but  also  take 
advantage  of  the  security  and 
administrative  features  that 
corporate  customers  demand. 

With  more  roving  workers  requiring  dial-up 
access  to  both  the  Internet  and  corporate 
LANs,  vendors  catering  to  the  traditional  busi¬ 
ness  world  have  rapidly  adopted  the  Internet- 
based  SLIP  and  PPP  over  proprietary  technol¬ 
ogy'  as  their  remote  node  protocols  of  choice. 
At  the  same  time,  vendors  whose  roots  are  in 
the  Internet  community  are  picking  up  on  the 
robust  administrative  and  security  features 
that  are  the  cornerstone  of  network  operating 
systems  (NOS)  used  on  corporate  LANs. 

Meanwhile,  a  number  of  third-party  ven¬ 
dors  without  allegiance  to  either  camp  are  pro¬ 
ducing  software  that  will  tie  remote  nodes  to  a 
mix  of  different  vendors’  LAN  access  servers. 


What  this  means  is  that  the  protocol  wars  are 
over;  you  can  now  make  a  selection  based  on 
which  remote  LAN  access  unit  has  the  configu¬ 
ration  options,  port  densities,  security,  authen¬ 
tication  services  and  management  tools  that 
best  suit  your  needs. 

Products  in  this  market  come  in  three  dif¬ 
ferent  flavors:  hardware,  software  and  dial-up 
bridge/routers.  The  hardware  products  in¬ 
clude  everything  from  large  chassis-based  or 
modular  units  to  fixed-port  network  modems. 

The  chassis-based  hardware  includes  ex¬ 
pandable  racks  for  mounting  IAN  and  WAN 
interface  boards,  modems  and  even  board- 
based  PCs.  Those  boards  are  interconnected 
by  a  specialized  bus.  Modular  units  include  a 
limited  number  of  slots  for  LAN  and  WAN 
interface  boards  that  plug  into  a  backplane. 

Vendors  such  as  Andrew  Corp.,  CommVi- 
sion  Corp.,  U.S.  Robotics  and  Xylogics,  Inc. 
have  high-end  products  in  this  category  that 
support  96  or  more  asynchronous  ports. 

Software-based  products  from  Novell,  Inc., 
Cylink  Corp.  and  IBM  support  a  similar  num¬ 


ber  of  ports  when  running  on  the  right  server 
hardware  and  using  the  LAN  and  WAN  inter¬ 
faces  installed  in  that  server. 

Mid-range  products  —  including  stand¬ 
alone  devices  from  3Com  Corp.,  Digi  Inter¬ 
national,  Inc.,  Digital  Equipment  Corp., 
Evergreen  Systems,  Inc.,  Microcom,  Inc., 
Shiva  Corp.  and  Xyplex,  Inc.  —  are  modular 
offerings  that  support  anywhere  from  1 6  to  64 
ports.  Ditto  for  software-based  offerings  from 
the  likes  of  Attachmate  Corp.,  Citrix  Systems, 
Inc.  and  Funk  Software,  Inc. 

Lower  end  workgroup  products  and  net¬ 
work  modems  from  a  variety  of  vendors  sup¬ 
port  a  fixed  numbers  of  ports,  often  topping 
out  at  eight. 

The  type  of  product  you  evaluate  depends 
on  whether  you  want  each  port  on  the  central 
access  device  to  support  a  single  node  at  a  time 
or  multiple  remote  nodes  simultaneously. 
Alternatively,  you  might  prefer  to  have  a  dial¬ 
up  router  connect  to  a  central-site  LAN  on  an 
as-needed  basis. 

Continued  on  page  60 
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Microcom,  Inc. 

(800)  822-8224 

LANexpress  3.0  j  Dial-up 

j  bridge/router 

L:  1 

W:  12 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

ARAP,  PPP, 
other 

✓ 

✓ 

12 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

$3, 499- 
S1 1,899 

Motorola  Information 
Systems  Group 
1(800)487-1456 

Vanguard  300  |  Dial-up 

j  bridge/router 

L:  1 

W:  3 

✓ 

✓ 

✓ 

PPP 

✓ 

✓ 

✓ 

500+ 

9:1 

✓ 

✓ 

✓ 

✓ 

$1,299- 

$2,199 

Vanguard  305 

Dial-up 

bridge/router 

L:  1 

W:  3 

✓ 

✓ 

✓ 

✓ 

PPP 

✓ 

✓ 

✓ 

500+ 

9:1 

✓ 

✓ 

✓ 

✓ 

$1,799- 

$2,699 

j  Multi-Tech  Systems,  Inc. 
(300)  328-971 7 

MultiCom  Async  Gateway 

Hardware 

L:  1 

W:  32 

✓ 

✓ 

✓ 

✓ 

✓ 

Serial 

✓ 

✓ 

32 

4:1 

✓ 

✓ 

✓ 

$399- 

$3,896 

MultiCom  Remote  Node 
Gateway 

Hardware 

L:  1 

W:  32 

✓ 

✓ 

Serial 

✓ 

✓ 

32 

4:1 

✓ 

✓ 

✓ 

$799- 

$3,896 

Network  Express,  inc. 

(800)  553-4333 

interHub 

Hardware 

L:  2 

W:  24 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP 

✓ 

48 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$5,900- 

$27,500 

NELink  1000 

Dial-up 

bridge/router 

L:  1 

W:  4 

✓ 

✓ 

✓ 

✓ 

PPP 

✓ 

8 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$1,995- 

$4,995 

Network- 1  Software  and 
Technology,  Inc 
(800)  638-9751 

Netl  -AccessPlus 

Hardware 

L:  6 

W:  250+ 

✓ 

PPP,  SLIP 

✓ 

✓ 

150 

✓ 

✓ 

✓ 

$22,620- 

$25,981 

Novell,  inc. 

(800)  638-9273 

NetWare  Connect  2.0 

Software 

(3) 

✓ 

✓ 

✓ 

✓ 

ARAP,  PPP, 

SLIP,  other 

✓ 

✓ 

✓ 

128 

✓ 

✓ 

✓ 

✓ 

$495- 

$23,980 

Penri!  Datability  Networks 
(800)  473-6745 

LinkUp  family 

Dial-up 

bridge/router 

L:  1 

W:  24 

✓ 

PPP,  SLIP,  other 

✓ 

✓ 

24 

6:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$1, sgg- 
Sis, 795 

Racal-Datacom,  Inc. 

(800)  722-2555 

Excalibur  Remote 

Access  Server 

Hardware 

L:  1 

W:  8 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

ARAP,  PPP,  SLIP 

✓ 

✓ 

✓ 

✓ 

8 

4:1  + 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$2,995 

RAD  Data 

Communications,  Inc. 
(201)529-1100 

Ethernet  Bridges 

MBE  10  family 

Dial-up 

bridge/router 

L:  8 

W:  2 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP,  SLIP 

✓ 

✓ 

250 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$1,100- 

$1,450 

Ethernet  Multiport 

Asyn/Sync  Remote  Access 
Server  MBE-RAS  family 

Hardware 

L:  1 

W:  8 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP,  SLIP 

✓ 

✓ 

✓ 

250 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$2,400- 

$2,995 

Modular  Intelligent  Hub 
RADring 

Hardware 

L:  80 

W:  18 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP,  SLIP 

✓ 

✓ 

✓ 

250 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$900- 

$4,925+ 

Token  Ring  Bridges 

TRE-16  family 

Dial-up 

bridge/router 

L:  8 

W:  2 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP,  SLIP 

✓ 

✓ 

✓ 

250 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$1, 450- 
SI  ,950 

Token  Ring  Multiport  Asyn/ 
Sync  Remote  Access  Server 
TRE-RAS  family 

Hardware 

L:  1 

W:  8 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP,  SLIP 

✓ 

✓ 

✓ 

250 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$2,800- 

$3,995 

Rockwell 

Network  Systems 
(800)  262-8023 

NetHopper  family 

Dial-up 

bridge/router 

L:  1 

W:  5 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP,  other 

✓ 

✓ 

5 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$1 ,495- 
$3,995 

SFA  DataComm,  Inc. 

(800)  270-2669 

SFA/SpreadNet 

Spread- 

spectrum 

bridge 

L:  1 

W:  3 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

256 

✓ 

✓ 

$6,120- 

$12,240+ 

XenoLink  Integrated 

Access  Node 

Dial-up 

bridge/router 

L:  5 

W:  1 

✓ 

✓ 

✓ 

✓ 

SLIP 

✓ 

✓ 

No 

limit 

2:1 

✓ 

✓ 

✓ 

✓ 

✓ 

$2,800+ 

Shiva  Corp. 

(508)  788-3061 

LAN  Rover  and 

LANRover/Plus  3.5 

Hardware 

L:  1 

W:  8 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

ARAP,  PPP, 

SLIP,  other 

✓ 

✓ 

✓ 

8 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$3,099- 

$9,999 

NetModem/E  28.8 

Hardware 

L:  1 

W:  1 

✓ 

✓ 

✓ 

✓ 

✓ 

ARAP,  PPP, 

SLIP,  other 

✓ 

✓ 

✓ 

1 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$1,999 

Symplex 

Communications  Corp. 
(313)995-1555 

DirectRoute  family 

Dial-up 

bridge/router 

L:  2 

W:  6 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP 

✓ 

✓ 

No 

limit 

8:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$1 ,299- 
$3,799 

Telebit  Corp. 

(800)  835-3248 

NetBlazer 

Hardware 

L:  3 

W:  34 

✓ 

✓ 

✓ 

✓ 

✓ 

ARAP,  PPP, 

SLIP,  other 

✓ 

✓ 

✓ 

34 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$899- 

$12,748 

Telematics 

International,  Inc. 

(800)  833-4580 

ACP  family 

Dial-up 

bridge/router 

L:  1 

W:  50 

✓ 

✓ 

✓ 

✓ 

PPP,  SLIP,  other 

✓ 

No 

limit 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

$2,000- 

$4,230 

3Com  Corp. 

(800)  638-3266 

AccessBuilder  family 

Hardware 

L:  1 

W:  16 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

ARAP,  PPP, 

SLIP,  other 

✓ 

✓ 

✓ 

✓ 

10 

Varies 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$2,495- 

$10,485 

Tribe  Computer  Works 

(800)  778-7423 

TribeLink  family 

Hardware 

L:  1 

W:  8 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP 

✓ 

1 

✓ 

✓ 

✓ 

✓ 

$1, 295- 
SI  ,995 

UB  Networks,  Inc. 

(800)  777-4526 

Access/Remote 

Dial-up 

bridge/router 

L:  8 

W:  1 

✓ 

✓ 

PPP 

✓ 

✓ 

✓ 

4:1 

✓ 

✓ 

$2,795- 

$3,395 

U.S.  Robotics 

(800)  877-2677 

ISDN  BRI  and  PRI 

Adapter 

Hardware 

L:  1 

W:  23 

✓ 

✓ 

✓ 

PPP 

✓ 

✓ 

✓ 

23 

4:1 

✓ 

✓ 

✓ 

✓ 

$649- 

$2,900 

Total  Control  Enterprise 

Network  Hub  w/  NetServer 

Hardware 

L:  6 

W:  256 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP,  SLIP,  other 

✓ 

✓ 

256 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$20,000- 

$80,000 

Total  Control  NetServer/8 

and  NetServer/16 

Hardware 

L:  1 

W:  16 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP,  SLIP 

✓ 

✓ 

16 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$7,995- 

$16,995 

Webster  Computer  Corp. 

(800)  457-0903 

MultiPort/LT 

Hardware 

L:  5 

W:  4 

✓ 

✓ 

ARAP 

✓ 

✓ 

4 

✓ 

✓ 

✓ 

✓ 

$1,995 

Xircom,  Inc. 

(800)  438-4526 

Netaccess  MultiPort 

Modem  Card 

Hardware 

L:  0 

W:  8 

✓ 

✓ 

✓ 

PPP,  SLIP 

8 

4:1 

✓ 

✓ 

✓ 

✓ 

$2,299- 

$3,999 

Xylogics,  Inc. 

(800)  225-3317 

Nautica  family 

Dial-up 

bridge/router 

L:  1 

W:  4 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP,  other 

✓ 

✓ 

3,000 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$1,195- 

$4,295 

Remote  Annex 

2000  and  4000 

Hardware 

L:  1 

W:  72 

✓ 

✓ 

✓ 

✓ 

ARAP,  PPP,  SLIP 

✓ 

✓ 

✓ 

72 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$2, 695- 
SI  3,085 

Remote  Annex  61 00 

Hardware 

L:  1 

W:  1 

✓ 

✓ 

✓ 

✓ 

ARAP,  PPP,  SLIP 

✓ 

✓ 

✓ 

24 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$16,995- 

$29,995 

Xyplex,  Inc. 

(800)  338-5316 

MaxServer  1 600  Remote 
Access  Server  family 

Hardware 

L:  1 

W:  40 

✓ 

✓ 

✓ 

✓ 

ARAP,  PPP, 

SLIP,  other 

✓ 

✓ 

255 

2:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$1,995- 

$5,995 

Products  highlighted  by  color  were  selected  for  The  Short  List. 

Footnotes: 

(1)  Limited  by  memory. 

(2)  Supports  15  users  per  Pentium  CPU  and  symmetric  multiprocessing. 

(3)  Depends  on  server  hardware. 

(4)  Windows  NT-dependent. 

(5)  Depends  on  modem  used. 


ARAP  =  AppleTalk  Remote  Access  Protocol  PAP  =  Password  Authentication  Protocol 

CHAP  =  Challenge  Handshake  Authentication  Protocol  RADIUS  =  Remote  Authentication  Dial-In  User  Service 

CMIP  =  Common  Management  Information  Protocol  SLIP  =  Serial  Line  Internet  Protocol 

LAP-B  =  Link  Access  Procedure-B 


Chart  compiled  by  Kathy  Scott 

Editor's  note: 

Microsoft  declined  to  participate. 
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Remote  LAN  access 


Company 

Product 

Type 

Max.  no. 
of  ports 

NOS 

WAN  interfaces 

Dial-up  protocol 

Protocols 

routed 

Features 

Security 

Mgmt. 

agents 

Price 

z 
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CL 
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CL 
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UJ 

z 

> 
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of  LAN  sessions 

C 
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CO 

£ 
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o 

©  o 

is 

CL 
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o 
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75 
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2 
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© 

© 

•c 

a 
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c 

CL 

V 

> 

CL 

2 

z 

C/) 

CM 

£ 

2 

z 

(O 

© 

1 

Andrew  Corp. 

(800)  328-2696 

Remote  Lynx/2000 

Hardware 

L:  1 

W:  135 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP,  other 

✓ 

✓ 

✓ 

135 

✓ 

✓ 

✓ 

$3,600- 

$35,730 

Ascend 

Communications,  Inc. 
(800)621-9578 

Max  family 

Hardware 

L:  1 

W:  96 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP 

✓ 

✓ 

95 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

T 

$13,500- 

$60,000 

Pipeline  ISDN  family 

Dial-up 

bridge/router 

L:  1 

W:  1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP 

✓ 

✓ 

2 

4:1 

'  V 

✓ 

✓ 

✓ 

✓ 

✓ 

V 

$895- 

$1,695 

Pipeline  400 

Hardware 

L:  1 

W:  23 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP 

✓  ✓ 

23 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$5,000- 

$6,000 

Attachmate  Corp. 

(800)  426-6283 

RLN  Access  Server  4.0 

Hardware 

L:  1 

W:  32 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

ARAP,  PPP 

✓ 

✓ 

✓ 

32 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$4,575- 

$17,935 

RLN  4.0 

Software 

L:  32 

W:  32 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

ARAP,  PPP 

✓ 

✓ 

✓ 

32 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

— 

✓ 

✓ 

✓ 

$985- 

$15,835 

Banyan  Systems,  Inc. 

(800)  222-6926 

Server-to-Server  WAN 

Options  for  VINES 

Hardware, 

software 

L:  6 

W:  6 

✓ 

✓ 

✓ 

SLIP 

✓ 

✓ 

✓ 

No 

limit 

✓ 

$1,755- 

$3,995 

Black  Box  Corp. 

(412)  746-5500 

Async  Router  family 

Dial-up 

bridge/router 

L:  1 

W:  5 

✓ 

✓ 

✓ 

PPP,  SLIP 

✓ 

✓ 

No 

limit 

✓ 

✓ 

✓ 

✓ 

__ 

✓ 

✓ 

✓ 

$1,695- 

$4,995 

Cayman  Systems,  Inc. 

(800)  473-4776 

Gator  Link 

Hardware 

L:  1 

W:  3 

✓ 

✓ 

ARAP 

✓ 

✓ 

3 

✓ 

✓ 

$595 

Cisco  Systems,  Inc. 

(800)  553-6387 

AS5100 

Hardware, 

software 

L:  3 

W:  51 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

ARAP,  PPP, 

SLIP,  other 

✓ 

✓ 

✓ 

✓ 

(1) 

4-8:1 

✓ 

✓ 

✓ 

— 

✓ 

✓ 

✓ 

✓ 

✓ 

$33,388- 

$76,382 

CiscoPro  753 

Dial-up 

bridge/router 

L:  1 

W:  1 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP,  other 

✓ 

✓ 

No 

limit 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$1,399- 
$1 ,799 

Cisco  1 000  series 

Dial-up 

bridge/router 

L:  1 

W:  2 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP 

✓ 

✓ 

✓ 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

$1 , 395- 
SI  ,695 

Cisco  2509-2512 

Hardware 

L:  1 

W:  19 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

ARAP,  PPP,  SLIP 

✓ 

✓ 

✓ 

✓ 

(D 

8:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$2,695- 

$4,995 

Cisco  4000  series 

Dial-up 

bridge/router 

L:  18 

W:  46 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

ARAP,  PPP,  SLIP 

✓ 

✓ 

✓ 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$6,700- 

$20,200 

Everyware  2050  and  2060 

Dial-up 

bridge/router 

L:  1 

W:  1 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP 

✓ 

✓ 

1,500 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

$999- 

$1,699 

Citrix  Systems,  Inc. 

(800)  437-7503 

WinFrame  for  Networks 

Software 

(2) 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP,  SLIP,  other 

✓ 

✓ 

No 

limit 

3:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$5,995 

CommVision  Corp. 

(415)  254-9300 

CommSwitch  1000  and  2500 

Hardware 

L:  576 

W:  576 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

ARAP,  PPP,  SLIP 

✓ 

✓ 

✓ 

576 

2:1 

✓ 

✓ 

✓ 

$7, 495- 
SI  3,695 

Compatible  Systems  Corp. 
(800)  356-0283 

RISC  Router  3800R 

Dial-up 

bridge/router 

L:  1 

W:  12 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP,  other 

✓ 

✓ 

✓ 

12 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$3,495 

Cubix  Corp. 

(800)  829-0550 

CubixConnect 

Hardware 

L:  64 

W:  0 

✓ 

✓ 

✓ 

ARAP,  PPP,  SLIP 

✓ 

✓ 

64 

4:1 

✓ 

✓ 

✓ 

✓ 

$10,000- 
$31 ,000 

Cylink  Corp. 

(408)  735-5800 

Secure  Access  System 

Hardware, 

software 

L:  892 

W:  892 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

ARAP,  PPP, 

SLIP,  other 

✓ 

✓ 

✓ 

✓ 

892 

✓ 

✓ 

✓ 

$31 ,500 

Develcon  Electronics,  Ltd. 
(800)  667-9333 

Orbitor  family 

Dial-up 

bridge/router 

L:  1 

W:  2 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

HDLC,  LAP-B 

✓ 

✓ 

512 

6:1 

✓ 

✓ 

✓ 

$595- 

$2,895 

Orbitor  6000 

Hardware 

L:  1 

W:  14 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

HDLC,  LAP-B 

✓ 

✓ 

No 

limit 

6:1 

✓ 

✓ 

✓ 

$8, 750- 
SI  3,650 

Digi  International,  Inc. 

(800)  344-4273 

Digi  LANAserver 

Hardware 

L:  1 

W:  10 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP 

✓ 

✓ 

10 

✓ 

✓ 

✓ 

✓ 

✓ 

$1,695- 

$3,895 

Sync/570  family 

Hardware, 

software 

L:  (3) 

W:  16 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP,  other 

✓ 

✓ 

✓ 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

$595- 

$3,540 

Digital  Equipment  Corp. 
(800)457-8211 

NetRider  Remote 

Access  Server 

Hardware, 

software 

L:  1 

W:  32 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP,  SLIP 

32 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$1,990- 

$9,345 

Eicon  Technology,  Inc. 

(800)  803-4266 

Diva 

Dial-up 

bridge/router 

L:  0 

W:  2 

✓ 

✓ 

✓ 

✓ 

PPP,  other 

✓ 

✓ 

✓ 

1 

✓ 

✓ 

✓ 

$595- 

$695 

Multiservice  Access  Card 

Hardware 

L:  0 

W:  3 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP,  other 

✓ 

2:1 

✓ 

✓ 

✓ 

$1,495 

WAN  Services  for  NT 

Hardware 

L:  (4) 

W:  36 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP,  other 

✓ 

8 

1.2- 

8:1 

✓ 

✓ 

✓ 

$595- 

$1 ,495 

Emulex  Network 

Systems,  Inc. 

(800)  590-5773 

Connect  Plus  LT  and  PRO 

Hardware 

L:  1 

W:  8 

✓ 

✓ 

✓ 

✓ 

ARAP,  PPP,  SLIP 

8 

8:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$899- 

$2,895 

Evergreen  Systems,  Inc. 
(415)897-8888 

CAPserver  2000/1 000 

Hardware 

L:  0 

W:  128 

✓ 

✓ 

✓ 

✓ 

ARAP,  PPP 

✓ 

✓ 

✓ 

128 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

$6,995 

Funk  Software,  Inc. 

(800)  828-4146 

WanderLink 

Software 

L:  16 

W:  64 

✓ 

✓ 

PPP 

✓ 

✓ 

64 

2-4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$295- 

$2,595 

Gandalf  Technologies,  Inc. 
(800)  426-3253 

XpressConnect  family 

Dial-up 

bridge/router 

L:  1 

W:  2 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP,  other 

✓ 

2,000 

8:1 

✓ 

✓ 

✓ 

✓ 

✓ 

$1,145- 

$2,495 

XpressWay 

Hardware 

L:  132 

W:  170 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP,  SLIP,  other 

✓ 

✓ 

✓ 

4,000 

8:1 

✓ 

✓ 

✓ 

✓ 

✓ 

$15,900- 

$54,000 

XpressStack 

Hardware 

L:  1 

W:  24 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP,  other 

4,000 

8:1 

✓ 

✓ 

✓ 

✓ 

✓ 

$7,000- 

$10,500 

Global  Village 
Communication,  Inc. 

[800)  736-4821 

OneWorld  family 

Hardware 

L:  2 

W:  2 

✓ 

✓ 

ARAP 

2 

2:1 

✓ 

✓ 

✓ 

$1,499- 

$2,099 

Hewlett-Packard  Co. 

(800)  533-1333 

AdvanceStack 

Dial-A-LAN  Modules 

Hardware 

L:  4 

W:  4 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

ARAP,  PPP,  SLIP 

✓ 

✓ 

✓ 

4 

4:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$2,399- 

$3,099 

IBM 

(800)  426-2255 

8235  Dial-In 

Access  to  Servers 

Hardware 

L:  1 

W:  8 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

ARAP,  PPP,  SLIP 

✓ 

✓ 

✓ 

1 

4-5:1 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$4,760- 

$10,890 

IBM  Personal  Software 
Products  Division 
(800)  342-6672 

LAN  Distance 

Software 

L:  1 

W:  135 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

ISO  3309 

✓ 

✓ 

✓ 

No 

limit 

(5) 

✓ 

✓ 

✓ 

✓ 

✓ 

$59- 

$1,995 

J  &  L  Information  Systems 
;800)  456-1 333 

ChatAccess 

Hardware 

L:  8 

W:  8 

✓ 

✓ 

✓ 

✓ 

✓ 

PPP,  SLIP 

✓ 

✓ 

✓ 

8 

✓ 

✓ 

$1,695- 

$3,895 

-antronix 

1800)  422-7055 

LRS2 

Dial-up 

bridge/router 

L:  1 

W:  2 

✓ 

✓ 

✓ 

PPP,  SLIP,  other 

✓ 

✓ 

16 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$995 

LeeMah  DataCom 

1800)  331 -2734 

LAN-Reach 

Hardware 

L:  1 

W:  2 

✓ 

✓ 

✓ 

Proprietary 

✓ 

✓ 

2 

4:1 

✓ 

✓ 

✓ 

$995 

Linksys 

(800)  546-5797 

LANgate  Remote 

Node  Server 

Hardware 

L:  1 

W:  0 

✓ 

✓ 

PPP,  SLIP 

✓ 

✓ 

1 

(5) 

✓ 

✓ 

✓ 

✓ 

$310- 

$400 

-ivingston  Enterprises,  Inc. 

:510)  426-0770 

PortMaster  family 

Hardware 

rL:  1 

W:  31 

✓ 

✓ 

✓ 

✓ 

PPP,  SLIP 

✓ 

✓ 

30 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

✓ 

$1 ,395- 

$4,440 
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Continued  from  page  57 

The  choice  depends  on  the 
number  of  remote  users  you 
have,  where  they  are  and  how 
often  each  of  them  requires  cen¬ 
tral-site  LAN  access  (see  story, 
this  page).  But  there  are  some 
rough  guidelines  to  follow  for 
figuring  out  how  many  ports 
you’ll  need. 

If  you  have  users  with  inter¬ 
mittent  access  needs,  an  average 
of  one  central-site  port  for  every 
five  remote  users  is  workable.  For 
busy  networks  or  conservative 
network  planners,  one  port  for 
every  three  users  is  better.  If  the 
net  is  not  heavily  used,  you  can 
get  by  with  one  port  for  every  10 
users.  But  keep  in  mind  that 
some  “power”  telecommuters 
will  require  their  own  port. 

If  you  need  to  support  a  very 
large  number  of  remote  users 
with  unpredictable  calling  pat¬ 
terns,  you  might  consider  prod¬ 
ucts  with  ports  that  can  handle 
multiple  calls  at  once.  This  will 
lessen  port  contention  problems 
and  may  even  bring  economies 
of  scale  if  you  groom  incoming 
dial-up  calls  over  a  dedicated  link 
to  the  central  site. 

Products  from  vendors  such 
as  Ascend  Communications, 
Inc.,  GandalfTechnologies,  Inc., 
Shiva,  3Com  and  Xylogics  can  do 
just  that. 

Xylogics’  Remote  Annex 
6100,  for  example,  supports  a 
channelized  T-l  WAN  link  via  a 
integrated  data  service  unit/ 
channel  service  unit ,  a  T-l  multi¬ 
plexer  and  24  V.34  modems. 
Incoming  calls  are  routed  to  the 
T-l  line,  from  where  the  product 
passes  them  to  individual  mo¬ 
dems,  which  answer  the  call. 
From  there,  remote  access  soft¬ 
ware  establishes  a  LAN  link  for 
each  caller  through  the  unit’s 
Ethernet  interface. 

Other  servers  —  including 
units  from  Shiva,  Gandalf  s 
Xpress  series,  Ascend’s  Max  fam¬ 


ily  and  3Com’s  AccessBuilder 
4000  —  can  aggregate  incoming 
calls  over  an  ISDN  Primary  Rate 
Interface  circuit. 

The  Ascend,  Shiva  and  3Com 
servers  have  an  added  capability 
to  support  analog  modem  calls 
over  the  PRI  link  using  digital 
modem  technology.  This  allows 
the  telephone  company  to  signal 
the  server  over  the  PRI’s  D  chan¬ 
nel  that  an  incoming  call  is  ana¬ 
log.  The  server  uses  integrated 
ISDN  net  termination  equip¬ 
ment  and  built-in  analog  mo¬ 
dems  to  answer  that  call. 

If  your  remote  users  are  tele¬ 
commuters  or  branch  office 
workers,  the  best  solution  might 
be  to  connect  them  to  a  LAN, 
then  interconnect  that  LAN  to  a 
central  site  via  a  dial-up  router. 

If  a  remote  user  launches  an 
application  such  as  a  file  transfer 
using  the  File  Transfer  Protocol 
or  a  telnet  session  to  a  host,  the 
router  automatically  sets  up  a 
call  to  the  appropriate  network 
and  tears  it  down  when  it’s  no 
longer  needed.  This  is  a  fairly 
standard  feature  in  routers. 

Most  of  these  dial-up  routers 
employ  sophisticated  spoofing 
and  filtering  techniques  to  limit 
unnecessary  traffic  and  maintain 
the  appearance  of  a  link  even 
when  it  is  not  there.  Some  rout¬ 
ers  even  enable  network  manag¬ 
ers  to  control  the  settings  for 
session  spoofing,  which  helps 
make  sure  the  router  does  not 
maintain  LAN  connections  once 
remote  users  finish  their  work. 

Remote  security 

Knowing  there  are  so  many 
options  for  dialing  in  to  a  LAN 
where  the  corporate  jewels  are 
kept  strikes  fear  in  the  heart  of  a 
network  planner.  Fortunately, 
remote  access  vendors  are  coop¬ 
erating  to  provide  security  for 
just  about  every  need. 

The  first  line  of  defense  is 
access  control,  which  can  be  pro¬ 
vided  in  a  number  of 
ways,  including  the  use  of 
add-on  security  hard¬ 
ware,  restricted  node 
addresses,  caller  identifi¬ 
cation  and  dialback.  The 
add-on  hardware-based 
security  devices  provide 
either  a  serial  number  or 
passcode,  which  is  veri¬ 
fied  by  the  remote  access 
server  before  netaccessis 
granted.  Restricted  ad¬ 
dressing,  caller  ID  and 
dialback  ensures  that  a 
remote  user  can  only  call 
in  from  certain  locations. 
Each  of  these  options  is 
widely  supported. 

The  second  level  of 
security  is  in  caller 
authentication,  which 
basically  means  you 


make  sure  no  one  can  masquer¬ 
ade  as  an  authorized  user.  The 
simplest  authentication  method 
used  in  PPP-based  remote  nodes 
is  the  Password  Authentication 
Protocol  (PAP),  which  requires 
the  remote  node  to  send  an 
unencoded  user  ID  and  pass¬ 
word.  The  remote  LAN  access 
device  validates  those  pieces  of 
information  before  establishing 
a  link.  However,  because  both 
pieces  of  information  are  sent 
unencoded,  PAP  authentication 
is  susceptible  to  eavesdropping. 

For  this  reason,  most  vendors 
now  support  a  variant  of  the 
Challenge  Handshake  Authenti¬ 
cation  Protocol  (CHAP).  With 
CHAP,  the  remote  access  server 
sends  a  unique  16-character 
code  called  a  challenge  to  the 
remote  user  each  time  a  logon  is 
attempted.  The  remote  user’s 
password  is  then  encoded  with  a 
response  to  the  challenge  and 
sent  to  the  server.  Encoding  the 
data  and  use  of  a  different  chal¬ 
lenge  each  time  a  logon  is 
attempted  reduces  the  chance 
that  an  eavesdropper  will  pluck 
security  information  off  the  wire. 

There  is  another  CHAP 
method  that  uses  tokens  along 
with  a  third-party  security  device 
such  as  the  SecurelD  card  from 
Security  Dynamics,  Inc. 

In  this  approach,  the  server 
still  sends  a  challenge  but  the 
remote  user  must  enter  informa¬ 
tion  into  the  third-party  security 
device  along  with  their  personal 
identification  number  (PIN). 
The  device  encodes  the  user’s 
PIN  and  the  challenge  into  a  sin¬ 
gle-use  password. 

Administration  department 

One  of  the  biggest  problems 
with  remote  access  security  has 
been  the  need  to  manage  it  on 
a  server-by-server  basis.  User 
names,  passwords  and  access 
control  lists  have  traditionally 
been  stored  on  the  remote 
access  server.  In  larger  networks, 
this  quickly  becomes  cumber¬ 
some  and  unmanageable. 

Again,  the  remote  access  ven¬ 
dors  are  meeting  the  problem 
head-on  via  centralized  security 
servers. 

In  some  cases,  the  security 
server  utilizes  an  existing  NOS 
directory  such  as  Novell’s  Net¬ 
Ware  Directory  Services  (NDS) 
in  NetWare  4.X  or  the  bindery 
directory  in  NetWare  3.X. 
Novell’s  NetWare  Connect  2.0 
uses  NDS  authentication  to  con¬ 
trol  what  a  remote  user  can 
access  and  when.  Since  NDS  is 
replicated  across  servers,  set¬ 
tings  for  a  particular  user  apply 
anywhere  on  the  net  and  there  is 
a  single  point  of  administration. 
Shiva  and  3Com  have  used  NDS 
Continued  on  page  62 
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Check  out  what  it’ll  cost  you  for  remote 
LAN  access  equipment  on  Network  World 
Fusion  at  http://www.nwfusion.com. 
Select  NetRef  then  Buyer’s  Guides  after 
you  log  in.  We’re  asking  vendors  to  supply 
pricing  for  a  sample  configuration  posted 


in  the  Buyer’s  Guide  area. 
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While  visting  the  Buyer’s  Guide  area,  you 
can  download  a  copy  of  this  story  and 
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our  recent  remote  LAN  access  test. 
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Look  before  leaping  into  evaluations 

Before  you  plunge  into  a  full-fledged  product  evaluation,  you 
should  understand  your  connectivity  needs  and  plan 
accordingly. 

For  mobile  users,  it  would  be  convenient  to  provide  toll- 
free  dial-up  access.  When  deciding  the  number  of  dial-up  links 
you’ll  need,  consider  how  users  will  react  if  they  hit  a  busy  signal. 
Order  more  lines  if  you  want  to  keep  the  natives  from  getting  too 
restless. 

In  the  meantime,  telecommuters  in  the  same  local  exchange  as 
the  central  site  may  be  better  off  with  dedicated  access.  Otherwise, 
consider  an  ISDN  line.  Thanks  to  ISDN’s  quick  call  setup  time,  a 
link  can  be  established,  transfer  needed  data  and  then  be  torn 
down  without  the  remote  user  ever  knowing  it  happened. 

There  are  three  ways  to  fit  remote  LAN  access  into  your  net¬ 
work  picture.  You  can  have  each  port  on  the  central  site  device 
handle  one  call  at  a  time;  have  each  port  handle  multiple  calls  at 
once;  or  use  a  dial-up  bridge/ router. 

Handling  one  call  at  a  time  requires  identical  equipment  and 
lines  such  as  analog  modems  and  dial-up  lines  or  ISDN  Basic  Rate 
Interface  terminal  adapters  and  circuits  on  each  side  of  the  carrier 
cloud.  That  can  get  expensive  if  you  have  lots  of  people  calling  in 
often. 

But  this  approach  works  well  ifyou  have  afewpeople  who  dial 
in  often  or  even  many  people  who  dial  in  infrequently  but  in  pre¬ 
dictable  cycles,  such  as  field  service  personnel  who  call  in  for  sev¬ 
eral  minutes  each  morning. 


REMOTE  CONNECTIVITY  OPTIONS 

Here’s  three  ways  to  configure  remote  LAN  access. 


Remote 

workstations 


If  lots  of  remote  workers  call  in  often  or  even  a  small  number 
call  in  for  long  periods  of  time,  you’d  probably  be  better  off  with  an 
access  device  that  supports  multiple  calls  per  port.  This  device 
enables  you  to  have  a  leased  line  such  as  a  channelized  T-l  or  an 
ISDN  Primary  Rate  Interface  from  the  carrier  to  the  central  site. 
Remote  users  would  still  use  a  modem  or  an  ISDN  BRI  terminal 
adapter  and  appropriate  circuit  to  dial  up  alink. 

Carrier  tariffs  will  obviously  also  play  a  role  in  determining 
when  it  becomes  more  cost-effective  to  cut  over  from  dial-up  to 
leased-line  links  to  the  central  site. 

Dial-up  routers  can  be  effective  when  you’re  connecting  a  small 
workgroup  —  even  a  single  telecommuter  —  to  your  entire  inter¬ 
network.  This  is  also  a  popular  method  of  connecting  the  corpo¬ 
rate  network  to  an  Internet  service  provider,  and  then  providing 
Internet  access  to  both  the  corporate  network  and  remote  users. 

The  router  dials  up  a  high-speed  connection  using  ISDN, 
switched  digital  or  fractional  T-l  services  when  a  remote  resource 
is  requested,  and  tears  it  down  once  transmission  is  complete. 
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Unisys  Network  Enable. 

The  one  source  for  the  many  resources 

your  network  requires. 
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Building  a  multivendor  network  is  not  for 
the  impatient,  the  easily  depressed  or  the 
faint  of  heart.  Just  ask  anyone  who’s  tried  to 
find,  choose  and  manage  dozens  of  vendors 
themselves. 

Unisys  Network  Enable  is  an  easier,  more 
efficient  way  to  solve  the  problem. 

With  worldwide  depth  and  expertise,  we 
specialize  in  designing,  installing  and  main¬ 
taining  network  solutions  in  multivendor 
environments. 

This  means  that  all  you  have  to  do  is  make 
one  call  and  we  can  bring  you  the  best  possible 
solutions,  no  matter  who  happens  to  make 
them.  And  that  includes  over  9,000  products 
from  over  130  vendors. 

Besides  providing  you  with  the  ad¬ 
vantages  of  a  single,  fully  accountable 
resource,  there  are  many  other  reasons  to 
call  Network  Enable. 

For  example,  there’s  our  impressive 
range  of  services.  These  include  the  creation 
and  support  of  LANs,  WANs  and  backbone  net¬ 
works.  Preinstallation  configuring  and  staging. 
And  Unisys  Desktop  Services,  our  premier 


enterprisewide  support  program. 

Now  that  you  know  Network  Enable  is  the 

UNISYS 


only  name  you  need  to  know,  there  are  two 
things  you  should  do:  Get  rid  of  all  those  other 
business  cards.  And  contact  us  today  on  the 
Internet  at  http://www.unisys.com/adv  or 
by  calling  1-800-874-8647,  ext.  134. 


The 


Information  Management  Company 


Network  Enable  is  a  registered  service  mark  of  Unisys  Corporation. 


Buyer’s  Guide 


RADIUS  security 


1 


Remote  LAN  access  server  answers  call  initiated  by 
remote  user  and  establishes  a  link  with  RADIUS  server. 


Remote  workstation 


Remote  LAN 
access  server 


RADIUS  RADIUS 
server  database 


RADIUS 
server 
transmits  a 
challenge. 
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Remote  user  enters 
password,  which  is 
encoded,  along  with 
the  workstation’s 
challenge  response 
and  sends  it  to 
RADIUS  server. 


RADIUS  server  decodes  password  and  challenge  response, 
then  taps  its  own  database  to  authenticate  the  user  or  passes 
the  data  via  an  API  to  a  third-party  device  for  authentication. 


i  Continued  from  page  60 
as  well  as  bindery  services  for 
managing  security  in  their 
remote  LAN  access  products. 

Attachmate’s  RLN  4.0  pro¬ 
vides  a  proprietary  domain- 
based  user  management  system 
called  Distributed  Authentica¬ 
tion  Services. 

The  domain  is  a  logical  way  of 
grouping  remote  access  servers 
so  they  share  common  security 
data.  When  remote  users  log  on, 
slave  servers  check  for  access  per¬ 
mission  on  a  master  server 
before  gran  ting  access. 

Similar  security  servers  are 
available  in  many  other  prod¬ 
ucts.  3Com,  for  instance,  sells  its 
AccessBuilder  Name  Server, 
while  U.S.  Robotics  offers  its 
Total  Control  Security  Server. 
Both  are  largely  proprietary,  pro¬ 
viding  security  management 
only  for  the  vendors’  respective 
remote  access  offerings. 

However,  two  protocols  for 
communicating  with  third-party 


security  servers  are  gaining 
momentum:  Cisco  Systems, 
Inc.’s  Terminal  Access  Control¬ 
ler  Access  Systems  (TACACS) 
and  the  Remote  Authentication 
Dial-In  User  Service  (RADIUS), 
which  was  developed  by  Living¬ 
ston  Enterprises,  Inc.  and  is  now 
a  draft  Internet  Engineering 


Task  Force  specification. 

Both  protocols  provide  meth¬ 
ods  for  carrying  encrypted  to¬ 
kens  and  passwords  between 
remote  access  servers  and 
authentication/security  servers 
such  as  Security  Dynamics’ 
ACE/ Server,  Enigma  Logic, 
Inc.’s  SafeWord,  Novell’s  Net¬ 
Ware  NDS  and  Digital  Pathways, 
Inc.’s  Defender  Security  Server. 
Open  APIs  permit  vendors  to 
provide  support  for  other 
authentication  systems,  such  as 
those  included  in  Windows  NT 
domain  services  and  Banyan  Sys¬ 
tems,  Inc.’s  StreetTalk. 

One  difference  between  the 
protocols  is  that  TACACS  only 
defines  a  protocol  for  moving 
authentication  data  between  a 
remote  LAN  access  device  and  a 
security  serv  er,  whereas  RADIUS 
defines  a  protocol  and  addi¬ 
tional  facilities  for  caller  ac¬ 
counting  and  controlling  access 
to  specific  network  resources. 
These  additional  services  have 
allowed  RADIUS  to  gain  favor 
with  remote  LAN  access  device 
vendors  and  Internet  service 
providers. 

To  use  RADIUS,  a  remote 
access  server  must  function  as  a 
RADIUS  client.  When  remote 
nodes  request  access  to  central- 
site  resources,  the  client  is 
responsible  for  communicating 
with  the  security  server  and  vali¬ 
dating  that  request  (see 
graphic).  Ascend,  Evergreen 
Systems,  IBM,  Linksys,  Living¬ 
ston,  U.S.  Robotics  and  Xyplex 
are  among  the  vendors  that  cur- 
rendy  provide  built-in  RADIUS 
clients. 

Don’t  fail  me  now 

On  the  reliability  front,  there 
is  little  variation  among  stand¬ 
alone  remote  access  servers. 
Chassis-based  and  modular 
products  enable  you  to  swap  out 
failed  boards  and  support  some 
form  of  redundant  interfaces 
and  power  supplies. 

If  you’re  considering  a  soft- 
ware-based  product,  it’ll  be  well 
worth  the  time  to  look  at  a  spe¬ 


cialty  remote  access  platform  on 
which  to  run  it,  such  as  Cubix 
Corp.’s  ERS/FT,  or  J  &  L  Infor¬ 
mation  Systems’  ChatterBox. 

Cubix  bundles  remote  access 
software  with  its  hardware  in  its 
CubixConnect  product,  while  J 
&  L  does  the  same  in  its  ChatAc- 
cess  product.  But  the  Cubix  and  J 
&  L  hardware  can  be  used  to  run 
nearly  any  software-based  re¬ 
mote  LAN  access  product. 

Cubix’s  hardware  supports  a 
bunch  of  fault-tolerant  features, 
including  dual  load-sharing  and 
hot-swappable  power  supplies,  a 
dedicated  management  proces¬ 
sor  and  intelligent  environmen¬ 
tal  monitoring.  Other  features 
deal  with  remote 

access-specific  issues, 
such  as  automatic 

hardware  reset  for 
locked-up  processors. 

Bright  future 

The  remote  access 
market  is  red  hot  and 
shows  no  signs  of  cool¬ 
ing  off.  This  means 
continued  competi¬ 
tion  for  market  share, 
which  will  lead  to  bet¬ 
ter  products  and,  even¬ 
tually,  services. 

Over  the  next  year 
or  two,  it’s  likely  that 
carriers  will  begin  try¬ 
ing  to  get  you  to  out¬ 
source  your  remote 
access  business.  AT&T, 
CompuServe,  Inc., 

MCI  Communications 
Corp.  and  Sprint 
Corp.  are  already 
developing  services. 

These  carriers  will 
likely  encounter  a 
long,  hard  road  trying 
to  convince  paranoid 
information  systems 
managers  that  out¬ 
sourcing  is  the  right 
thing  to  do;  but  the 
recent  agreement 
between  Northern  Tel¬ 
ecom,  Inc.  and  Shiva 
to  build  carrier-class 
remote  access  servers 
should  have  you 
believing  they  see  a  via¬ 
ble  market. 

Don’t  give  up  on 
the  Internet  service 
providers  either.  As 
more  secure  Internet 
software  becomes 
available  from  Com- 
merceNet,  the  alliance 
between  Microsoft 
Corp.  and  Visa  Inter¬ 
national,  Inc.,  or  oth¬ 
ers,  you  might  soon  see 
the  remote  LAN  access 
purchase  decision 
shifts  from  selecting 
hardware  or  software 
to  picking  a  service 


provider. 

Until  then,  your  buying  deci¬ 
sion  will  be  made  in  a  world  of 
convergence  —  a  world  in  which 
vendors  from  different  back¬ 
grounds  continue  to  learn  from 
one  another  and  provide  you 
with  more  robust  tools  for  eco¬ 
nomically  maintaining  a  busy 
passageway  to  information  that 
remote  users  can  visit  whenever 
and  from  where  ever  they  want. 

Croes  is  a  senior  analyst  with 
Currid  &  Co.,  a  Houston-based 
technology  consulting  firm.  He 
can  be  reached  via  the  Internet 
at  tcroes@ngwgate.  mhs.  CompuServe, 
com  or  by  phone  at  (713)  789-5995. 


Remote  LAN  access 

The  Short  List  highlights  products  Network 
World  recommends  you  examine  when  buying 
remote  IAN  access  servers.  The  products  men¬ 
tioned  here  have  features  for  supporting  differ¬ 
ent  remote  access  configurations  and  can  meet 
the  needs  of  users  with  multivendor  enterprise 
networks.  Your  needs  m  ay  differ. 

Ascend  Communications,  Inc.’s  Max  family  provides  WAN  cost 
savings  by  aggregating  remote  node  traffic  onto  one  or  more  high¬ 
speed  links,  including  ISDN  Primary  Rate  Interface  to  the  central- 
site  LAN.  The  Max  family  also  supports  digital  modem 
technology,  which  enables  it  to  handle  analog  or  digital  calls  over 
the  same  carrier  link.  Ascend  is  also  working  to  further  its  Multi¬ 
link  PPP  (MP)  standard  for  using  more  than  one  ISDN  B  channel 
with  PPP  connections. 

Novell,  Inc.’s  NetWare  Connect  2.0  gets  high  marks  for  integra¬ 
tion  with  NetWare  Directory  Services  and  ConnectView  manage¬ 
ment  tools,  which  add  accounting  capabilities  and  trend  analysis 
to  basic  remote  LAN  connectivity.  NetWare  Connect  2.0  further 
utilizes  the  underlying  capabilities  of  the  NetWare  network  oper¬ 
ating  system,  including  its  security  and  internetworking  features. 
The  software-based  product  also  scales  well,  handling  two  to  256 
ports  on  a  server  platform. 

Shiva  Corp.  covers  most  of  the  bases,  from  single-port  and  mul¬ 
tiport  NetModems  to  the  stackable  LanRover  family.  Shiva  also 
acquired  Spider  Systems,  Ltd.  and  will  use  that  company’s  tech¬ 
nology  in  its  Shivalntegrator  and  ShivaPort  products.  Shiva  also 
gets  high  marks  for  licensing  its  flexible  ShivaPPP  remote  node 
software,  which  is  opening  the  market  for  network  applications 
with  integrated  remote  node  features. 

3Com  Corp.’s  family  of  AccessBuilder  products  work  well  in 
the  high  end  and  mid-range  of  the  market.  The  top-of-the-line 
AccessBuilder  4000  is  a  modular  server  supporting  a  number  of 
WAN  interfaces,  including  high-speed  asynchronous,  T-l  and 
ISDN  links,  which  enable  users  to  aggregate  incoming  dial-up  traf¬ 
fic  on  more  cost-effective  circuits.  The  entry-level  AccessBuilder 
products  support  asynchronous  serial  ports  for  incoming  traffic 
and  works  with  a  wide  variety  of  remote  node  access  hardware, 
including  ISDN  terminal  adapters  and  the  most  advanced 
modems. 
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Reader  views  on  remote  LAN  access 


Remote  access 
server  hardware 
Remote  access 
server  software 


Based  on  100  interviews. 

What  type  of  product  do/will  you  use? 

60% 
52% 

Dial-up  bridge/router  49% 

Don’t  know  I  4% 

What  WAN  service  do/ will  you  use? 

Analog  dial-up  mmim  53.1% 
ISDN  |  |  33.7% 

Switched  digital  15.3% 

Other  £  1 32.7% 

Don’t  know  9.2% 


Top  selection  criteria 

(Based  on  highest  possible  score  of  5.) 

Ease  of  use  for  remote  users  4.56 

Throughput/performance  4.45 

Support  for  a  specific  LAN  protocol  4.37 

Ease  of  support  4.12 

Management  tools  3.76 

Support  for  simultaneous  sessions  3.71 

Price  3.68 


Which  security  methods  do/will  you  use? 


50% 


CHAP  -  Challenge  Handshake  Authentication  Protocol 

PAP  -  Password  Authentication  Protocol 

RADIUS  -  Remote  Authentication  Dial-In  User  Service 

Focus  Data,  an  independent  market  research  firm 
in  Framingham,  Mass.,  conducted  this  survey. 
Focus  Data  specializes  in  gathering  primary  data 
from  end-user  organizations  regarding  their 
enterprise  network  environment  and  needs.  For 
more  information  about  Focus  Data  services,  send 
E-mail  via  the  Internet  to  rndabbon@focusdata. 
ultranet.com  or  call  Mona  Dabbon  at  (508)  626- 
2556. 
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Wh 


ere  will  you  find  the 


Iry  your  pocket. 


,«*#******* 


m  With  a  Magellan  Passport  network,  pocket  change  is  about  all  it  takes, 


because  it  practically  pays  for  itself  in  lower  network  costs.  ■  Passport  dynamically 
allocates  bandwidth  to  voice,  data  and  video  traffic,  so  it  is  significantly  more  cost-efficient 


than  Ti  multiplexers, while  improving  network  performance.  And  it  makes  your  network 
ATM  ready.  ■  So  how  can  you  afford  not  to  get  a  Passport  network?  ■  Together,  we  can 


realize  your  vision.  For  ATM  networks  and  a  free  payback  analysis  kit,  reach  Northern  Telecom 


(dept  1602)  or  on  the  Internet  at  http://www.nortel.com.  ■ 


N&RTEL 

A  World  of  Networks 

Enterprise  Networks  •  Wireless  Networks  ■  Broadband  Networks 
Switching  Networks  •  Network  Applications 


©  1995  Nonhem  Telecom.  Nonel  and  Magellan  are  trademarks  of  Northern  Tel< 


Start  with  3Com’s  LinkBuilder®  FMS™  II  —  the  top-selling  stackable  hub 
in  the  industry*  It’s  a  simple  way  to  connect  all  your  PCs.  And,  even 
better,  it’s  a  smart  investment  for  the  future  of  your  network. 

Why?  Because  as  your  needs  change,  you  can  add  ports, 
advanced  features,  and  Transcend™  network  management  software. 
Plus,  you  can  easily  integrate  into  the  SuperStack™  system. 

LinkBuilder  FMS  II  is  backed  by  a  lifetime  warranty.  Which  means 
that  no  matter  where  you  end  up,  you  started  with  the  best  stackable  hub 
available.  Now,  for  even  more  direction,  ask  your  reseller  about  3Com’s 
industry-leading  hubs.  Or  call  us  at  l-800-NET-3Com. 


You  can  manage  it  all 
from  a  single  desktmC. 


&FFICE  SOLUTIONS 
' 

)tiR  FMS  11 


You  may  not  know  where  your  network  will  end  up 
At  least  you’ve  got  a  smart  place  to  start. 


NETWORKS  THAT  GO  THE  DISTANCE 


©  1995  3Com  Corp.  (408)  764-5000.  3Com,  LinkBuilder,  FMS,  Transcend,  SuperStack,  and  Networks  That  Go  the  Distance  are  trademarks  of  3Com  Corp.  Windows  is  a  trademark  of  Microsoft  Corp.  To  learn  more,  visit  3Com’s  worldwide  web  site  at  http://www.3Com.com. 
♦Source:  Dataquest  1994. 
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A  hauntingly  good 

mail  package 


Pronto  Mail’s  user  interface  is  bewitchingly  alluring. 


By  Lee  Schlesinger 


NetResults 


Product 

Pronto  Mail  2.0 

Vendor 

CommTouch  Software,  Inc. 
1206  W.  Hillsdale  Blvd. 

Suite  C 

San  Mateo,  Calif.  94403 
Phone:  (415)  578-6580 
Fax:  (415)  578-8580 
E-mail: 

pronto@commtouch.com 

URL: 

http://www.commtouch.com 

Price 

$69 

Pros 

A  Top-notch  user  interface. 

A  Customizable  toolbar. 

A  Rules  processing. 

A  Many  user  options. 

A  Bundled  spell-checker. 

Cons 

▼  Menu  and  window  layout 
take  a  little  getting  used  to. 


WB  e’ve  been  ringing 
■  doorbells  all  over 
I  our  network  neigh- 
I  borhood  in  search 
'  of  an  SMTP  E-mail 
client  that  works  the 
way  we  do.  We’ve 
been  frustrated  by  applications 
designed  by  people  who,  it 
seems,  don’t  use  the  products 
they  create.  We’ve  tried  and 
tossed  out  a  stack  of  candidates 
—  from  NetManage,  Inc.’s  Cha¬ 
meleon  Mail  to  Microsoft 
Corp.’s  new  Exchange  client  — 
but  finally  found  a  holiday  treat 
in  CommTouch  Software,  Inc.’s 
Pronto  Mail  2.0. 

You  may  be  using  Pronto  Mail 
now  without  even  realizing  it. 
The  product  provides  the  E-mail 
client  for  TGV,  Inc.’s  MultiNet 
for  Windows,  SunSoft,  Inc.’s 
SolarNet,  Walker  Richer  & 
Quinn,  Inc.’s  Reflection  Net¬ 
work  Series,  and  Attachmate 
Corp.’s  Irma  TCP  Suite  and 
CrossTalk. 

What  makes  Pronto  Mail  so 
palatable?  Its  user  interface, 
which  is  logically  laid  out  and 
easy  to  use. 

Pronto  Mail  offers  a  customiz¬ 
able  toolbar  that  includes  most 
of  the  common  functions  we  use 
every  day.  The  default  toolbar 
offers  small  buttons  for  creating, 
replying  to,  forwarding  and 
deleting  messages.  We  moved  a 
few  buttons  to  suit  our  tastes  and 
extended  the  toolbar;  we 
selected  and  inserted  a  button 


that  allowed  us  to  add  users  to 
the  product’s  address  book. 

Creating  or  replying  to  a  mes¬ 
sage  puts  you  right  in  the  To 
field,  which  is  the  first  field  a  user 
thinks  of  when  sending  a  mes¬ 
sage,  instead  of  the  Subject  field, 
which  Chameleon  Mail  focuses 
on  (see  Figure  1) .  You  can  enter 
an  address  manually  or  choose  it 
from  an  address  book  that’s 
available  as  a  button  on  the  Com¬ 
pose  screen.  Pronto  Mail  sup- 
portsjust  a  single  address  book. 

When  you  reply  to  a  message, 
buttons  at  the  top  of  the  Com¬ 
pose  screen  let  you  choose  on 
the  fly  whether  to  include  the 
original  message.  We  prefer  this 
approach  to  that  taken  by  some 
products,  which  offer  only  the 
ability  to  set  this  option  for  all 
messages  or  require  you  to  click 
on  different  buttons  or  make  dif¬ 
ferent  menu  choices  depending 
on  which  option  you  want. 

In  addition  to  the  To  field, 
Pronto  Mail  offers  both  copies 


Tricks 


Windows-based  SMTP  E-mail 
clients  we  tried  and  tossed  out: 

►  CompuServe  Internet  Division's 
Air  Mail 

►  David  Harris’  Pegasus  Mail 

►  Microsoft’s  Exchange 

►  Network  Computing  Devices’  Z-Mail 

►  NetManage’s  Chameleon  Mail 

►  Qualcomm’s  Eudora  Light 


and  blind  copies.  The 
recipients  cannot  be 


latter 
seen  by 
those  listed  in  the  To  and  CC 
fields. 


SENDING  PRONTO  MAIL 

Figure  1 


window  and  the  beginning  of  the 
text  in  the  bottom  one.  Messages 
can  be  sorted  by  any  field,  and 
the  two  halves  of  the  window  can 
be  resized  relative  to  each  other. 

New  mail  causes  the  pro¬ 
gram’s  icon  to  flash  when  the 
application  is  minimized,  which 
we  found  a  bit  annoying;  we’d 
have  preferred  it  to  change  color 
or  raise  a  red  flag  on  the  icon. 
You  can  also  set  the  program  to 
beep  once,  in  addition  to  flash¬ 
ing,  to  notify  you  of  new  mail. 

Pronto  Mail  lets  you  leave 
messages  on  the  server,  even 
after  they’ve  been  downloaded, 
rather  than  deleting  them.  If  you 
choose  to  leave  them,  the  pro¬ 
gram  realizes  they’ve  already 
been  read  and  doesn’t  attempt 
to  download  them  again  the  next 

A  button  on  the  Compose  window 
brings  up  an  address  book  and 
allows  you  to  choose  recipients. 


SCJiUi 


Other  buttons  let  ' 
you  include 
original  messages 
when  replying, 
add  attachment 
files  and  change 
signature  files. 


|gq 

||® 

1 1 S«v« Di«H  1 1 '  Swd  lit  \  i  Ad*an  |)muV 

-J 

|  T* 

1 

*  1 _ 

1 

1 

 ..  .  I 

.^cvta  Bona  tod  rc  *ona  i»tc 

_ _ its  of  Hcvtl  benchoaiJc lag  review.  R*f'| 

both  publications.  In  Che  (oca  ot  abort  ainfl 
and  a  Top  Five  [lot  Soever  report  in  PC  Boric; 


and  Hindoos  WT  Served  f* 
r  the  ocher,  or  both.; 


mm 


and  as  tested) ;  vendor  name,  address,  ph 

Too  slides  ot  tmspareacies  at  the  server  t! 
A  representative  oho  mi  serve  as  our  pout'1 
Instructions  Cor  returning  the  server  after  i 
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Another  button  lets  users 
attach  files  as  Multi-purpose 
Internet  Mail  Extensions 
(MIME)  attachments,  with  sev¬ 
eral  options  for  MIME  types  and 
encoding. 

Clicking  on  the  Send  button 
forwards  a  message  to  the  Simple 
Mail  Transfer  Protocol  server 
either  immediately  or  at  an  inter¬ 
val  you  can  specify  for  checking 
server  mail. 

The  mail’s  here 

Incoming  mail  is  copied  to 
the  program’s  Inbox  folder, 
which  lists  the  message  sender, 
date  and  subject  fields  in  the  top 


time  it  checks  for  mail.  (We 
delete  messages  w'hen  we’re  in 
the  office  but  leave  them  on  the 
serverwhen  we’re  on  the  road.) 

In  addition  to  the  Inbox,  the 
program,  by  default,  sets  up  a 
Draft  folder  for  messages  you 
want  to  save  before  you  send  as 
well  as  a  Sent  Log  folder,  which 
automatically  saves  a  copy  of  out¬ 
going  messages.  There’s  also  a 
wastebasket  for  deleted  mail, 
which  is  typically  emptied  when 
you  exit  the  program.  You  can,  of 
course,  create  any  number  of 
folders  to  categorize  your  mes¬ 
sages  any  way  you  like. 

Continued  on  page  66 
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WHEN  MAIL  ARRIVES 


Figure  2 


The  toolbar  is  highly 
customizable. 


The  Inbox  folder  shows 
a  message  list  above 
the  text  of  the 
highlighted  message. 


I  ni  (tout  to  >«nd  you  an  (  Ml  1  to  bo*  lit*  ft onto  Boil 


The  Folders 
window  shows  all 
available  folders 
and  lets  you 
create  new  ones. 


Continued  from  page  65 

You  can  establish  rules  that  automati¬ 
cally  copy,  move,  delete,  forward  or  reply 
to  messages  based  on  information  in  a 
half-dozen  header  fields. 

The  Rules  Manager  is  simple  to  use 
and  understand. 

With  each  folder,  you  can  view  all  mes¬ 
sages  or  select  a  subset  by  date,  sender, 
recipient,  subject  or  even  a  string  in  the 
message  body. 


http://www.nwfusion.com  http  :■//  www.nwfusion.com http://www.nwfusion.com  http://www.nwfusion.com 

.T-  r  -,  X.  '  '"fry--  %■  '  .  . 


(Hunt 


Win  valuable  prizes  when 
you  participate  in  the 
Network  World  Fusion »  HyperHunt. 

It’s  easy.  We’ll  post  a  series  of  questions  and 
you  "hunt  down”  the  answers  on  Network  World 
Fusion ™.  For  each  correct  entry  you  complete,  we’ll 
enter  your  name  into  a  drawing  for  a  great  prize. 

You  could  win:  Cash  $$$  •  CO  Rom  Drives 

•  CDs  •  PC  UN  FAX  Modem  Cards 

•  28.8  Modems  •  PCMCIA  •  Ethernet 
Adapter  Cards  •  Communication  Software 

•  NetDraw*  or  NetDraw  Plus*  •  Software 

•  Internet  Access  Time  •  Free  Seminar 
Registrations  *  Sweatshirts,  (nd  MORE! 


You  asked  for  it.  Now  here  it  is  -  Network  World  Fusion, "  a  compelling  extension  of  Net¬ 
work  World  which  leverages  the  expansive  resources  of  the  World  Wide  Web. 

Each  week  our  editors  select  stories  that  are  supplemented  online  with  additional 
content  and  links  to  related  articles  and  features.  This  total  fusion  between  print  and  elec¬ 
tronic  media  creates  a  rich  environment  which  provides  a  comprehensive  examination  of 
selected  topics.  And  to  help  you  find  all  of  the  information  you  need  to  manage  your  net¬ 
works,  our  online  editors  will  filter  and  organize  the  overwhelming  amount  of  information 
available  and  direct  you  to  relevant  network-related  resources  on  the  Web. 

What  does  this  mean  for  you?  A  virtual  networking  library  that  gives  you  up  to  the 
minute  news,  free  access  to  valuable  resources,  and  the  ability  to  interact  directly  with  other 
network  professionals  and  vendors  right  from  your  desktop.  Ask  questions,  request  product 
literature  or  share  information  -  Network  World  Fusion ™  is  your  link  to  the  networking  com¬ 
munity. 


What  You’ll  Find  on 
Network  World  Fusion™ 


News* 

Unking  you  to  new  information  and  insight  on  the  news. 


f|h  Forum 

If  J  flnrSirlP  Thi 


Our  Side.  Their  Side,  Your  Side. 

NetRef 

Networking  Resources.  Primers,  Buyers  Guides,  and  the 
Network  World  Archive. 

Careers 

Management  Strategies  and  Job  Opportunities. 

Q  Professional  Development 

Seminars,  Training  and  NetDraw®  Software. 

Network  World  Central 

Contacts,  FAQs,  Value-Added  Services,  and 
Advertising  Programs. 


DirectConnect 


Interactive  Catalog  of  Vendor  Products  and  Services, 
including  NetActive  product  demos. 


Use  the  registration  number  (NWF#)  in  the  highlighted  box  on  your  mailing 
label  to  access  Network  World  Fusion™  and  for  a  chance  to  win  FREE  prizes 
when  you  participate  in  our  HyperHunt!  If  you’re  not  a  subscriber,  simply 


register  online  at:  http:/ /www.nwfusion.com 
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CHIPCOM 


ICUBIX  00SDD0D  dMnct  eassss 


Bay  Networks 


cimSmm  COMPAQ. 
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intel  -*  Internet  Security 
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UNISYS 


NEC 


NETSCAPE 


*  NEWBRIDGE 


MOTOROLA 


World  of  Networks  SOEOB  SCNET 

Sprint  xau  j  r  a  n,s  -rti  o  n 

❖ 


& 


XYPLEX 


Avalan  •  Cell  Access  •  Century  •  Cylink  •  Datatech 
Excel  Computer  •  MaxNet  •  NetPartners  •  STRATACOM 


Likewise,  you  can  choose  to  view  full, 
partial  or  no-message  headers.  In  other 
packages,  we  usually  did  not  view  headers 
unless  we  needed  some  particular  infor¬ 
mation;  with  Pronto  Mail,  we  like  the  par¬ 
tial  header  option,  which  gives  only 
the  date,  sender,  addressee  and  subject 
fields  —  the  ones  in  which  we’re  most 
interested. 

Pronto  Mail  includes  menu  choices  for 
importing  and  saving  both  text  and  binary 
files.  In  the  latter  case,  the  program  auto¬ 
matically  UUencodes  or  UUdecodes  the 
binary  files.  There’s  even  a  spell-checker 
for  outgoing  messages. 

However,  a  few  things  take  some  get¬ 
ting  used  to  with  Pronto  Mail.  For 
instance,  we  were  more  accustomed  to  a 
vertically  oriented  display  that  shows  the 
available  folders  on  the  left  of  the  screen 
and  messages  within  a  highlighted  folder 
on  the  right,  such  as  the  type  found  in 
Microsoft  Exchange  and  Chameleon 
Mail. 


^ff 

=Eratljmj^t3Wo«ld  be  proud  Afau 


can 


look  up  proper  E-mail  etiquette  and 
download  a  demo  copy  of  Pronto  Mail 
2.0  from  Network  World  Fusion.  Point 
your  browser  at 

http://www.nwfusion.com.  From  the 
main  menu,  select  NetRef 
then  Reviews 
and  Buyer’s 
Guides. 


Instead,  Pronto  Mail  lets  you  view  fold¬ 
ers  in  a  floating  w  indow  or  make  them  dis¬ 
appear.  On  the  plus  side,  this  leaves  more 
room  to  display  header  information  and 
body  text  (see  Figure  2) . 

Another  minor  annoyance:  When  the 
Folders  window  obscures  part  of  the 
Inbox  window,  clicking  on  the  latter 
doesn’t  bring  it  to  the  front,  contrary  to 
typical  Windows  behavior.  We  had  to  mini¬ 
mize  the  Folders  window  to  move  it  out  of 
the  way. 

Finally,  we  wish  the  menu  choices  relat¬ 
ing  to  folders  were  in  their  own  menu  col¬ 
umn,  rather  than  buried  under  the  File 
menu. 

However,  given  all  that  Pronto  Mail 
provides,  we  really  can’t  carp  too  loudly. 
For  now,  it  has  taken  a  place  of  honor  in 
our  Startup  folder.  ■ 


We  tested  Pronto  Mail  by  installing  it  as  our  pri¬ 
mary  E-mail  clientand  usingitin  ourproduction 
environment.  We  created  and  sentmessages 
with  and  withoutattachments.  We  received  doz¬ 
ens  of  messages,  some  with  MIME  attachments, 
others  with  UUencoded  files  in  the  body  of  the 
message.  We  also  customized  ouruserinterface 
and  populated  ouraddress  book. 
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Tests  show,  when  it 
comes  to  remote  access 
performance,  we  have 
an  unfair  advantage. 


E-MAIL  MICROSOFT  OFFICE 

(time  in  minutes /seconds) 


HOST  INFO  ACCESS  SQL  DATABASE  APP 

(time  in  seconds) 


unable  to 
complete  task 


You  can  have  it,  too.  In  a  straight  up  TOLLY 
comparison  of  three  leading  remote  ®  *  °  U  R 
access  products,  The  Tolly  Group 
found  RLN®  version  4.0  to  be  across-the-board  the 
fastest  performer  for  four  of  the  most  common 
applications.  Tested  were  Attachmate®  RLN,  Shiva 
LanRover'“  and  Microsoft®  RAS. 

In  all  fairness,  the  odds  were  stacked  against 
our  competition.  RLN  is  the  only  remote  product  that 
seamlessly  integrates  remote  node  and  multi-user 
application  server  technologies  into  one  solution. 
Everything  from  e-mail  to  host  access,  databases  to 
LAN  access,  runs  at  optimal  speed.  That’s  top  access 
to  any  app,  on  any  network  or  host,  from 


anywhere  using  ISDN,  X.25  or  async. 

RLN  is  not  just  fast,  but  easy,  too.  Remote 
users  can  be  oblivious  to  whether  they’re  using 
RLN  or  the  RLN  Application  Server,  because  the 
system  is  configured  to  choose  the  fastest  possible 
access  path. 

So  if  you  need  a  solution  that  lets  your  remote 
users  get  to  their  applications 
faster  than  any  other,  give  us  a 
call.  We’ll  fill  you  in  on  RLN’s 
speed,  plus  its  superior  security, 
management  and  scalability 
features  and  our  upcoming 
Windows®  95  release. 


Understands 

Remote 

Compuon& 


“Attachmate 

FOR  A  FREE  DEMO  DISK,  TOLLY  RESULTS,  UNDERSTANDING  REMOTE  COMPUTING  WHITE  PAPER  OR  SEMINAR  INFO,  CALL  800-426-8283,  CODE  352.02. 


Or  call  206-644-4010.  Internet:  httpy/www.attachmate.com.  ©1995  Attachmate  Corporation.  All  nghts  reserved.  Attachmate  and  RLN  are  registered  trademarks  of  Attachmate  Corporation.  Microsoft  and 
Windows  are  registered  trademarks  of  Microsoft  Corporation.  LanRover  is  a  trademark  of  Shiva  Corporation.  All  other  brand  and  product  names  are  trademarks  or  registered  trademarks  of  their  respective  owners. 


Briefs 


S Microsoft  Corp.  's  Microsoft 
Consulting  Services  (MCS) 

announced  a  program  that  will 
help  users  migrate  to  Win¬ 
dows  95  in  three  to  eight  weeks. 

Under  the  service,  MCS  will 
review  users’  current  environ¬ 
ments  to  ensure  Windows  95  com¬ 
patibility.  From  there,  MCS 
recommends  how  to  design,  test 
and  evaluate  Windows  95  desk¬ 
top  configurations.  It  then  devel¬ 
ops  pilot  project  recommenda¬ 
tions,  rollout  scenarios  and  a 
sample  workplan  outlining  com¬ 
panies’ tasks,  responsibilities 
and  resources. 

MCS:  (800)  426-9400. 

■  Compaq  Computer  Corp. 
introduced  a  System  Service 
Provider  (SS  P)  program, 
which  makes  more  resources 
available  to  its  third-party  ser¬ 
vice  and  support  providers. 

Under  SSP,  Compaq  will  help 
its  service  and  support  providers 

—  which  now  include  Digital 
Equipment  Corp.  ’s  Multivendor 
Customer  Services  organization 

—  offer  corporate  users  help  desk 
service,  local  and  remote  net¬ 
work  monitoring,  administra¬ 
tion  and  management,  network 
tuning  and  LANAVAN  design. 

Compaq:  (713)  370-0670. 

■  Technology  and  Business  Inte¬ 
grators  (TBI)  has  formed  a  Tech¬ 
nology  and  Business 
Institute  program  where  busi¬ 
ness  executives  and  information 
technology  (IT)  managers  can 
learn  together  how  to  solve  busi¬ 
ness  problems  using  networks. 

The  program  includes  semi¬ 
nars  and  other  events  on  a  num¬ 
ber  of  topics,  including  IT 
valuation  and  plan  alignment, 
workflow  support,  vendor  evalu¬ 
ation,  project  management,  met¬ 
rics  analysis  and  IT  departm  ent 
restructuring.  Program  mem¬ 
bers  will  get  a  quarterly  report, 
research  reports,  invitations  to 
professional  development  pro¬ 
grams  and  focus  groups,  and  dis¬ 
counts  on  conferences  and 
seminars. 

TBI:  (800)  676-9470. 


j  ei  Strategies 

Covering:  Career  Insights  and  Innovations 
in  Managing  Staff,  Budgets  and  Technology 


Sidestepping  the  common  pitfalls  of  recruiting 


By  Frank  Schoff 

Anyone  who’s  left  a  a  primaryjob 
candidate  hanging  long  enough 
to  get  scooped  up  by  a  competi¬ 
tor  knows  that  failure  to  apply 
project  management  skills  is  the 
No.  1  pitfall  in  recruiting. 

But  there  are  many  other  pit- 
falls  to  avoid.  Here  are  some 
major  ones  and  suggestions  for 
staying  out  of  their  snares. 

PITFALL:  LINEAR  RECRUITING 

The  danger  here  is  following 
a  money-saving  process  geared 
to  seeking  out  one  leading  candi¬ 
date.  You  may  move  all  the  way  to 
the  offer  stage  with  that  candi¬ 
date  and  get  spurned.  At  this 
point,  it’s  either  back  to  square 
one  or  a  scramble  to  contact 
other  attractive  candidates  who 
perhaps  found  work  somewhere 
else. 

SOLUTION:  USE  CONCURRENCY 

Try  these  procedures: 

►  Initiate  simultaneous  recruiting 
efforts  for  all  candidates. 

►  Move  to  the  offer  stage  with 
multiple  qualified  candidates. 

►  Identify  and  make  an  offer  to  your 
top  candidate.  Have  another  offer 
ready  for  a  second  candidate,  and 
stay  in  touch  with  others  until  your 
first  choice  makes  a  decision. 


Remember,  the  real  payoff  is 
getting  the  position  filled  with  a 
productive  contributor,  not  fill¬ 
ing  it  at  the  lowest  cost. 


MORE  ON-LINE 

▼  ▼  ▼ 

There  are  more  recruitment 
strategies  in  the  Careers  area  on 
Network  Word  Fusion  at 
http://www.nwfusion.com.  Visit 
today  to  get  linked  to  a  Web  site 
that  lists  the  top  25  electronic 
recruiters.  You’ll  also  find  links  to 
Frank  Schoff  s  previous  articles  on 
job  hunting  and  recruitment. 

There’s  also  a  wealth  of  links  to 
career-related  sites. 


PITFALL:  JOB  DESCRIPTION  RECRUITING 

It  is  fairly  common  to  use  in¬ 
ternal  job  descriptions  as  the  ba¬ 
sis  for  posting,  advertising  and 
listingjobs.  The  problem  is  that 
descriptions  are  a  laundry  list  of 
responsibilities  and  may  not  en¬ 
tice  job  hunters  who  are  inter¬ 
ested  in  a  position’s  challenges 
and  opportunities. 

SOLUTION:  DEVELOP  AN 
ATTRACTIVE  PRESENTATION 


Take  these  steps  to  lure 

qualified  candidates: 

►  Use  the  job  description  to  identify 
the  challenges  potential  candidates 
will  face. 

►  Identify  growth  opportunities  forthe 
successful  employees  in  the 
company. 

►  Use  growth  opportunities  as  the 
basis  for  advertising,  pass  it  along 
to  recruiters,  and  make  it  the  focus 
of  your  interviews. 


PITFALL:  FOCUSING  ON  THE  IDEAL 
CANDIDATE  AND  RELYING  ON  RESUMES 

These  two  pitfalls  are  closely 
related.  There  is  a  strong  tempta¬ 
tion  to  list  in  recruitment  ads  the 
skills  and  experience  level  an 
ideal  candidate  must  have.  In 
some  cases,  that  list  includes  all 
the  skills  required  for  an  entire 
department.  How  are  you  going 
to  find  a  person  who  possesses  all 
those  skills? 

In  today’s  complex  techno¬ 
logical  environment,  it  is  almost 
impossible  for  a  person  to  have 
all  the  skills  and  experience  you 
require  of  an  ideal  candidate. 
Those  who  do  also  come  with  a 
high  price  tag  —  probably 
higher  than  you  expected  to  pay. 
The  risk  of  focusing  on  the  ideal 
candidate  is  that  many  good 
applicants  will  be  disqualified,  or 
you  will  spend  valuable  time 
interviewing  candidates  you 
can’t  afford. 

There  is  also  a  perception 
that  it  is  possible  to  identify  quali¬ 
fied  candidates  from  informa¬ 
tion  on  their  resumes.  At  best,  a 
resume  clearly  presents  con¬ 
tact  information,  chronological 
work  history,  academic  creden¬ 
tials  and  a  descripdon  of  posi¬ 
tions  held  and  accomplish¬ 
ments.  But  a  resume  will  not  tell 
you  whether  the  person  can  do 
or  even  wants  thejob. 


SOLUTION:  SHIFT  YOUR  FOCUS 


When  looking  for  candidates, 
seek  answers  to  these  questions: 

►  Does  the  candidate  have  the  skills 
and  experience  required  for 
thejob? 

►  Doesthe  candidate  have  the  attitude 
and  passion  needed  to  do  thejob? 

►  Will  the  candidate  adapt  to  the 
culture  and  behavior  of  your 
organization  and  its  employees? 

Define  what  it  will  take  to  get 
the  answers  you  want  to  the  ques¬ 
tions  listed  above  and  develop 
your  ads,  resume  screening  and 
interviewing  techniques  around 
those  attributes.  You  will  still 
receive  and  review  resumes  and 
conduct  more  but  shorter  intro¬ 
ductory  interviews.  In  the  long 
run,  though,  you  will  identify 
more  candidates  who  meet  your 
needs. 

PITFALL:  FAILURE  TO  SELL 

Most  hiring  managers  do  not 
have  well-developed  sales  skills. 
They  may  present  factual  infor¬ 
mation  about  the  position  and 
the  company,  but  there  is  no 
attempt  to  translate  those  facts 
into  the  values  they  bring  to  a 
prospective  employee. 

SOLUTION:  SELL,  SELL,  SELL 

To  get  the  candidate  you  want, 
you  will  need  a  well-developed 
presentation  that  sells  your 
company  and  the  position. 

►  Make  the  presentation  a  standard 
part  of  the  interview  process. 

►  Make  the  presentation  to  each 
candidate,  whether  or  not  you  intend 
to  extend  an  offer. 

►  Emphasize  room  for  advancement, 
any  unusual  benefits  and  longevity 
of  key  personnel. 

►  Explain  how  the  job  will  improve 
personal  career  growth. 

Following  these  steps  reaps 
benefits.  Candidates  who  like 
what  you  say  will  sell  themselves 
harder  to  get  thejob,  thus  giving 
information  you  may  not  have 
received.  Candidates  will  also 
leave  the  office  spreading  the 
word  about  what  a  wonderful 
opportunity  you  are  offering, 
perhaps  enticing  other  qualified 
candidates  to  come  forward. 


PITFALL:  NO  CONTACT 
AFTER  OFFER  ACCEPTANCE 

Picture  this:  You  just  landed 
the  person  you  want  after  a  90- 
day  search.  You  reviewed  hun¬ 
dreds  of  resumes  and  inter¬ 
viewed  dozens  of  candidates, 
some  of  whom  flew  in  at  consid¬ 
erable  expense.  Your  boss  reluc¬ 
tantly  agreed  to  a  compensation 
offer  above  the  original  range, 
and  you’ve  agreed  on  a  start  date 
three  weeks  away. 

Now  you  go  back  to  work, 
busily  catching  yourself  up. 
Finally,  the  day  arrives  to  prepare 
a  welcome  for  your  new  em¬ 
ployee.  You  call  to  confirm  the 
person  is  all  set  to  start  and  get  an 
answering  machine.  Frustrated, 
you  keep  calling  well  into  the 
night.  Finally,  the  candidate  an¬ 
swers  and  sheepishly  confesses  to 
accepting  a  counteroffer  a  few 
days  before. 

SOLUTION:  STAY  IN  TOUCH 

Contact  your  new  employee  at 
least  once  a  week  between 
the  time  the  offer  is  accepted 
and  the  starting  day. 

This  contact  will: 

►  Reaffirm  your  satisfaction  in  hiring 
this  person. 

►  Resell  the  position. 

►  Capture  the  employee's  interest  in 
working  on  future  projects. 

►  Retest  the  employee's  commitment. 

Maintaining  contact  may  very 
well  offset  the  new  employee’s 
temptation  to  accept  another 
offer.  At  least  you  would  have 
learned  about  a  counteroffer 
sooner  and  perhaps  even  been 
able  to  match  it. 

If  you  develop  techniques  to 
sidestep  these  pitfalls,  your  prob¬ 
ability  of  recruiting  success  will 
improve  significantly. 

And  always  remember,  the 
ultimate  measure  of  success  is 
landing  a  qualified  person  as 
quickly  as  possible  after  the  need 
is  identified. 

Everything  else  is  process. 

Schoff  is  president  of  Cedar 
Mountain,  N.C.  -based  Manage¬ 
ment  Recruiters,  which  specializes  in 
recruiting  network  and  telecom¬ 
munications  professionals.  He  can 
be  reached  at  ( 704)  884-4118. 
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NETWORKING  C  A  R 


Network  Systems  Man¬ 
ager.  Salary  Range:  $4129 
-  $5272/mo.  Requires  any 
combination  equivalent 
to  graduation  from  col¬ 
lege  with  a  Bachelor's 
Degree,  plus  3  yrs.  exp.  in 
installation  &  mainte¬ 
nance  of  networking 
equip.,  telecommunica¬ 
tions  equip.,  &  microcom¬ 
puters  &  peripherals. 
Call  Glendale  Community 
College  for  application 
(818)  240-1000  x5173, 
5174,  5171. 


FAX 

YOUR 

COPY 

It's  easy  to  place 
your  Recruitment 
Ad  in  the  Network¬ 
ing  Careers  Section. 
Just  fax  your  copy 
to  us  at  508-820- 
0607  and  we  will 
typeset  it  for  you  at 
different  sizes  & 
prices.  No  obliga¬ 
tion  of  course. 

When  we  fax  it  back 
to  you,  just  call  us 
with  your  changes 
and  suggestions. 

We  look  forward  to 
working  with  you. 

lust  fax  to 
508-820-0607 


NETWORKING  SALES  •  NETWORK  ENGINEERS 


Do 


the\/IS,0n 

At  MAXNET,  our  vision  encompasses  an  in-depth  understanding  of 
today's  multivendor  enterprise  networks,  and  recognizes  opportunities 
i  for  emerging  technologies.  We  continually  find  new  ways  to  improve 
upon  existing  ideas,  and  develop  creative  solutions  for  network  challenges. 
Our  entrepreneurial  spirit,  progressive  work  environment  and  love  for 
technology  enabled  us  to  become  one  of  the  fastest-growing  network 
integrators  in  the  United  States. 

Due  to  our  rapid  expansion,  MAXNET  has  Networking  Sales  &  Engineering 
opportunities  in  the  following  regions:  New  York  Metro  Area,  Mid-Atlantic, 
Southeast  and  Midwest.  If  you’ve  got  a  competitive  edge  and  share  in  our 
vision,  we'd  like  to  set  our  sights  on  you.  The  following  positions  require 
excellent  written  and  verbal  communication  skills. 

NETWORK  SYSTEMS  ENGINEERS 

Positions  are  available  for  Network  Systems  Engineers  at  a  variety  of 
levels  for  pre-  and  post-sales  customer  support.  Opportunities  range  from 
installation  and  service  to  full-scale  design  and  analysis.  Minimum  2-3  years 
LAN  &  WAN  experience. 

NETWORKING  SALES 

Experienced,  senior-level  professionals  to  represent  MAXNET's  network 
integration  services  to  existing  clients,  and  to  the  networking  industry's  top 
manufacturers.  Should  be  able  to  set  up  remote  offices  and  establish  a  new 
customer-base.  Track  record  in  systems  sales  with  Fortune  1000  clients 
required.  Full  pre-  and  post-sales  support  provided. 

MAXNET  offers  top  compensation,  where  Engineers  &  Salespeople  earn 
considerably  more  than  the  industry  average.  Qualified  applicants,  please 
send  your  resume  to  our  Corporate  Headquarters  located  at:  1915A 
Hollywood  Blvd.,  Dept.  NW-EY,  Hollywood,  FL  33020,  e-mail  to: 
hrevaz@4maxnet.com,  or  fax  to:  (305)  926-6683.  E/O/E. 


Solutions  for  network  integration 


For  more  information  on  MAXNET  and  the  latest  opportunities  throughout  the  U.S., 
visit  us  in  the  Marketplace  under  Direct  Connect,  at  http://www.nwfusion.com. 


Director,  LAN  Services 

CompuServe  is  a  pioneer  and  a  leader  in  the  computer  services  industry  with  a  repu¬ 
tation  for  effectively  providing  business  information  and  network  services  to  major 
corporations,  government  agencies  and  individual  customers  throughout  the  world. 

We  are  currently  seeking  candidates  for  the  position  of  Director,  LAN  Services.  This 
individual  will  be  responsible  for  managing  the  direction  of  our  campus  local  area  net¬ 
work  (LAN)  connections  and  backbone.  The  person  chosen  will  provide  high-level 
technical  support  and  direction  as  well  as  oversee  the  planning  and  implementation  of 
short  and  long-term  strategic  plans  for  LAN  development. 

Qualified  individuals  must  possess  a  BA/BS  degree  in  Engineering,  Computer  Science  or 
related  area.  Eight  years'  experience  utilizing  LAN  based  technologies  is  required  as  well 
as  five  years'  management  experience.  Wide  area  network  experience  is  preferred. 


We  offer  competitive  salaries  and  attractive  benefits  which  include  tuition 
assistance.  For  immediate  consideration,  please  forward  your  resume  to  our  World 

Headquarters:  CompuServe,  5000  Arlington  Centre  Blvd.,  Columbus,  Ohio 
43220,  Attn:  ADNW  3102.  Resumes  may  also  be  forwarded  via  CompuServe 
mail:  76516,1173  or  via  the  Internet:  76516.1 173@csi.compuserve.com 

CompuServe 

An  H&R  Block  Company 

Equal  Opportunity  Employer  M/F/D/V 


COMPUTE 


PROFESSIONALS 


SR .  SYSTEM S  EN GiNE E R 


Southwest  U.S. 


National  cable  TV/telecommunications  service  provider  seeking  systems  engineer  for 
new  Metropolitan  Area  network  business  start-up  in  Southwest  U.S.  Responsible  for 
designing,  developing,  and  implementing  high  speed  data  networking  over  CATV  net¬ 
work  infrastructure.  This  elite  position  will  pioneer  the  new  frontier  for  telecommuting  ser¬ 
vices,  Internet,  and  information  services  over  a  broadband  network  infrastructure. 

The  successful  candidate  should  have  a  BSEE  or  equivalent  technical  training  combined 
with  a  minimum  of  5-10  years  relevant  experience. 

Requires  expertise  in: 

•  LAN  internetworking  products  including  bridges,  routing,  switches, 

LAN  operating  systems  including  Windows  NT,  network  protocols  such  as  TCP/IP 

•  Network  management  systems,  monitoring  and  troubleshooting 

•  Transport  technologies  including  Ethernet,  FDDI,  ATM,  fast  Ethernet,  T-1,  etc. 

Candidate  should  have  strong  interpersonal/team  work  skills,  high  energy  level,  and 
proven  project  management  expertise.  Ideal  candidate  thrives  in  a  fast-paced,  unstruc¬ 
tured,  start-up  environment  with  minimal  supervision. 

We  offer  a  competitive  salary  and  benefits  package. 

Send  resume  in  confidence  to:  Dept.  NW10 


2 


W.M  &M,  Ltd 
303  34th  St.,  Suite  101 
Virginia  Beach,  VA  23451 


People  who  need  people  to... 


Plan,  design,  implement,  manage,  secure,  service  or  sell  Enterprise  Networks  can  look  to: 


Network  World's  Networking  Careers  Section 


♦  1 50,000  qualified  networking  pros  ♦  409,000  pass-along  readers  ♦  largely  unduplicated  readership 
♦  Networking  Careers  On-Line  Web  Information  Service  to  extend  ad  exposure 


Call  Pam  Valentinas,  Director/Networking  Careers  for  more  information  on  advertising  in  the  Networking  Careers  Section 


800-622-1108 
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FREE  PRODUCT  INFORMATION 


Reader  Service 


Use  this  coupon  or  prepaid  post  card  in  the  October  2nd  and 
October  16th  issues.  Circle  Reader  Service  numbers  of  ads  that 
interest  you  and  complete  the  information  below. 
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Mail  to:  NW  PO.  Box  5090,  Pittsfield,  MA  01203  or, 

Fax  to:  NW  at  (413)  637-4343  1 0/30/95 


FaxNET 

Here’s  how  it  works: 

•  Dial  1-800-664-8271,  wait  for  the  prompt  and  follow  instructions. 

•  Key  in  advertisers’  5  Digit  Number  listed  below. 

•  Information  requested  will  be  faxed  to  you  immediately. 


CENTURY  SOFTWARE . 30540 

DISTINCT  CORPORATION . 30100 

EXCEL  COMPUTER . 30720 

NETPARTNERS  INC . 34590 

TGV,  INC . 30810 

WEST  HILLS  LAN  SYSTEMS . 30410 

COMPLETE  INDEX  OF  ADVERTISERS . 99999 


There  is  no  cost  to  you  to  receive  information  on  these  network 
products  and  services! 


Windows  Connectivity  lip  #6: 

What's  the  best  way  to  run  a  UNIX  program 
from  a  Windows  PC? 


Start  with  a  fast,  reliable 
network  connection  to  your 
UNIX  server.  Make  sure  your 
network  software  performs  well 
and  keeps  up  with  new 
technology  —  the  industry 
standard  TCP/IP  is  best.  To  get 
access  to  all  your  network 
printers,  be  sure  to  use  the  LPR 
network  printing  protocol  from 
your  PC.  Then  pick  a  terminal 
emulation  that  gives  you  the 
best  interface  for  your 
application  —  the  Wyse  60  or 
SCO  ANSI  emulations  give 
virtually  the  same  look  and  feel 
as  an  actual  physical  terminal. 
Lastly,  fine  tune  the  keyboard 
mapping  to  perfectly  fit  your 
working  preferences. 


The  Best 
Product: 

TinyTERM  Plus 

The  Best  Price:  $79  per  user 

Call  for  a  free  copy  of  our 
Top  25  Connectivity  Tips  and  a 
free  demo. 

Voice  800-877-3088 
Fax  801-268-2772 
E-mail  sales@censoft.com 


© 


CENTURY 

SOFTWARE 


Connectivity  That  Works 
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SNMPc 

Network  Manager  for  Windows 
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II— |  Trend  Watch  l*l*|| 

••  JSZmsimZ 

— •  tC~  AsanUHub  1012 

•  Full  RMON  Support 

•  Integrates  with  HP  OpenView 

•  TCP/IP,  Telnet,  TFTP,  BOOTP 

•  WinSNMP/WinSock/DDE  APIs 
•SNMP,  ICMP,  IPX  Polling 


Castle  Rack 

Computing 


Reader  Service  No.  252 


Node  Discovery 

Long  Term  Statistics/Thresholds 
Custom  Event  Actions/Forwarding 
Over  100  Device  Specific  GUIs 
MIB  Compiler/Browser 

408-366-6540 

Fax:  408-252-2379 
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•  Emulators:  VT  and  TN3270  •  Internet:  Gopher,  Email,  Finger,  Whois 


•  File  Transfer:  FTP  Client,  FTP  Server,  TFTP  •  Network  Management:  Network  Monitor, 

•  fife  Mr  W  Client*,  NFS  Server  SNMP  Agent,  BOOT  Server,  Ping,  Network 

*Mounts  drives  in  Windows  or  DOS  boxes  0  ^ura  l0n 


•  Printer  Sharing:  Network  Printing  from 
any  Windows  or  DOS  application,  LPR,  LPD 

•  Email:  Powerful  Email  application  using 
SMTP,  POP2/POP3 


•  Serial  Connectivity:  SLIP,  CSLIP,  PPP 

•  IAN  Connectivity:  Ethernet, 

Token  Ring,  ISDN 


Distinct  TCP/IP  Tools/NFS  includes  Distinct  TCP/IP  Run  Time,  combining  the  best  in  VxD  and 
DLL  technology.  Distinct  TCP/IP  requires  only  4KB  of  memory;  is  WinSock  compliant,  installs 
in  less  than  5  minutes  and  automatically  detects  your  existing  network  operating  system. 

Specifications  are  subject  to  change  without  notice.  Distinct's  name  and  logo  are  registered  trademarks  of  Distinct  Corporation.  All  product  and  company  names  mentioned  above  are  trademarks  or  registered  trademarks  of  their  respective  owners.  ©  1995  Distinct  Corporation. 


http://www.distinct.com 
EmaiI:mktg@distinct.com 
Fastfacts:  408.366.2101 
Fax:  408.366.0153 

Phone:  408.366.8933 
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1 00  MBP 
ON  EVERY  PORT. 
FAST  ETHERNET  SWITCH. 


NH2007  License  to  Speed 


O  Let’s  start  with  the  obvious.  Your  network  is  the  lifeblood  of  your  business,  and 
always  needs  more  bandwidth.  How  to  provide  it?  Well,  put  away  the  crystal  ball. 
Workgroup  networking  is  headed  for  the  fast  lane,  with  a  license  to  speed.  The 
MegaSwitch  family  from  NBase  will  future-proof  your  network  by  deploying  both  1(1 
and  100  Mbps  Fast  Ethernet  switching,  where  and  when  it’s  needed.  O  The 
MegaSwitch  100  features  five  100  Base  TX  ports  and  two  slots  for  100  Base  TX/FX 
ports.  In  conjunction  with  MegaSwitch  10/100  and  MegaHub  100,  an  enterprise-wide 
network  can  be  built  to  merge  Fast  Ethernet  segments  with  legacy  LANs.  O  What’s 
more,  NBase  can  drive  Ethernet  and  fast  Ethernet  further;  10km,  50km  and  100km  are 
all  achievable  over  single  mode  fiber.  O  With  an  installed  base  of  over  1,000,000 
ports,  NBase  is  your  obvious  choice  for  Fast  Ethernet,  Call  us  at  1-800-858-7815.  and 
we’ll  help  you  move  your  LAN  into  the  fast  lane. 


The  MegaSwitch 
lOO 

The  MegaHub  lOO 
Fast  Ethernet 
Solutions. 


UNSURPASSED  CAPABILITIES 


Visit  our  Web  site:  http://www.nbase.com 


N, 


BASE  SWITCH 


I® 


COMMUNICATIONS 


The  Merged  Company  of  North  Hills,  Galcom  and  NBase  Switch 
Headquarters  818-773-0900,  Midwest  913-888-4999,  East  Coast  301-990-7100,  England  44-1344-23491,  Israel  972-3695- 
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Look  at  8  systems —  or 
hit  the  arrow  key  and 
scroll  down  to  see  up 
to  64! 


On-Screen  Configuration 
and  Activity  Reporting  lets 
you  quickly  view  current 
information  on  direct 
system  connections. 


User-definable  system 
nomenclature  lets  you 
name  servers  anything 
you  want,  for  a  more 
intuitive  sense  of  what's 
happening  where. 


Select  from  8  or  more 
systems  instantly  on-screen. 


Introducing  the  first  and  only  screen-based  concentrator 
switch  —  OutLook,  from  Apex  PC  Solutions,  Inc. 
OutLook  gives  you  instant  visual  feedback  on  attached 
systems  or  any  systems  you  want  to 
select  from  anywhere  on  your 
computer  screen.  An  intuitive  on¬ 
screen  menu  lets  you  select  and 
switch  to  8...  16. ..or 
even  64  systems  with  a 
few  keystrokes. 


The  actual  switch  is  just  1-3/4"  high,  so  it 
can  be  neatly  tucked  away  out  of  sight. 


you  can  locate  and  switch  to  applications  without  having 
to  figure  out  someone  else’s  pre-defined  numbers. 

Total  control  at  your  fingertips. 

OutLook’s  non-volatile  memory 
jfj  offers  a  safety  net  in  the  event  of 
power  outages  or  accidental 
switch  shutdowns.  OutLook  remem¬ 
bers  the  system  configurations  and  goes  right  on 
performing  flawlessly. 


See  it  all — all  in  one  place. 

Instead  of  looking  at  boxes,  buttons,  or  blinking  lights, 
OutLook’s  menu-driven  commands  take  you  wherever 
you  want  to  go,  in  your  terms.  Now  you  can  input  system 
names  that  make  sense  to  you,  right  on  screen.  That  way, 


Improve  your  OutLook  at  work. 

See  the  future  now.  Call  Apex  PC  Solutions,  Inc.  for  a 
first-hand  look  at  OutLook  -  and  get  ready  for  quite  a 
switch.  1-800-861-5858  or  (206)  402-9393. 

Innovation& 
Technology 
by  Design 


20031  142nd  Ave.  NE  •  Woodinville,  WA  98072  •  (206)  402-9393  •  Fax:(206)  402-9494  •  e-mail  address:  info@pcsol.com 

Outlook  is  o  trademark  of  Apex  PC  Solutions,  Inc.  All  Apex  products  are  mode  in  the  U.S.A. 


APEX 

PC  SOLUTIONS 
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Amber  Wave  Systems,  Inc.,  42  Nagog  Park,  Acton,  MA  01720-3409.  Amber  Wave  and  Amber  Switch  are  trademarks  of  Amber  Wave  Systems,  Inc.  All  other  registered  and  unregistered  trademarks  are  the  properties  of  their  respective  companies.  ©  1995  Amber  Wave  Systems,  Inc. 
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Introducing  AmberSiv/fc/?:M 
The  only  full  featured  Ethernet  switch 
you  can  buy  at  a  price  competitive 
with  shared  LAN  hubs. 


If  bandwidth  hogs  are  causing  bottlenecks  on  your 
network,  check  out  the  new  AmberSwitch.  It’s  the 
high  performance,  cost-effective  way  to  make  sure 
thereb  plenty  of  bandwidth  to  go  around. 

Adaptive  Cut-Through  combines  speed  with  the  packet 
reliability  of  store-and-forward.  Modular  design  allows 
you  to  expand  from  8  to  32  ports.  4096  MAC  addresses 
are  available  for  use  by  any  port. 

And  the  price  per  port  is  the  lowest 
of  any  switch  on  the  market. 

Give  us  a  holler  for  more 
information  on  our  30  day  money 
back  guarantee  and  our  free 
white  paper,  Designing  High 


Performance  Workgroup  Networks. 


ember  mcm? 


Call:  508.266.2900  Fax:  508.266.1 1 59  e-mail:  info@amberwave.com  Web  page:  http://www.amberwave.com 
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MULTINET  FOR  WINDOWS 

THE  WORLD’S  ONLY  TCP/IP 

POWERFUL  ENOUGH  FOR  EVERY  ENTERPRISE 


MultiNet  for  Windows  Applications 

Terminal  Emulation 

Internet  Access 

Telnet  &  rlogin 

WWW  browser 

TN3270 

Email:  SMTP,  POP, 

VT100-320 

and  MIME 

Graphical  keyboard 

File  Sharing 

remapping 

FIT  client 

Kerberos 

FTP  server 

Network  Diagnostics 

NFS  client 

Monitor  application 

Network  Utilities 

Packet  utility 

Ping 

Network  Printing 

Traceroute 

LPR 

Nslookup 

Stream  (Reverse  Telnet) 

Whois 

PCNFS 

Finger 

Cross-platform  enterprise  computing 
demands  greater  speed,  reliability,  support 
and  ease-of-use  from  a  TCP/IP  solution. 
No  other  TCP/IP  product  can  deliver  it. 

But  don’t  just  take  our  word  for  it.  Order 
your  free  evaluation  of  new  MultiNet®  for 
Windows  today 
and  prove  it  to 
yourself! 


Ft  'ce  }  ,  r 

c«"m.Kv. xj°"  Software 

Oor  “^7.5200 


“TGV  has  redefined  TCP/IP  for  Windows.  MultiNet 
establishes  new  benchmarks  for  speed,  compatibility 
and  range  of  services!’ 


The  Enterprise  TCP/IP  Experts 


David  Shute, 

_  Internet  Publishing  Consultant 

IT  runs  with  Tide  Facilitators,  Inc. 

NetWare 

•Developer  tested  only.  Novell  makes  no  warranty  with  respect  to  [his  product.  MultiNet  is  a  registered  trademark  of  TGV  Software,  Inc.  All  other  trademarks  are  the  property  of  their  respective  owners.  ©1995  TGV  Software.  Inc.  003 


Fax:  408-457-5205  Email:  sales@tgv.com  Web  Server:  http://www.tgv.com 
TGV  Europe  Tel:  +44-1-256-841511 
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WINDOWS  TCP/IP 


mnmnn 


Turn  Your  Novell*  PCs  Into 
Powerful  Internet  Workstations 


© 
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vy  tcp/ip 
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INTERNET 

NOVELL  NETWORKS 

TELNET 

WWW 
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SMTP 


FTP 


POP3 


E-MAIL 


MANUFACTURING 


ACCOUNTING 


56K 


DNS 


MARKETING 


EZ-CONFIG 


It  runs  with 

NetWare 


INTERNET  SUCCESS  PARTNER 


Connect  With  The  People  Who 
Make  The  Internet  Work! 

Network  managers,  Internet  access  providers, 
IHVs/ISVs,  VARs,  and  Web  site  developers 
worldwide  are  discovering  the  exceptional 
business  and  technical  advantages  of  work¬ 
ing  with  BSDI's  Internet  Specialists.  As  an 
Authorized  BSDI  Internet  Success  Partner, 
you  get  an  unbeatable  Internet  advantage 
when  you're  backed  by  the  industry's  most 
powerful  Internet  software,  direct  technical 
support,  and  a  competitive  reseller  program. 

To  discover  what  becoming  a  BSDI  Internet 
Success  Partner  can  do  for  you,  point  your 
Web  browser  at  http://www.bsdi.com, 
or  call  1-800-883-2734 today! 

This  product  includes  software  developed  by  the  University  of  California 


The  Complete  Internet  Solution  for  Novell  Networks. 

The  BSDI  Internet  Gateway  for  Novell®  Networks  turns  your  Novell  PCs  into 
powerful  Internet  workstations  -  without  the  complexities  of  TCP/IP 
networking  on  the  desktop.  All  you  need  is  a  BSDI-powered  PC  server  and 
a  connection  to  the  Internet  to  deliver  affordable  and  reliable  Internet  and 
World  Wide  Web  access  to  Internet-hungry  users  throughout  the  enterprise. 
Plus,  the  BSDI  Internet  Gateway  includes  everything  you  need  to  establish 
the  Internet  and  World  Wide  Web  presence  for  your  entire  organization! 

Internet  and  WWW  ready.  The  BSDI  solution  includes  a  sampler 
of  top  Internet  applications  -  E-mail,  World  Wide  Web,  FTP,  Telnet,  and 
more  -  so  you  can  quickly  and  affordably  equip  existing  PCs 
as  full-featured  Internet  workstations.  What’s  more,  users  can  also  run  their 
favorite  WinSock-compliant  applications.  Better  yet,  the  BSDI  Internet 
Gateway  doubles  as  an  E-mail,  WWW,  and  FTP  server.  Best  of  all,  even 
network  administrators  who  are  unfamiliar  with  TCP/IP  networking  can 
connect  an  enterprise  to  the  Internet  in  a  couple  of  hours. 

BSDI  Makes  the  Internet  Work.  No  administration  headaches 
from  running  dual  stacks  on  the  desktop.  No  worries  about  security  for  your 
existing  Novell  networks.  Just  bulletproof  and  reliable  Internet  connectivity 
with  the  high  power  and  low  price  that  enable  you  to  connect  every  PC  in 
the  enterprise.  The  BSDI  Internet  Gateway  for  Novell  Networks  includes  60 
days  of  free  telephone  support  and  a  60-day  money-back  guarantee,  so  you 
can  establish  your  Internet  presence  with  no  risk.  For  more  information 
about  the  complete  Internet  solution  for  your  Novell  networks, 
call  1-800-871-2734  today! 


Berkeley  Software  Design,  Inc.  (BSDI) 

5575  Tech  Center  Drive  •  Suite  110 

Colorado  Springs,  CO  80918 

1-719-593-9445 

FAX:  1-719-598-4238 

E-Mail:  info@bsdi.com 

WWW:  http://www.bsdi.com 


BERKELEY  SOFMARE  DESIGN,  INC. 

The  Commercial  Supplier  of  BSD  Operating  System, 
Networking,  and  Internet  Technologies 

Berkeley  and  its  contributors.  BSDI,  BSD/OS,  and  BSDI  logos  are  trademarks  of  BSDI.  ©  1995  BSDI 
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Remote  Control  for  Windows  95! 
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Remotely  Possible/32 

Authentic  32-bit  remote  control 


Simultaneous  Remote  Control,  File  Transfer  &  Chat 

Offsite  to  Office,  Help  Desk,  Training  &  Customer  Support 

Perform  Multi-Sessions  Simultaneously  over  tcp/ip 
(IPX,  Netbeui,  NT  &  Modem  versions  coming  soon!) 
Multi-Takeover  For  Classroom  Instruction  &  Training 
Many  New  Features  Including  1 6-bit  downward  compatibility 
with  Avalan’s  Award-Winning  Remotely  Possible  Products 


REMOTELY  POSSIBLE 


Remotely  Possible/32 

16-bit 

Yes 

32-hit 

Yes 

PC  Anywhere 

Yes 

No 

ReachOut 

Yes 

No 

Carbon  Copy 

Yes 

No 

Close  Up 

Yes 

No 

3J  AVAL  AN 


TECHNOLOGY 


ISDN  Got  Your 
Attention? 

GET  ALL  OF  THE  FACTS  ABOUT... 

•  Availability  in  Your  Geographic  Area 

•  Cost  Justification 

•  Support  for  Your  Existing  Analog  Technology 


FREE  COST/BENEFIT  ANALYSIS 

For  Ascend  s  Pipeline  Family  of  ISDN  Access  Routers 
and  MAX  Analog/Digital  WAN  Access  Switch 

Telecommuting  •  Branch-Office  Access  •  Internet  Access  Solutions 


MAXNET  Offers  EXPER Tlntegration  Services  for  Ascend: 

•  Network  Design,  Installation  and  Management 

•  24  x  7  Help-Desk  and  Network  Control 

•  Custom  Maintenance 

Nfil  tT 

1-800-4-MAXNET 

Opening  the  Door  to  a  World  of  Communications 


V-  communication  systems,  inc.  ASCEND 

Trademarks  are  the  property  o(  their  respective  owners.  ©1995  MAXNET  Communication  Systems,  Inc 
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Novell  and  Intel  Join  Forces  To  Give  You  ManageWise,  & 
SyncComplete  Adds  On... 


•  to  integrate  the  network  information  that  is  scattered 
among  Novell's  NDS,  NMS,  and  Intel's  LANDesk  into 
an  integrated  database. 

•  to  provide  a  common  user  interface  that  allows 
instant  access  to  complete  network  information. 

•  to  provide  extensive  network  reporting  capabilities. 


SyncComplete 


for  ManageWise 

Kansmen 

Order: 

Phone: 

800-200-9881 

408-263-9881 

Fax: 

408-263-9883 

Corporation 

BBS: 

408-263-0892 

Internet: 

info@kansmen.com 

WWW: 

www.kansmen.com 

(C)  Copyright  1995  Kansmen  Corporation.  All 
Rights  Reserved  SyncComplete  is  a 
trademark  of  Kansmen  Corporation.  All  other 
product  names  mentioned  herein  are 
trademarks  or  registered  trademarks  of  their 
respective  organizations. 

FTP: 

ftp.kansmen.com 

Real  Integrator  for  NMS  & 
LANDesk 

Smartly  consolidates  the  data  from  Novell's 
NMS,  NDS.  and  Intel's  LANDesk  into  an 
integrated  database  and  provides  a  common 
user  interface  that  allows  instant  access  to 
complete  network  information. 

Integrated  Database 

Synchronizes  data  for  complete  network 
information  and  provides  a  user-centric  view  of 
your  network. 

Extensive  Reporting 
Capabilities 

Fully  supports  our  ReportComplete,  a  network 
reporting  tool  which  comes  with  SyncComplete. 
It  generates  predesigned  reports  for  networks 
of  any  size;  generates  more  than  a  dozen  types 
of  reports  that  fall  into  four  report  styles: 
Segment  Report,  Network  report,  Alarm  Report, 
Router  &  Hub  Function  Report;  provides 
different  reporting  styles  that  allow  you  to 
customize  reports  to  your  needs;  comes  with 
many  reporting  features  that  make  generating 
reports  easy. 

Automatic  Data  Input 

Automatically  fills  the  data  into  the  NMS 
database  and  eliminates  hours  of  manual  data 
input. 

System  Auditing  Capability 

Automatically  logs  any  configuration  changes  to 
the  workstations  and  servers  on  your  network. 

It  allows  you  to  keep  track  of  all  the  changes 
and  enables  you  to  respond  to  any 
unauthorized  changes  before  any  problem 
occurs. 

Automated  Operations 

Allows  scheduling  for  automated  operations  at 
certain  times  when  network  traffic  is  not  at 
peak,  or  to  schedule  routine  operations  in  a 
daily,  weekly,  biweekly,  monthly,  or  even 
quarterly  basis. 

Two  Levels  of  Data 
Synchronization 

Provides  two  levels  of  data  integration  to  meet 
your  needs  at  different  times;  full  synchrony 
and  incremental  synchrony.  Full  synchrony  is  a 
database  rebuilding  process  that  enables 
complete  data  integration  among  the  NMS, 
NDS.  and  LANDesk  databases.  Full  synchrony 
is  recommended  when  the  NMS  database  has 
been  reset  with  all  the  data  rediscovered. 
Incremental  synchrony  updates  the  object  in 
the  database  when  modification  has  been 
made. 


Re-defining  Plug  n’  Play. 

A  CD-ROM  server  system  that 
is  installed  like  an  appliance. 


SciNet  CD-System  is  a  complete  CD-Rom  Server  designed  to  be  installed  like  an  appliance. 
Listen  to  what  the  experts  say: 

“...Installation  ranks  among  the  simplest  of  any  network  product  we 
have  ever  seen.  The  entire  procedure  goes  like  this:  You  remove  the 
unit  from  the  box,  connect  the  power  and  Ethernet  cables,  insert  the 
CD-ROMs,  and  flip  the  switch” 

Steve  Rigney,  PC  Magazine,  Network  Edition,  August  1995 

This  functionality  is  now  possible  because 
we  have  incorporated  our  unique  server 
technology  inside  the  SciNet  CD-System 
and  added  CD-ROM  functions  to  deliver  the 
equivalent  of  NetWare  server  with  superior 
CD-ROM  support.  And  there’s  no  need  for 
keyboard  or  monitor. 

THE  FIRST  NETWORK 
APPLIANCE  HAS  ARRIVED! 

Save  time  and  hassles.  Don’t  buy  the 
pieces,  get  the  whole  solution. 

OEM  and  reseller  inquires  are  invited. 

To  learn  more  call  SciNet  today  at 
1-800-653-1010. 


SCIMET 

The  Application  Server  Company 

SciNet,  Inc.,  3255-2  Scott  Blvd. 

Suite  102,  Santa  Clara,  CA  95054 
Tel:  (408)  492-9365  Fax  (408)  492-9379 


'  runs  with 
NetWare 
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100  Mbps  Fast  Ethernet  and  Ethernet  Switches 


1 00  Mbps  Fast  Ethernet  Adapters 


Intel 

Ether  Express  PR0/100  32-bit  (PILA8465) 

Single/5PK/20PK . $185/870/3,100 

Ether  Express  101100  PCI  (PILA8465B) 

Single/5PK/20PK . 1148/695/2603 

Ether  Express  PRO/IOO  32-bit  EISA  (EILA8265) . $235 


inte» 


Intel  EtherExpress  PRO/IOO 
LAN  Adapter 

Gnv  vmu  /Hkimw  (»nrur  Aom/  Pfi 
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New  Intel  Smart  100  Nitro  High  Performance  Server  Adapter 
(PILA8485) . $745 


Networth 

100Base-TX  8-Port  Hub  (MICR0100) . $1,350 

Dual  Speed  Fast  Ethernet  Hub  24-Port  (MICR0 10/1 00) . $3,565 

SMC 

Tiger  Hub  1 00  1 6  Port  1 0OBase-TX  Hub  (SMC51 1 6TX) ....  $2,398 
D-Link 

1 00  Base-TX  1 2-Port  Hub  (DFE-81 2TX| . . . $1,475 

Asante 

100Base-TX  12-Port  Stackable  Hub . $1,675 

Bay  Network 

12-Port  100Mbps  Hub  (AT2202-001) . $1,740 

3Com 

100Base-TX  12-Port  Stackable  Hub  I3C250-TX/1) . $2,028 


VG  AnyLAN  Port  (PTC2 1 8A0) . $2,250 

FDDI  Interface,  Single  Port  SAS  (PTC21 1  A)  . . . $2,900 


100  VG-Any  IAN  Hubs 


WaveSwitch  100-8 

8-Port  Ethernet  Switch  Base  Unit  (PTP080A) 


$5,800 


Networth 

10/1 00  Mbps  EISA  (UTP100E) . $370 

10/100  PCI  (UTP100P) . $235 

3COM 

10/1 00  PCI  (3C595TX)  Single/5PK/20PK . $169/754/2,740 

10/1 00  EISA  (3C597-TX)Single/5PK . $251/1228 

Cogent 

PCI  Quartel.Full  Duplex,4RJ45  Ports  (EM400) . $1,137 

SMC 

10/1 00  EISA  ISMC923DSTI . $240 

10/100  PCI  (SMC933DST)  . $212 

West  Hills 

10/100  PCI  (WH500-TX) . $145 

National  Semi  Conductor 

10/1 00  PCI  Adapter  ISA  (NI7000-TI-01 ) . $160 

Asante 

10/100  PCI  Adapter  for  PC/MAC  . . . $  1 99 

Thomas  Conrad 
100Base-TX  PCI  Adapter  (TCTX048) 

Single|6PK/50PK . $195/1,115/9,251 


lOOVG  AnyLAN  Adapter 


Thomas  Conrad 
lOOVG-AnyLAN  ISA  Adapter  (TCVG045-UTP) 

Single/6PK/50PK . $195/1,115/9,720 

lOOVG-AnyLAN  EISA  Adapter  (TCVG047-UTP) 

Single/6PK/50PK .  $195/1,115/9,720 

Katron 

100VG  ISA  Adapter  (OP-161) . . $149 

100  VG  EISA  Adapter  IDP-32E) . $192 


100  Mbps 


Hewlett  Packard 
100VG  16-bit  ISA  10/100  (J2573A  HP) 

Single/6PK/24PK . $200/1162/4,434 

100VG  32-bit  EISA  (J2577A  HP) 

Single/6PK/24PK . $246/1,428/5,437 

100VG  32-bit  PCI  (J2585A  HP) 

Single/6PK/24PK . $216/1,268/4,094 


lOOMbps  Macintosh 

Farallon 

Fast  Ether  TX- 10/100  NuBus  (PN990)  . 

_ _ $328 

Fast  Ether  TX-10/1 00  PCI  (PN994) . 

. $240 

FDDI  Adapters 

Cogent 

PCI  SC  Connector  (EM  1 00FX) 

$499 

PCI  ST  Connector  (EMI  00FX) . 

. $499 

Network  Peripheral 

EISA  (SAS)  FDDI  Adapter  (NP-EIS-D50) . 

...  $1,510 

Efficient  Networks 

155.52Mbps  PCI  ATM  Adapter  with  51 2K  Memory 
(ENI-155P  MFC) . 

...  $1,200 

NBASE 

Multimode  to  Singlemode  ATM  Converter,  20 KM  Single  Link 
INode  Attach)  (N420ATMI) . $3,995 


100  Base-TX  Fast  Ethernet  Hubs 


NBASE 


Thomas  Conrad 

24-Port  1 0OVG-AnyLAN  Hub  (TCVG050-UTP) . $2,625 

Katron 

1 0OVG-AnyLAN  Hub,  6-Port/I  2  Port  (DPI  006/DPI  01 2)  $840/1,330 
Hewlett  Packard 

Advanced  Stack  1 0OVG  1 5-Port  Hub,Stackable  up  to  1 6  Hubs 


(J2410A) . $2,262 


10/100  Switches 


NBASE 

New  MegaSwitch  Seven  100  Mbps  Ports, 

UTP  and  Fiber  Capabilities  (NH2007) . $6,500 


NBASE 

New  MegaSwitch  Seven  100  Mbps  Ports, 

UTP  and  Fiber  Capabilities  (NH2007) . $6,500 


NBASE  Switch 


MegaSwitch  6  AUI/RJ45  Ports, Plus  2  Slots  for 

NH200MP  &  SNMP  (NH208-10) . $3,499 

MegaSwitch  6  AUI/RJ45,Plus  7  RJ45  Ports,  Plus  2  Slots  for 
NH200MP/SNMP  (NH21 5-1 0) . $6,999 


1 00  Base-TX  MegaPort  Module  for  NH208/2 1 5  (NH  200MP) ...  $  1 , 1 2  9 
Xedia  MAD  SWITCH 
Stackable  Ethernet  Switch,  Six  1 0Mbit  Ports 

Plus  Slot  for  1 00Mbit  Fat  Pipe  (XE-XM-241 0) . $2,495 

Kalpana 

PROStack  EtherSwitch  Stackable 
Ethernet  Switch,  1 6  RJ45, 

2  expansion  slots  for  high¬ 
speed  modules,  lOBase-TX/ATM 

(PSP16-M001) . $6,370 

IPSP16-M041) . $7,095 

1 0OBase-T  module  for  PR01 6, 

1  RJ45  (PSP100T) . $1,100 

3Com 

24  Switched  1 0  Mbps  Port,  One  1 00  Base-T  Fast  Port 
I3C16900) . $3,445 


ri 


wmmu 


_ 


100Base-TX  8  Port  Hub  |NH1 08) . $1,425 


Plaintree 

WaveSwitch  100 

1 6- 1 0Mbps  1 0Base-T  Ethernet  Ports,  Two  High-Speed  Ports, 
Supports  Standard  SNMP  Management  Using  SNMP,  MIIB, 
and  the  RFC  1 493  Bridge  MIB.  1 6-Port  Ethernet  Switch 

Base  Unit  16  Ports  (PTP110A) . $6,700 

1 0OBase-T  Interface  Port  (PTC2 1 7 A) . $2,250 


Pre-Configured  with  WaveBus 

Interface  IPTP080A-01) . $8,750 

Pre-Configured  with  FDDI  8t  SASI 

Interface  (PTP080A-02) . $6,300 

Pre-Configured  with  FDDI  &  DAS 

Interface  (PTP080A-03) . $7,500 

Pre-Configured  with  100  Base  TX 

Interface  (PTP080A-04) . $6,300 

Pre-Configured  VG  AnyLAN 

Interface  (PTP080A-05) . $6,300 

Bay  Network  Lattis  Switch  System 
Fast  Ethernet  Switching  Hubs 
10/100  Mbps  UTP  Switch.l  6  RJ45  Supports 
1 0/1 00  Mbps  Ethernet, Mode  (281 1 5) .  $  1 4,450 


FDDI  Switching  Hubs 


Network  Peripheral 
EIFO  Client/Server  Switching  Hub 
Six-Port  Ethernet  Stackable  Switch  with  two  CDDI 


FDDI  over  UTP  Uplinks . $3,700 

Bundle  Switch  &  FDDI  Adapter . $4,625 


West  Hills 

ISA  RJ45/BNC/AUI  (HT2002CT) . . . $27 

ISA  BNC  (ENET16C) . . . $37 


ISA  RJ45/BNC/AUI  (HT2002CT) . $27 

ISA  BNC  (ENET16C) . $37 

ISARJ45  (ENET16T) . $37 


ISA  RJ45/BNC  (ENET1 6CT) . $41 

RJ45/BNC/AUI  (HT21 OOPCI  -  PCI) . $99 

RJ45/BNC/AUI  (HT2100VL  VLB)  . . $99 

SMC 

ISA  RJ45  (SMC8416T)  Single/5PK/20PK . $91/379/1,403 

ISA  BNC  (SMC8416B)  Single/5PK/20PK . $91/379/1,630 

ISA  RJ45/BNC  (SMC84 1 6BT) Single/5PK/20PK  ...$103/490/1,750 

ISA  RJ45/BNC  (LANET16C)  Single/6PK/24PK . $137/795/2,902 

EISA  Combo  (SMC-E32C)  Single/6PK . $201/1,1 27 

PCI  RJ45IBNC  (SMC8432BT)  Single/5PK/20PK  ..  $145/690/2,560 
Intel 

ISA  RJ45/BNC  (PCLA82 1 5)  Single/5P  K/20PK . $110/510/1,900 


ISA  PR0/10  RJ45  (PCLA8220A)  Single/5PK/20PK...$94/41 8/1,5 1 0 
ISAPRO/1 0  RJ45  (PCLA8225A)  Single/5PKj20PK _ $  1 06/450/1 ,655 


EISA  RJ45/BNC/AUI  (EILA8225)  Single/5PK . $2 1 7/954 

PCI  RJ45/BNC  (PCLA82)  Single/5PK/20PK . $1 62/767/2,807 


3Com 

ISA  RJ45  (3C509B-TPO)  Single/5PK/20PK . $99/445/1,630 

RJ45/BNC/AUI  (3C509B-C0MB0) 

Single/5PK/20PK . . . . $11 9/558/2,039 

EISA  RJ45  (3C579TP)  Single/5PK . $239/1,019 

EISA  BNC  (3C579TP)  Single/5PK . $239/1,019 

PCI  RJ45/BNC/AUI  (3C590-COMBO) 

Single/5P  K720PK . $170/767/2,800 


West  Hills 

8  Port  1 0BT  Hub,  BNC  &  AUI  Ports  (HT08TP) . ..$11 0 

1 6  Port  1 0BT  Hub,  BNC  &  AUI  Ports  (HT16TP) . $255 


9-Port  1 0BT  Palm  Hub  (ETHER9) . $  1 65 

16-Port  10BT  Smart  Hub,  AUI  Ports(UE2041) . $325 

NBASE 

12-Port  10BT  Hub,  BNC  &  AUI  Ports  (NH1 00-05) _ $320 

12-Port  10BT  Hub,  BNC  &AUI  Ports, 


SNMP  Upgradeable  (NH  1 00) . . $495 

12-Port  10BT  Hub,  BNC  &  AUI  Ports, SNMP  Slave  (NH101)  $645 
12-Port  10BT  Hub,  BNC  &  AUI  Ports, 


SNMP  Master  (NH1 02) . 

. . $815 

24-Port  1 0BT  Hub, SNMP  Upgradeable  (NH  1 04) . 

_ $855 

24-Port  1 0BT  Hub, SNMP  Slave  (NH1 14) . 

_ $950 

24-Port  1 0BT  Hub, SNMP  Master  (NH  1 1 4) _ 

_ $1,150 

SMC 

12-Pnrt  lORTHiih  ISMC3R17TP)  . 

. $635 

8-Port  10BT  Hub  (SMC3608TP) . 

_ $295 

1 2-Port  1 0BT  Hub  TigerStack  (SMC331 2TC) . 

_  $550 

1 2-Port  1 0BT  Concentrator  (SMC35 1 2) . 

_ $625 

26-Port  10BT  Hub  TigerStack  (SMC3326TC) . 

. $935 

Hewlett  Packard 

Advanced  Stack  12-Port  Hub  (J2600A) . 

. $598 

Advanced  Stack, SNMP1 2-Port  Hub  (J2630A) . 

. $930 

Advanced  Stack  24-Port  Hub  (J2601A) . 

. $972 

Advanced  Stack  with  SNMP  24-Port  Hub  (J 2631  A) 

. $1,340 

Transceivers 

>  ••  -  . 

AUI  tn  TP . 

. $39 

AUI  to  BNC _ _ _ 

_  $39 

AUI  to  lOBase-FL _ _ _ 

. $249 

AUI  to  MultiMode  Fiber  (1300nm,5Km) . . 

_ $449 

AUI  tn  SinnleMmte  Fiber  11 300nm.  lOKml . 

.  $549 

w 

:  Repeaters 

West  Hills 

2  BNC  +  2  AUI  (ETHER2) . . $169 


w, y  seheesss 

ULi  i  s , 


4  BNC  +  4  AUI  (ETHER4) _ _ _ $269 

6  BNC  +  6  AUI  (ETHERS) . $329 


Print  Servers 


West  Hills 

2  Parallel  and  1  Serial  Port, BNC,  AUI  &  RJ45  Connectors 

(PrintMate  3000)  . . . . . . $299 

Castelle  LANpress,2  Parallel  and  2  Serial  Ports, 

1  RJ45  &  1  BN  . . . . $525 

Intel  Netport  Express  XL  RJ45  &  BNC  (PCLA2131) _ $439 

Xircom  Pocket  Ethernet  Print  Server,  1  Parallel,  1  BNC 

(PEPSI  10BT) . . . . . . $297 

Xircom  Pocket  Ethernet  Print  Server,  1  Parallel, 

1  BNC  (PEPSI-  10BT) . . . .  $297 

Eagle 

1  Print  Server  RJ45  &  BNC  (NPE400) . .  $370 


Visa  &  MasterCard 
Fast  Delivery 

Most  Orders  Ship  The  Same  Day 
Prices  Subject  To  Change  Without  Notice 


We*T  HILL* 
Ul  fYftTCMft 


7949  Woodley  Avenue,  Van  Nuys,  California  91406 


Reader  Service  No.  253 
FaxNET  No.  30410 


1  -800-FOR-LANS 
1-800-367-5267 

Technical  Support 

Tel:  1-818-773-8171 
Fax:  1-818-773-8932 


Mnwnw-irmi 


4,  7,  14  and  28  Bay  Towers 
Servers  and  Rack  Mounts 

Toshiba,  NEC,  Plextor 
and  Sony  Drives 

Novell,  Windows  NT,  Unix 
and  OS/2  Compatible 

CD  Management  Software 
2  Year  Warranty 

EXCEL  COMPUTER 

SALES  800-995-1014 
FAX  214-385-3299 


Reader  Service  No.  235/FaxNET  No.  30720 


||p 

if  Do  You  Want ... 

...to  increase  sales? 

...more  leads  and  qualified  buyers? 

...an  effective  advertising  campaign? 

...to  sell  your  products  and  services? 

Netu/ork  World’s  Marketplace  has  helped  many  neiv  and 
established  companies  accomplish  these  and  many  other  goals. 


'I 


/Advertise  your  product  or  services  here  and  watch  your 
company  succeed.  Call  Direct  Response  Advertising  today 
at  1-800-622-1108  ext.  507. 


J 


The  Best  Tl  Access  Products  -  Guaranteed! 
ATM  Frame  Relay  SMDS 

Ethernet  to  ATM/Frame  Relay/SMDS  Gateway 


•  Complete  line  of  Tl/El 
Access  products 

•  Simultaneous  voice,  video 
and  data  transport 

•  Built-in  migration  path  for 
investment  protection 

•  Extensive  diagnostics,  traffic 
generation  and  SNMP 

•  Reliable,  aggressively  priced 


CAT700  DSU/CSU 


CAT  1200  MUX 


CAT1500  MUX 


ATM  DXI,  SMDS  DXI, 
Frame  Relay,  T1/FT1 

1  or  2  Ports 
Optional  Ethernet  and 
“Drop  &  Insert” 

LCD  Display  &  keypad 


ATM,  Frame  Relay, 
SMDS,  T1/FT1 

LAN  to  WAN  protocol 
conversion 
Up  to  4  ports 
V.35/RS449,  Ethernet, 
FT1 

El  version  available 


ATM,  Frame  Relay, 
SMDS,  T1/FT1 
Built-in  migration  path 
LAN  to  WAN  protocol 
conversion 
Up  to  4  ports 
V.35/RS449,  Ethernet, 
FT1 

E 1  version  available 


Starts  at  $995  Starts  at  $2495  Starts  at  $4995 


Cell  Access  761B  University  Avenue,  Los  Gatos,  CA  95030 
Technology,  Inc.  Phone  (408)  395-8490  FAX:  (408)  395-8270 

t&e  'putune 

Reader  Service  No.  275 


True  Internet  security  requires  a  complete  solution. 

The  most  secure  Firewall  in  the  industry,  Border  Ware,4  provides: 


•  Endorsement 
from  multiple 
independent 
security  testing  labs 

•  An  integrated  security 
engine/OS  combination 

•  Built  in  support  for 
authentication  and  encryption 

•  Transparent  proxies  and  application  gateways 

•  Flexible  features  such  as  address  translation 
and  user  defined  proxies 

•  Fully  integrated  Internet  servers 

(DNS,  Web,  SMTP/POP,  USENET,  and  FTP) 

•  Secure  Server  Net™  technology  to  securely  run  your 
commercial  Web  servers 


YOUR  I  N  I  E  fl  N  E  T  BUSINESS  PARTNER 

CALL  US  AT:  1-800-723-1166  visit  us  at:  http:/ / www.netpart.coin/  e-mail  us  at:  sales@netport.coni 

NetPartners,  Inc,  5060  Shoreham  Place,  Suite  200,  San  Diego,  CA  92122  619.622.8966 

Copyright  1995  NetPartners,  Inc.  NetPartners  logo,  ’Your  Internet  Business  Partner*  are  registered  trademarks  of  NetPartners,  Inc.  BorderWare  is  a  registered  trademark  of  Border  Network  Technologies,  Inc. 


Reader  Service  No.  256/FaxNET  No.  34590 


Direct  Response  Advertising 

Sales  Territory  Map 

Response  Card  Decks  •  ActionCenter  •  Formatted  Marketplace 


West 

East 

Clare  O'Brien 

Richard  Black 

Central 

Heather  Fairbanks 


508-875-6400  or  800-622-1108 

All  inch  Marketplace  ads  are  handled  by  Carla  Cappucci. 
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Computer  Networking 
Develop.  Tech. 

1  -800-320-0663 


NOVELL  NetWare 

Full  Version,  V.  4.10/3.12 


5 

User  . 

. .  .$345 

10 

User  . 

. .  .$795 

25 

User  . 

.  .$1045 

50 

User  . 

.  .$1450 

100 

User  . 

.  .$1895 

250 

User  and  up  . . 

. . .  .Call 

Win.  NT  3.51,  Server/Station  $478/188 

MS  Office  95 . Call 

MS  Office  4.3,  Pro . Call 


Intel  EtherExpress  Pro,  Combo  .$78 

3-COM  3C509B,  Combo  . $89 

Microdyne  NE  5500,  pci.tp+bnc  $128 
Microdyne  NE  2000  plus,  aui+bnc  $79 


Free  shipping  for  NetWare! 
Fax:  408-383-0983  (24  hrs) 

Circle  Reader  Service  No.  278 


Advertise  in  the 
Marketplace  and 
watch  your  sales 
come  pouring  in! 


Reserve  your 
space  today! 

Call  Carla  Cappucci 

1-800-622-1108 


I  LAN  -  WAN  -  NEW  -  USED! 


3COM.. .SMC...CISCO... NETWARE.. .PROTEON...SYNOPTICS...CABLETRON...NETWORTH 


Largest  New/Used  3Com  Inventory  Anywhere! 


3Com  NEW/USED 
MULTICONNECT 
CS/CS1/IB1-3 
NETBUILDER  l-ll 


PROTEON  (U) 


CNX500...$3000 

P4116 . $350 

P411B . $400 

P4119 . $750 

P7102 . $400 

PI  390 . $125 

MORE! . CALL 


3Com  NEW/USED 
FILE  SERVERS 
BICC/ISOLAN 
LINKBUILDER 


3Com  NEW/USED 
NETWORK  CARDS 
BRIDGE  COMM. 
SOFTWARE 


NETWORTH  (U) 

4000/10 . 

.$1600 

4000/3 . 

...$500 

UTPM  12 . 

...$500 

4000/ENT . 

..CALL 

VLAN  TRBO 

...$125 

4000/SAT . 

..CALL 

MORE! . 

..CALL 

1627-0  12-port... $275 
1627-1  12-port.... $500 
1637-1  24-port  ....$875 
1603-0  SNMP . $350 

16670  12  port . $575 

16671  24  port . $925 

MORE! . CALL 


SYNOPTICS  (U) 

3000-01  . 

...$900 

2813-04  . 

...$850 

3030-0  ... 

...$400 

3512 . 

.  $500 

3002 . 

...$450 

3514ST.. 

$1750 

MORE!... 

..CALL 

CABLETRON  (U) 

THMIM.. 

. $500 

TPTMIM. 

. $600 

MT8MIM 

. $400 

IRBM . 

. $750 

MMAC3  . 

. $250 

MT800 ... 

. $225 

MORE!... 

. CALL 

NETWARE 

1  #  of  users  3.12  4.1  1 

5 

$485  $495 

10 

$1075  $1075 

25 

$1475  $1475 

50 

$1875  $1875 

100 

$2675  $2675 

250 

$4675  $4675 

NEW  NETWORK  INTERFACE  CARDS 


3Com  SMC  INTEL  NOVELL  CLONE 


16  BIT  CX/TP 

85 

80 

80 

80 

50 

16  BIT  COMBO 

110 

105 

105 

105 

55 

32  BIT  CX/TP 

195 

225 

225 

425 

80 

TOKEN  16/4MB 

250 

250 

250 

250 

250 

ERGONOMIC  INC. 

47  Werman  CT. 
Plainview.  NY  11803 
516-293-5200 
FAX:  516-293-5325 


WE  BUY  &  SELL  USED  LAN/WAN  EQUIPMENT  •  CALL  FOR  PRICING! 

123013  800-AKA-3Com  (800-252-3266)  u=used 

Circle  Reader  Service  No.  271 


NEW  REFURBISHED  BUY  SELL  NEW  REFURBISHED  BUY  SELL 


MSI  C 


ommunications 


Nationwide  Services  •  24-Hour  Technical  Support 
CNE  Services  •  Trade-In  Credit 


WAN  Products 

Adtran 

AT&T  Paradyne 
BAT 

Digital  Link 
INC 
Micom 
NET 

Newbridge 

Verilink 


Distribution  Products 


Codex 

Datatel 

GDC 

IBM 

Micom 

Racal  Milgo 


Spectron 

Symplex 

fellahs 

Timeplex 

IDS 

Vitalink 


Specialized  Products 


LAN  Products 

Bay  Networks 

Cisco 

Cubix 

Develcon 

Invision 

Lannet 

Livingston 

Multi  Access 

Xyplex 


Refurbished 

Cisco  Systems 

AGS+,  2500’s,  4000’s,  7000’s 

Data,  Voice  &  Video  Networking 
7  Waterloo  Road,  Stanhope,  NJ  07874 
1282  •  201-347-3349  •  FAX  201-347-7176 


[  http://www.msic.com 

.  _ ,  : 

|  NEW  REFURBISHED  BUY  SELL  NEW  REFUI 

{BISHED  BUY  SELL 

|  Circle  Reader  Service  No.  232 

BBN  Planet 

(800)  472-4565  National 
net-info@bbnplanet.corn 
Leased  Lines,  Frame  Relay, 
Web  Services,  Security  Services 


CERFnet 

(800)  876-2373  National 
sales@cerf.net 

WEB  Servers,  SLIP,  PPP,  Leased  Lines, 
ISDN,  SMDS.ATM,  Frame  Relay 


DATABANK,  Inc. 

(913)  842-6699  National 
accounts@databank.com 
SLIP,  PPP,  Shell,  Leased  Lines,  ISDN, 
UUCP,  Frame  Relay,  WEB  Servers 


Digital  Express  Group 

(800)  969-9090 

http://www.digex.net 

SLIP,  PPP,  Shell,  Leased  Lines,  SMDS, 

Frame  Relay,  Servers 


Global  Internet 

(800)  682-5550  National 
info@gi.net 

Leased  Lines,  Frame  Relay,  Network 
Security  &  Mgmt,  Web  Hosting 


NETCOM  Online  Comm. 

(800)  353-6600  National 

info@netcom.com 

SLIP,  PPP,  Shell,  Leased  Lines,  UUCP, 

Frame  Relay 

rAgtdii— — 


New  York  Net 

(718)  776-6811  NY/NJ/CT/PA/MA 
sales@new-york.net 
SLIP,  PPP,  Leased  Lines,  Tls, 
Frame  Relay,  10Mbps 


SuperNet  Inc. 

(303)  296-8202  Colorado 
info@csn.net 

SLIP,  PPP,  ISDN,  UUCP,  Frame  Relay 
Tl,  Web  Dev.  Training/Consulting 


US  Cyber 

(715)  387-1700  National 
info@free.org 

SLIP,  PPP,  Shell,  World  Wide  Web, 
UUCP,  Frame  Relay  Leased  Lines 


UUNET  Tech.  (AlterNet) 

(800)  258-9690  National 
info@uu.net 

Web  Srvrs,  Frame  Relay  ISDN,  PPP, 
Leased  Lines,  Security,  SLIP,  UUCP 


IBM  Internet  Connection 

(800)  455-5056  National 
globalnetwork@info.ibm.com 
SLIP,  Leased  Lines 


For  information  on  listing  your  service  here,  contact 
Carla  Cappucci  at  800-622-1108  x465,  ccapp@nww.com 


► 


For  More  Information  About  Marketplace 

Contact  Carla  Cappucci  at  1-800-622-1108  ext.  465 


Save  40°/o  bo  70°lo  on  Refurbished  Cisco 
Equipment  and  Get:  Quicker  Delivery 


•  Whole  units  &  upgrades 
» All  units  tested  &  warranteed 


•Configuration  &  installation  assistance 
•Various  WAN/LAN  cables  available 


Also  Provide:  Synoptics 
5COM 
GDC 


Codex 

ATT/Paradyne 

Racal-Milgo 


Timplex 

Micom 

UDS 


MODEMS 
DSU/CSU’S 
MULTIPLEXERS 
T-l  EQUIPMENT 
HUB,  BRIDGES,  ROUTERS,  ETC. 


LAN/WAN  •  BUY/SELL 
FULLY  WARRANTEED 
NEW/REFURBISHED 


NOVELL  NETWARE 
SPECIALS 

v4.1 

v3.12 

5  user 

.  .  .$  395.00  . 

.  .  .$  425.00 

10  user 

.  .  .$  795.00  . 

.  .  .$  845.00 

25  user 

.  .  .$1,125.00  . 

.  .$1,225.00 

50  user 

.  .  .$1,350.00  . 

.  .$1,495.00 

100  user 

.  .  .$1,750.00  . 

.  .$1,985.00 

250  user 

.  .  .$2,795.00  . 

.  .$3,295.00 

NOVELL  UF 

We 

Advert 

Sill 

PRODUCT 

DESCRIPTION 

PRICE 

AT&T 

ISN 

In  Stock 

Bay  Networks 

All 

Call 

Cabletron 

New  or  Used 

Call 

CISCO 

SPECIALISTS 

I  Fibermux 

8800  &  6600 

In  Stock  I 

I  Synoptics 

All 

Call 

|  We  carry  all  manufacturers,  call  John,  ext.  101.  \ 

ASK  US  ABOUT  OUR  DATA 
COMPRESSION  OPTION  FOR 
MOST  CISCO  ROUTERS 


PHONE 

800-783-8979 


C2Q13  586*3070  ext. 

Fax:  (201)  586-3080  _ 

Circle  Reader  Service  No.  229 


Netware  for  SAA  v2.0 

16-Session  . $1,145.00 

64-Session  . $3,475.00 

128-Session  . $5,340.00 

254-Session  . $7,995.00 

NIC’s  and  HUBS 


SN2000-Combo . 

. $25.00 

3C509B-Combo  . 

. $94.00 

5  Port  Hub . 

. $95.00 

9  Port  Hub . 

. $125.00 

12  Port  Hub . 

. $245.00 

16  Port  Hub . 

. $285.00 

We  carry  3Com,  SMC,  Intel,  D-Unk  and 
other  Major  Mki’s.  Cali  for  quote! 


FAX  (916) 
6962 


800-373-2485  ££• 

VANDY  CORP. 


Fax  1-714-768-1063 

3 


VISA  MC  -  A.E. 

m 
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^  with  a  Higher  Intelligence... 

GMM  Sync8Z/CCP™  for  the  PC 

Eight  channel  intelligent  communication  card 
using  Zilog's ™  Z.85C30  or  Z85230  SCCs  and 
Intel’s ™  i486SX  CPU. 


'kmmmi 

•  Shared  interrupt  scheme  for  up  to  8  cards 

•  1-800-531-6145  for  Sales  assistance 

•  Up  to  32  megabytes  of  memory 


•  Full  modem  control  on  all  8  RS232  channels 

•  3/4  length  XT-height  card 

•  Non-volatile  memory 


GMM  Research  Corporation 

17500  Redhill.  Suite  250;  Irvine.  Cft  92714 
Tel  (714)  752-9447  Pax  (714)  752-7335 
GMM  products  made  in  the  DSA I  I 


Circle  Reader  Service  No.  264 


FDDI  DUAL  BYPASS  SWITCHES 


CHAMPIONS  OF  RELIABILITY 


Quick  Deliveries 
Flexible  Integration 
>-  Over  15,000  Sold 


Te  l:(51 0)528-0427  Fax:(51 0)528-1 51 9 
1331  Eighth  St.  Berkeley,  CA  94710 

I  Circle  Reader  Service  No.  222 


ATM 

Software  Development 


Call  us  for  assistance  in 
Developing  ATM  software 

•  DXI,  IISP,  ILMI 

•  LAN  Emulation 

•  UNI,  PNNI 

•  IP  &  ARP  over  ATM 

We  also  provide  source  code 
licensing  for  internetworking 
software 

•  BSC/X.25  over  IP  Backbone 

•  TN3270E 

•  IBM3172  Channel  Protocol  over  IP 

•  SNA/X.25  Protocol  Stacks 


Digital  Technology 
1-800-617-1466 

Your  partner  in  networking 
Tel :  61 7-229-9797  Fax :  61 7-229-7979 
email:  info@dtix.com 
I  Circle  Reader  Service  No.  272  I 


XYPLEX 


NEW  &  REFURBISHED 

•  Authorized  Reseller 


•  Full  Warranty 

»  Buy/Sell/Trade/Lease/Rent 

•  Entire  product  line  including 
N9000  Hubs,  Network  3000’s, 
4500/5000's  (Chassis),  add-on 
modules,  1500/1600  servers, 
plus  much  more! 

1-800-832-6539 

Fax:  612-832-0966  Voice:  612-832-9192 


COMMUNICATIONS 


5254  W.  74th  STRtn;  Minneapolis,  MN  55439 


Over  12  years  of  experience 
offering  the  best  technical  advice, 
service  and  price  on 


T 

1 

TT 

li 

Ail 

1 

il 

COMPONENTS  ■  SIMMS  ■  UPGRADES 


800-694-1307 

Call  Toll  Free. 


Fax  Line, 

_ 

EMAIL#- BUYMEMORY@AOL.COM 
EMAIL#  -  102053.2540@COMPUSERVE.C0M 
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Comdex 

Comdex 

Comdex 

Don’t  miss  the 
November  13th  issue 
of  Network  World 
with  bonus  distribu¬ 
tion  at  Comdex  Fall 
in  Las  Vegas ! 

Issue  Closes:  Nov.  1 


INFORMATION  DATA 
PRODUCTS  CORE 

Modems 

Multiplexers 

DSU/CSU's 

T-l/FT-1 

Voice/Data 

Bridges/Routers 

New  -  Refurbished 
"Data  Communications 
Specialists" 

1-800-362-3770 

wan-info@planet.net 

http://www.planet.net/idpc 


Circle  Reader  Service  No.  217 


We  buy  and  sell  hi-speed 
LAN,  Internet  and  multimedia 
communication  hardware 
and  software 

Fax  your  list  to  Joe: 

@718/899-1019 


m  Net 

Phone:  718/565-3033 

I  Circle  Reader  Service  No.  259  I 


SAVE  50%  &  MORE  ON  MOST  PRODUCTS 

BUY/SELL/NEW/USED 

rent  i  C3 1 

Reconditioned  With  Warranty 

Modems  •  Multiplexers  •  T-1 
CSU/DSU’s  •  Channel  Banks 

CSU/DSU,  ALL  RATE,  V.35/RS232  . $99 

Newbridge  Channel  Banks . $2995 

Micom  Marathon  IK,  5K,  10K . 50%  off 

AT&T  CSU/DSU  NEW! . $275 

T-1  CSU's . $359 

CSU/DSU  56KBPS,  V.35 . $195 

Telco  Systems  Channel  Banks . $2995 

Newbridge  3600  Modules . CALL 

Datatel  DSU/CSU  56KBPS . $375 

AT&T  Channel  Banks . $2995 

Slat  Muxes  4,  8,  16,  32,  port . LOW 

T-1  CSU/DSU  V.35 . $895 

Channel  Bank  Rentals . $299/month 

I  METRO  COM! 

gs  (800)  304-8888  or  (713)  783-8838  = 
—  PAX  (713)  783-8832  24  HRS  = 
http://WWW.IO.COM/-METROCOM 
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UNIX 
AIX 

3780  BSC  os/2 

"Simply  the  best  DOS 

most  comprehensive 
product  of  it's  kind. "  NT 

"Excellent  support. " 

Ef  Multi-platform  WIN 

0  Attended  or  unattended 
0  Flexible  script  language 
E?  3780  RJE  client/server  ready 
[0  Up  to  32  concurrent  sessions 
Optional  programming  API 

Serengeti  Systems 

Austin,  Texas  •  Since  1988 

Free  Demo  Disk.  Sales:  800/634-3122. 

Ask  about  3770  RJE.  Fax:  612/480-8729. 
WWW:  http;//www. realtime.net/--seren 


REFURBISHED 


SynOptics 


Largest  Inventory  of  Refurbished  SynOptics  in  America! 

•  SynOptics  Trained  •  Proven  Track  Record 

®  SynOptics  Authorized  •  We  Stock  What  We  Sell! 

*  One  Year  Warranties  •  We  Buy  Used  Equipment 

Cabletron  NOVELL  IBM 

Proteon  Qcom  Wellfleet 


National  LAN  Exchange 

800-243-LANS 

140  i  W.  «20ijN,.  4*r<»vo,  UT  84601  Voice  HOI  -377-0074  FAX  HOI -.177-0078 
Circle  Reader  Service  N  o.  231 


Understand  ATM  Technology  in 
A  Corporate  Networking  Environment 


Get  up  to  speed  on  the  latest  ATM  tech¬ 
nology  ...fast... in  the  comfort  of  your  own 
office.. .on  your  PC.. .as  your  time  permits. 

To  get  your  free  ATM  course  demo 
disk.. .just  call  1-800-475-3130.  Each  disk 
holder  has  a  chance  to  win  a  Free  com¬ 
plete  ATM  course  worth  $699.  The  disk 
will  instantly  tell  you  if  you  have  won  the 
course  or  a  special  discount. 

[^]  General  DataComm 

Educational  Services 


Circle  Reader  Service  No.  241 


For  More  Information 
About  Marketplace 

1-800-622-1108 


Buy,  Sell  or  Announce 

with  Network  World's  Marketplace 


Are  you...  buying  or  selling  telecom  and 

networking  products  or  services? 


Do  you...  want  to  announce  a  business 

opportunity  or  upcoming  event? 

If  so,  Network  World’s  Marketplace  section  is  the 
right  choice.  Find  out  how  effective  and  economical 
Direct  Response  Marketplace  advertising  can  be. 

Call  Carla  Cappucci  lor  details! 
800-622-1108  exl.  465 


NETWARE  COMPETITIVE  PRICES* 

NOVELL 

Netware 

Netware 

#  USER 

ver.  3.12 

ver.  4.1 

5 

435. 

435. 

10 

995. 

995. 

25 

1,445. 

1,445. 

50 

1,845. 

1,845. 

100 

2,625. 

2,625. 

250 

3,945. 

3,945. 

•  FedEx  2nd  day 
shipping  (in  US) 

•  CNE  Support 

•  Special  Novell  Promotional  Packages  [\ielWare 

BRING  US  YOUR  BEST  DEAL 

WE'LL  BEAT  IT  !! 

•  Hubs:  lOBase-T,  100Base-T,  lOOVG-AnyLAN 

•  Adapter:  lOBase-T,  100Base-T,  PCMCIA 


NOVELL  UPGRADE  60%  OFF  LIST 


•  Bridges  •  Repeaters  •  TEansceivers  •  Cables... 


We  Carry  a  Full  Line  of  Networking  Products  From  All  Manufacturers. 


KEYNET 


CORPORATION 


CALL  US  FOR  ALL  YOUR 

NETWORKING  NEEDS!!!  We  Accept 

(800)  307-5242  VISA  ♦  mastercard 

or  Fax  (714)  378-4757  A-E-  ♦  P<°-  ♦  COD 

E-Mail:  keynet9@wavenet.com  *  Novell  &  Netware  are  registered  trademarks  of  Novell,  Inc. 
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FOR  SALE 


Slightly  Used  Equipment 


Sequent  ♦  Xyplex 
Kentrox  ♦  Cascade  ♦  Retix 


For  More  Information  Call 

510-988-4497 
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ActionCenter 


October 


Reader  Service 


Use  this  coupon  or  prepaid  post  card  in  the  October  2nd  and  October  16th  issues. 
Circle  reader  service  numbers  of  ads  that  interest  you  and  complete  the 
information  below. 

Mail  to:  Network  World,  PO  Box  5090,  Pittsfield,  MA  01203  or 
FAX  Network  World  at  413-637-4343 


Name: 

Title: 


Company: _ 
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State: _ 


Zip: 
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FaxNET 

Free  Fast  Information  about  the  following  advertisers. 

•  Call  1-800-664-8271,  wait  for  prompt,  follow  instructions. 

•  Key  in  advertisers  "5"  digit  number  listed  below. 

•  You  will  receive  requested  information  within  minutes. 

COMPANY  PIN 

CNT/Brixton  Systems  Inc.  (3270) . 34210 

CNT/Brixton  Systems  Inc.  (PU2.1) . 34550 

Dataprobe  Inc . 34080 

Network  Dimensions . 30020 

Outlinklnc . 34600 

TyLink . 34580 

Complete  index  of  advertisers . S9999 


Connectivity  -  Circle  #109 


MANAGE  ACCESS  TO  SNA  APPLICATIONS. 

GET  MORE  FROM  3270  EMULATION. 

FROM  ANY  PLATFORM. 

AND  PAY  LESS. 

Trying  to  manage  access  to  SNA  applications? 
Then  use  the  most  manageable  and  the  most 
open  SNA  server — the  BrxPU2. 1  SNA  Server 
from  CNT/Brixton  Systems. 

This  powerful  software  gateway  is  the 
first  and  only  cross-platform  solution  for  all 
your  open  clients. 

►  Centralizes  configuration  and  management, 
reduces  costs,  and  increases  operational 
control. 


The  Cross  Platform 
Leader 

Brixton  connectivity 
solutions  run  on: 
SunOS  ■Solaris  2.x 
IBM  AIX»  HP-UX 
Digital  UNIX 
SCO  UNIX  "UnixWare 
Silicon  Graphics 
Windows  NT 


Provides  SNMP  manageability 
without  the  mainframe  over¬ 
head — security,  point-click,  audit 
trails,  charge-back  and  more 

Runs  on  virtually  any  Unix  plat¬ 
form,  plus  Windows  NT 


►  No  vendor  lock-in 

►  Distributed,  fault-tolerant  archi¬ 
tecture  with  load-balancing 

►  Scales  to  thousands  of  users 

►  Easily  migrate  current  mainframe  policies  to 
Open  Systems 

Find  out  how  Brixton 's  software  gateway/server 
can  help  you  ease  the  transition  to  Open 
Systems.  Call  today  for  complete  information. 


When  other  client  software  has  "hit  the  wall", 
the  Brx3270  from  CNT/Brixton  Systems  is  just 
getting  started.  Our  emulation  tools  give  you 
all  the  features  you  want  for  less  than  the  lead¬ 
ing  alternatives: 

►  Full-featured  toolbar  facility  with  multiple 
toolbars,  pop-up  help  and  more 

►  Configure  multiple  hotspots  for  any  function 

►  "Drag  and  drop"  keyboard  mapping  to 
support  any  keyboard 


Define  macros  with 
Brixton's  BASIC  language  to 
automate  common  tasks 

File  transfer  and  TN3270E 
Telnet  print  support 


isrngw'i 


►  Cut  and  paste  between  applications 

►  Scalable  fonts  and  up  to  16.7  million  colors 

►  GDDM  support  for  full  graphics 

►  TN3270  support  for  use  with  any  gateway 

►  API  developer's  kit  for  custom  interfaces 

Brixton  clients  work  across  all  platforms,  from 
most  Unix  workstations  to  Windows  PCs,  so 
you  reduce  your  costs,  simplify  management 
and  training,  and  get  one  "look  and  feel"  for 
your  whole  enterprise. 

Call  today  for  complete  information. 


BCNT 

BRIXTON 


Computer  Network  Technology,  125  CambridgePark  Drive,  Cambridge,  MA  02140  USA 


(http:/ /www.  cnt.  com ) 

All  trademarks  are  the  prop¬ 
erty  of  their  respective  owners. 


tamammmmi  Code  Controlled  Switching  -  Circle  #110 


Strinq  AIarm 
Code  SwiTch 
Data  Trap 


No  matter  what  you  call  it,  Dataprobe  has 
the  product  that  does  the  job  for  you. 


When  ACTION  is  required;  triggered  by 
a  data  code,  call  the  code  that  gets 
RESULTS . 201-967-9300 

Port  SeIector  Dataprobe;  When  Every  Bit  Counts. 

r:  ^ 

Y\0^ 


4> 


\ 


o 


AO 


^0l 


Dial  II 


JDiaiQ 


MATCH  CODE 

I 

TAKE  ACTION 


A/B  Switch  Power  ON/OFF  Page  Re-Boot  Back-up  Alarm  Report 


^.dataer^) 


Park  Place  /  Paramus,  New  Jersey 
201-967-9300  Fax:  201-967-9090 


Internet  Security/Market  Research  -  Circle  #111 


The  Firewall  Report 


THE  MOST  COMPREHENSIVE  RESOURCE  AVAILABLE 


BENEFITS: 


nail 

•  Over  40 
Product  Profiles 

•  Over  40 
Supplier  Profiles 

•  Comparative  Charts 

•  Over  500  pages  of 
structured  information  making  process 


Detailed, 
objective 
due  diligence 
Saves  months  of 
market  research 
Expedites  the  decision 


FOR  MORE  INFORMATION  AND  ORDER  PLACEMENT 


ToU  Free:  800.242.9639  •  Phone:  516.759.5000 
Fax:  516.674.2458  •  e-mail:  firewalls@outlink.com 
URL:  http://www.outlinkcom 


Outlink,  Inc.,  49  Glen  Head  Rd.,  Glen  Head,  NY  1 1545 
©1995  Outlink,  Inc.  All  Rights  Reserved. 


Internetworking/Digital  Access-  Circle  #112 


T-l  DSU/CSUs 


1-port  DSU/CSU  for  T  1/FT  1  applications 

^  Data  rates  of  56  Kbps,  to  1.536  Mbps. 

►  Ideal  for  router  applications 
Compact  size 

Comprehensive  diagnestics 

The  TV  3400  and  ONS  150  come  with  a  standard  5-year  warranty  and  feature  no  charge,  next-day  replacement  for  6  months. 


[33TyLink 


To  order  or  obtain  more  information,  please  call  1-800-828-2785  ext.  620 
or  508-285-0033  ext.  620,  or  FAX  508-285-2738. 


ISDN/Frame  Relay/X.25  Access  -  Circle  #113 


How  can  you  substantially  reduce 
your  X.25  network  access  cost  $$? 


Install  an  ISDN-X.25  *7t asuact&i! 


✓  Completely  digital  service  at  up  to  16Kbps  over  ISDN  lines 

✓  No  changes  to  your  application  —  Plug  &  Play 


I 


Ask  about  our  Frame  Relay  &  X.25  Access  products 


I 


microtronix 

200  Aberdeen  Drive,  London,  Ontario,  Canada  N5V  4N2 
Tel:  (519)  659-9500  Fax:  (519)  659-8500  Tlx:  064-5642 


Network  Design  &  Documentation -Circle  #114 


The  “COMPLETE”  software  for  network 
planning,  documentation  and  display 


•  Connectivity  diagrams  for  all  topologies  from  WANs,  MANs  to  LANs 

•  Integrated  database  for  reports  and  analysis 

•  Real-time  displays  plus  APIs  for  front-end  integration 

WANs  -  Track  and  price  circuits 
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GrafBASE  for  Networks  offers... 

•  Multiple  layered  views  •  Geographical  zoom 

•  Smart  objects  •  Lat/Long  placement 

•  Professional  world  wide  maps  •  NPA/NXX  data 

•  Circuit  costing  •  Reports  &  Tables 

Price  starts  at  $595.  plus  map  data  options 

Network  Call  today  for  a  FREE  demo  disk 

Dimensions,  Inc.  (408)  366-8444 

1600  Saratoga  Ave.  #403-281,  San  Jose,  CA  95129  Email:  Graibase@Product.com 
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Seminars 


NetworkWorld 


Technical  Seminars 


FUNDAMENTALS  OF  NETWORKING 
&  DATA  COMMUNICATIONS 

October  1995  -  April  1996 

INTERNETWORKING: 

Designing  LANs,  WANs  &  Broadband  Networks 

October  1995  -  March  1996 

FOR  MORE  INFORMATION 

CALL  1-800-643-4668 

OR  FOR  A  COMPLETE  SEMINAR  OUTLINE  DIAL  OUR 

FAX-BACK  INFORMATION  LINE  AT  1-800-756-9430 

(Code  #90  -  Fundamentals,  Code  #80  -  Internetworking) 
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Compaq,  Intel  join  forces  on  conferencing 


i  Continued  from  page  1 

the  management  functions  they 
were  getting,”  said  Tim  Wilson, 
an  analyst  at  Decisys,  Inc.,  a  con¬ 
sultancy  in  Sterling,  Va.  “  [In 
deciding]  between  NetWare  and 
NT,  management  sometimes 
makes  the  difference.” 

Intel’s  LAN  management 
software  now  works  exclusively  in 
NetWare  environments  and  also 
is  available  as  part  of  Novell’s 
Managewise  network  manage¬ 
ment  suite. 

Intel  officials  declined  to 
comment  on  the  company’s  new 
NT  focus,  but  sources  familiar 
with  Intel’s  plans  confirmed  the 
details. 

The  new  Windows  NT  server 
agent  was  designed  to  feed  per¬ 
formance  data  to  a  LANDesk 
Manager  console  running  on  a 
Windows  workstation.  The  con¬ 
sole  is  similar  to  the  LANDesk 
Manager  console  that  displays 
data  on  NetWare  nets,  but  it  runs 
separately,  meaning  the  two  can¬ 
not  consolidate  data  about  NT 
and  NetWare  LANs. 

The  agent,  due  out  by  year- 
end,  will  monitor  preset  thresh¬ 
olds  defining  when  an  NT  server 
is  approaching  100%  utilization, 
for  example.  It  then  sends  alerts 
to  the  console  when  the  thresh¬ 
old  is  exceeded. 

Lighten  up 

Intel  will  follow  up  the  new 
agent  with  a  slimmed-down  ver¬ 
sion  of  LANDesk  Manager, 
which  will  carry  a  small  price  tag 
and  be  aimed  at  small  Windows 
NT  networks. 

The  suite,  due  by  year-end, 
will  offer  network  inventory  and 
software  distribution,  as  well  as 
remote  control  of  clients. 

However,  the  suite  will  not  ini¬ 
tially  offer  the  software  meter¬ 
ing,  server  management,  print 
management  and  virus  protec¬ 
tion  capabilities  of  the  full-blown 
LANDesk  Manager  package. 
Those  capabilities  will  appear 
during  the  first  quarter  of  next 
year,  when  Intel  ships  a  full-func¬ 
tion  version  of  LANDesk  Man¬ 
ager  for  NT,  sources  said. 

Both  NT  versions  of  LANDesk 
Manager  will  be  able  to  share 
information  with  Microsoft’s  Sys¬ 
tems  Management  Server 
(SMS),  but  the  extent  of  that 
integration  could  not  be  deter¬ 
mined  at  press  time. 

However,  sources  said  later 
versions  of  the  NT  versions  of 
LANDesk  Manager  will  share  a 
common  management  database 
with  SMS. 

Intel’s  new  management  sup¬ 
port  for  NT  will  be  a  major  boost 
for  NT  users  since  SMS  currently 
has  limited  server  management 


capabilities,  analysts  said.  Win¬ 
dows  NT  has  a  built-in  perfor¬ 
mance  monitoring  feature,  but 
the  operating  system  cannot 
export  data  to  SMS. 

The  ties  that  bind 

The  decision  to  add  Windows 
NT  management  to  its  product 
line  is  a  dramatic  shift  for  Intel, 
given  its  NetWare  management 
focus  to  date. 

But  NT  support,  in  addition 
to  its  existing  NetWare  ties, 
should  be  a  major  advantage  for 
Intel  in  its  fight  with  McAfee  and 
other  management  vendors, 
analysts  said. 

In  briefings  with  analysts, 
Intel  officials  are  reportedly 
denying  that  the  company’s  deci¬ 
sion  to  support  NT  in  any  way 
weakens  Intel’s  relationship  with 
Novell.  “But  really,  the  handwrit¬ 
ing  is  on  the  wall,”  said  one 
source,  implying  that  Intel 
would  continue  to  strengthen  its 
management  ties  to  Microsoft.  ■ 


VLANs 

Continued  from  page  1 

and  other  problems. 

“The  idea  of  defining  groups 
of  people  administratively  and 
simplifying  adds,  moves  and 
changes  is  appealing  to  most 
users,”  said  Mary 
Petrosky,  an  analyst  at 
The  Burton  Group  in 
Salt  Lake  City.  “But 
the  way  some  of  these 
items  are  worded 
leaves  a  lot  to  the 
imagination.” 

Analysts  said  ven¬ 
dor  representatives 
on  the  committee  are 
shaping  the  require¬ 
ments  to  fit  their  cur¬ 
rent  and  future  LAN 
switches  rather  than 
customer  needs.  The 
requirements  will  be 
discussed  further  at 
the  IEEE  Plenary 
Meeting  next  month 
in  Montreal,  which 
users  are  welcome  to 
attend. 

Based  on  the  exist¬ 
ing  document,  ana¬ 
lysts  and  users  are 
concerned  that  companies  will 
not  be  able  to  realize  the  promise 
of  VLANs  without,  for  example, 
reconfiguring  their  adapters  and 
drivers  —  a  potentially  time-con¬ 
suming  process.  If  the  IEEE  com¬ 
mittee  does  not  change  the 
current  wording  of  the  require¬ 
ment,  vendors  will  have  the 
option  of  denying  customers 
backward  compatibility  with 
their  switching  devices. 

“The  VLAN  standard  will  cer¬ 
tainly  have  to  require  coexis- 


By  Ben  Heskett 

Compaq  Computer  Corp.  and 
Intel  Corp.  agreed  to  codevelop 
and  market  a  series  of  new  prod¬ 
ucts  for  the  PC-based  videocon¬ 
ferencing  market  based  on 
Intel’s  ProShare  conferencing 
technology. 

The  combination  of  Com¬ 
paq’s  large  presence  in  the  mar¬ 
ket  and  Intel’s  significant  in¬ 
vestment  in  its  ProShare  product 
could  sow  the  seeds  for  a  fruitful 
affiliation.  But  videoconferenc¬ 
ing  still  needs  to  make  the  transi¬ 
tion  from  business-specific  to  ev¬ 
eryday  workstation  applications, 
officials  from  the  firms  said. 

“We  think  that  is  a  several-year 
path,”  said  Pat  Gelsinger,  Intel’s 
vice  president  of  the  personal 
videoconferencing  division.  “We 
hold  a  strong  view  that  by  the  end 
of  the  decade,  this  will  be  a  fun¬ 
damental  element  of  every  PC.” 


tence  with  existing  net  devices 
because  you  can ’t  be  swapping  or 
throwing  out  thingsjust  to  imple¬ 
ment  VLANs,”  said  Blair  Sand¬ 
ers,  senior  technical  staff 
member  at  Texas  Instruments, 
Inc.  in  Plano,  Texas. 

Other  users  agreed.  “If  back¬ 
ward  compatibility 
is  not  guaranteed, 
then  it’s  going  to 
take  a  lot  longer  — 
if  at  all  —  for 
VLANs  to  be  imple¬ 
mented,”  said  Ram 
Das  Rao,  manager 
of  net  systems  at 
Boston  University. 

Michael  Schil¬ 
ling,  director  of 
technology  at  the 
business  enter¬ 
prises  group  at  the 
University  of  Cali¬ 
fornia  at  Los  Ange¬ 
les,  expects  a  VLAN 
solution  to  support 
existing  hubs  and 
routers.  “I  should 
be  able  to  plug  any 
vendor’s  device 
into  a  VLAN  back¬ 
bone  without  hav¬ 
ing  to  upgrade 
those  individual  components,” 
he  said. 

The  way  in  which  some  of  the 
requirements  are  worded  could 
also  hamper  VLAN  perfor¬ 
mance,  whereas  one  of  the 
promises  of  VLAN  technology  is 
that  it  will  enable  net  managers 
to  eliminate  bottlenecks. 

“In  a  virtual  LAN,  we  can 
group  anybody  together  that  we 
please,”  said  Karl  Shimada,  a 
market  analyst  at  Rising  Star 
Research  in  Boulder,  Colo.  “But 


Company  officials  would  not 
divulge  any  specifics  about  the 
agreement  or  dates  of  future 
product  announcements,  but 
Compaq  is  planning  to  incorpo¬ 
rate  ProShare  into  its  packages. 

Bruce  Ryan,  an  ana¬ 
lyst  with  San  Jose, 
Calif.-based  Data- 
quest,  Inc.,  said  Com¬ 
paq  has  long  been 
“very  innovative”  in  its 
attempts  to  incorpo¬ 
rate  leading-edge 
technologies  into  its 
PCs  for  the  business 
market  but  previous 
attempts  to  bundle 
various  communications  soft¬ 
ware  packages  have  not  worked. 

Current  obstacles  for  video- 
conferencing  technology  in¬ 
clude  a  lack  of  communications 
infrastructure  and  cost,  among 
others.  ProShare  sells  for  $2,000. 


in  the  physical  reality,  we’ve  got 
to  watch  out  that  we  don’t  end  up 
with  multiple  VLANs  being  sup¬ 
ported  on  a  single  physical  seg¬ 
ment  —  which  could  lead  to 
congestion  problems.” 

As  written,  the  IEEE  802.1 
document  fails  to  address  this 
issue,  he  said. 

Analysts  and  users  said  the 
committee  may  need  to  define  a 
VLAN  Management  Informa¬ 
tion  Base  as  part  of  a  robust 
VLAN  management  standard 
aimed  at  helping  users  keep  an 
eye  on  network  performance. 

The  possibility  of  VLANs  hav¬ 
ing  a  negative  effect  on  perfor¬ 
mance  worries  Schilling. 

“I  don’t  think  that  I  would 
invest  in  a  VLAN  solution  with¬ 
out  also  gaining  an  accompany¬ 
ing  improvement  in  per¬ 
formance,”  he  said.  “A  success¬ 
ful  standard  will  allow  for  VLAN 
management  with  minimal 
efforts  and  staffing  require¬ 
ments  that  won’t  allow  VLANs  to 
impede  performance.” 

In  addition  to  a  net  perfor¬ 
mance  boost,  many  users  are 
looking  for  VLANs  to  provide 
increased  network  security. 

“Right  now,  to  provide  users 
the  capability  to  connect  to  vari¬ 
ous  servers,  you  have  to  give 
them  connectivity  to  the  entire 
LAN  as  opposed  to  specific  serv¬ 
ers,”  Schilling  said. 

“VLANs  should  help  limit 
users’  access,”  he  added. 

But  The  Burton  Group’s 
Petrosky  said  VLANs  could  po¬ 
tentially  raise  new  security  issues. 
For  example,  one  of  the  docu¬ 
ment  items  implies  only  switch 
ports  —  and  not  users  —  can  be 
members  of  a  VLAN.  This  could 


But  Gelsinger  said  the  technol¬ 
ogy  has  already  made  significant 
inroads  in  certain  areas  of  the 
business  market,  such  as  health 
care,  manufacturing-line  appli¬ 
cations  and  remote  diagnostic 
settings. 

In  related  video- 
conferencing  news, 
VTEL  Corp.  of  Austin, 
Texas,  announced  a 
series  of  new  prod¬ 
ucts  for  its  Enter¬ 
prise  series,  including 
Leadership  confer¬ 
encing  and  the  Per¬ 
sonal  Collaborator. 
Leadership  confer¬ 
encing  offers  multimedia  func¬ 
tionality  based  on  an  open 
architecture.  The  Personal  Col¬ 
laborator  allows  the  user  to  view 
and  talk  to  another  user  while 
sharing  the  same  applications 
and  files  at  two  sites.  ■ 


present  a  security  problem  in  sit¬ 
uations  where  multiple  people 
use  the  same  desktop  device,  she 
said. 

“If  you  make  the  physical 
device  —  rather  than  the  user  — 
part  of  a  VLAN,  any  user  who 
walks  up  to  a  workstation  is  by 
default  able  to  get  at  any  of  the 
data  within  that  VLAN,”  she  said. 

Defining  VLAN  members  by 
port  could  also  limit  the  ease  of 
administration  users  are  de¬ 
manding.  The  committee  could 
tweak  the  wording  of  the  VLAN 
standard  to  let  users  become 
members  of  a  VLAN.  This  way, 
users  would  be  able  to  retain  a 
set  of  operational  parameters 
as  they  move  around  a  virtual 
network. 


Trouble  in  VLAN 


Users  may  find  that  the  virtual 
LAN  standard  emerging  from  the 
IEEE  802.1  committee  overlooks 
some  of  their  top  VLAN 
requirements,  such  as: 

►  Ease  of  administration  (adds, 
moves  and  changes) 

►  Improved  network  performance 

►  Security 

►  Support  for  existing  net  devices 

Industry  observers  stressed 
that  the  IEEE  802.1  committee  is 
still  in  the  early  stages  of  defining 
a  VLAN  standard,  and  a  com¬ 
pleted  standard  is  not  expected 
for  another  couple  years.  How¬ 
ever,  users  should  pay  close 
attention  to  the  requirements  as 
they  develop  to  ensure  that 
their  VLAN  expectations  are 
realized.  ■ 


CALLING  ALL 
USERS. . . 

Users  may  attend 
next  month’s  IEEE 
802.1  Plenary  Meeting 
to  help  shape  the  VLAN 
standard 

requirements.  The 
meeting  will  be  held 
Nov.  6-10  at  the  Queen 
Elizabeth  Hotel  in 
Montreal.  For  more 
information,  call  the 
hotel  at  (514)  861- 
3511  or  the  conference 
planning  service  at 
(604)  527-1045. 


‘By  the  end  of  the 
decade,  [video- 
conferencing] 
will  be  a funda¬ 
mental  element 
of  every  PC.” 
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Windows  NT 
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Microsoft  users  an  enterprise  net 
and  systems  management  pack¬ 
age  on  the  NT  platform. 

NetVievv  for  AIX  has  greater 
functionality  than  Microsoft’s 
Systems  Management  Server 
(SMS) ,  which  is  largely  aimed  at 
managing  desktops  and  servers. 
Microsoft  plans  enhancements 
to  SMS  that  will  bring  it  closer  to 
enterprise  manager  status. 

SMS  vs.  SystemView 

“SMS  can’t  back  up  and 
recover  failures.  It  has  no  license 
management,  and  it  can’t  han¬ 
dle  large  enterprises  like  Net- 
View  can,  so  I  think  we’ll  be  very 
competitive,”  said  Lynn  Wilczak, 
director  of  SystemView  strate¬ 
gies  and  plans  at  IBM. 

Don  Haile,  general  manager 
of  IBM’s  Networking  Systems 
software  division,  echoed  that 
sentiment  at  a  recent  consultants 
briefing,  saying  that  user 
demand  is  driving  the  develop¬ 
ment  of  the  new  NT  manage- 


DBMS 

Continued  from  page  1 

atop  its  flagship  database.  Mean¬ 
while,  rivals  Sybase,  Inc.,  Infor¬ 
mix  Software,  Inc.,  IBM  and 
Computer  Associates  Interna¬ 
tional,  Inc.  (CA)  are  readying 
their  own  Internet  offerings. 

Sources  said  the  Emeryville, 
Calif.-based  Sybase  will  an¬ 
nounce  its  Web  tools  by  year-end. 
Company  officials  confirmed 
that  several  projects  are  under 
way  that  will  likely  result  in  a 
Web-enabled  version  of  the  Sys¬ 
tem  1 1  database  and  a  version  of 
Sybase’s  PowerBuilder  develop¬ 
ment  tool  aimed  at  building  Web 
applications,  as  well  as  tools  for 
building  interactive  Web  pages. 
Another  product  will  enable 
users  to  replicate  information 
from  external  Web  servers  into 
operational  databases. 

Steve  Sommer,  vice  president 
of  marketing  at  Informix,  said 
the  company  has  partnered  with 
Spider  Systems,  Inc.  and  Net¬ 
scape  Communications  Corp.  to 
provide  the  back-end  database 
for  those  companies’  Web  appli¬ 
cations.  He  said  Informix  is  add¬ 
ing  enhanced  security  features 
to  its  database  aimed  at  support¬ 
ing  Web-based  transactions.  In 
addition,  Informix  will  boost  the 
Web-readiness  of  the  database 
when  it  announces  support  for 
multimedia  data  types  and 
objects  at  the  end  of  November. 

Analysts  said  Web-based  data¬ 
base  applications  may  solve 
problems  users  have  had  wi  th  cli¬ 
ent/server  applications. 


ment  platform. 

“We  don’t  position  SMS  as  a 
‘do  it  all’  system,  and  we  view 
what  IBM  is  doing  with  NetView 
as  complementary  to  NT  and 
SMS,”  said  Vesa  Suomalainen, 
general  manager  of  Microsoft’s 
SNA  product  unit.  “It  has  been 
tough  getting  any  sort  of  IBM 
commitment  to  NT,  so  it’s  good 
to  hear  this.” 

In  addition  to  porting  current 
products  to  NT,  IBM  is  consider¬ 
ing  developing  another  manage¬ 
ment  tool,  dubbed  SystemView 
for  Intel.  It  would  run  on  any 
Intel-based  system,  allowing 
users  to  simply  click  on  the  oper¬ 
ating  system  they  are  running. 
SystemView  is  IBM’s  object-ori¬ 
ented  systems  and  management 
technology. 

“The  idea  is  to  have  a  single 
SystemView  package  that  runs 
on  any  platform,  but  we  aren’t  at 
thatpointyet,”  Wilczak  said. 

Embracing  NT  is  something 
of  a  competitive  necessity  for 
IBM,  as  well.  Hewlett-Packard 
Co.  is  expected  to  deliver  a  ver¬ 
sion  of  OpenView  for  NT,  and 


“With  the  Internet,  you  put 
only  the  [graphical  user  inter¬ 
face]  on  the  terminal.  You’re  not 
deploying  a  large  application 
that  has  to  be  refreshed  and 
upgraded,”  said  Richard  Finkel- 
stein,  president  of  Performance 
Computing,  Inc.  in  Chicago. 

The  Oracle  PowerBrowser 
will  include  its  own  scripting  lan¬ 
guage  and  can  be  integrated  with 
components  developed  with 
Oracle’s  Power  Objects  applica¬ 
tion,  too.  In  addition,  it  includes 
a  local  SQL  database  dubbed 
Blaze.  The  PowerBrowser  will  be 
available  injanuary  for  free. 

That  tool  will  integrate  with 
Oracle  Webserver,  a  bundle  that 
includes  a  workgroup  version  of 
the  company’s  Oracle7  data¬ 
base,  a  HyperText  Mark-up  Lan¬ 
guage  (HTML)  development 
tool  kit,  and  database  and  Web 
administration  utilities. 

Another  offering,  the  Oracle 
Webserver  Option,  is  designed 
to  integrate  with  existing  appli¬ 
cations  built  on  the  enterprise 
version  of  Oracle’s  database. 

Webserver  and  Webserver 
Option  will  cost  $4,995  each. 
The  latter  is  available  now  on 
SunSoft,  Inc.’s  Solaris.  Versions 
for  Windows  NT  and  several 
other  flavors  of  Unix  are 
expected  next  month. 

Beta  testers  said  the  Oracle 
Web  tools  provide  a  cost-effec¬ 
tive  way  to  deploy  applications. 
“We  did  not  have  to  write  one 
line  of  HTML  code,”  said  Aron 
Dutta,  a  principal  in  the  banking 
and  capital  markets  practice  of 
Booz  Allen  &  Hamilton,  Inc.,  an 


rival  SunSoft,  Inc.  has  stated  its 
intention  to  support  Windows. 

Industry  observers  said  IBM’s 
nod  toward  NT  is  another  nail  in 
OS/2’s  coffin,  but  IBM  denies 
that,  saying  the  NT  offerings  will 
be  just  another  item  on  the 
firm’s  management  menu.  In 
fact,  its  SystemView  for  OS/2 
package  will  be  available  by  year- 
end.  SystemView  for  OS/2  is 
aimed  at  the  LAN  management 
arena  and  will  help  users  manage 
Token-Ring  and  Ethernet-based 
LAN  devices,  as  well  as  Novell, 
Inc.  NetWare  LANs. 

“IBM  had  no  choice  in  this 
matter  because  NT  is  rapidly 
becoming  the  platform  of  choice 
for  the  corporate  customer,” 
said  Joe  Mohen,  chief  technol¬ 
ogy  officer  at  Proginet  Corp.,  a 
software  developer  based  in 
Uniondale,  N.Y.  Proginet’s  pri¬ 
mary  software  package,  Fusion, 
runs  under  NT. 

“The  network  management 
vendors  who  don’t  [have]  a 
strong  management  platform 
for  the  Windows  environment 
are  going  to  find  themselves  by 


international  management  con¬ 
sulting  firm  based  in  New  York. 

Booz  Allen  is  rolling  out  a 
Web-based  application  to  give 
3,000  users  access  to  the  firm’s 
knowledge  base.  It  uses  Oracle’s 
Webserver  gateway  to  pull  data 
from  a  corporate  database  and 
deliver  it  through  a  Netscape 
server  to  the  end  user’s  browser. 

Other  approaches 

CA  is  looking  to  object  tech¬ 
nology  as  the  key  to  exploiting 
the  Web  for  its  CA-Openlngres 
database.  It  is  working  on  grant¬ 
ing  Web  access  to  data  stored  in 
its  database,  but  it  is  necessary  to 
extend  the  relational  architec¬ 
ture  for  the  Web  environment, 
said  Yogesh  Gupta,  senior  vice 
president  of  product  strategy  at 
CA,  based  in  Islandia,  N.Y. 

CA  announced  in  June  a  pro¬ 
ject  to  bolt  Fujitsu,  Ltd.’s  ODB-II 
object  database  to  Openlngres’ 
data  management  engine.  So  CA 
is  creating  a  set  of  libraries  to  let 


the  roadside  in  two  years  because 
Microsoft  will  be  knocking  them 
off  with  its  SMS  products,”  he 
said. 

“Business  is  business,  and 
IBM  needs  to  make  more  of 
these  market-driven  commit¬ 
ments  if  it  is  going  to  compete 
effectively,”  said  Frank  Dzubeck, 
president  of  the  Communica¬ 
tions  Network  Architects,  Inc. 
consultancy  in  Washington,  D.C. 

Too  good  too  late? 

Users  were  pleased  with 
IBM’s  NT  directions,  but  at  least 
one  thought  it  might  already  be 
too  late. 

“We  are  leaning  heavily 
toward  DEC’s  Polycenter  man¬ 
ager  because  we  need  a  more 
robust  system  than  is  currently 
available  from  anyone,”  said 
David  Koptik,  a  technical  strate¬ 
gist  at  Baxter  Healthcare  Corp. 
in  McGaw,  Ill.  “We  can’t  wait  for 
these  products  to  mature 
because  we  have  a  big  cli¬ 
ent/server  application  rolling 
out  and  we  need  to  manage  that 
environment  now.  ” 


objects  interoperate  over  the 
Web.  Object  technology  will  let 
these  Web-accessible  databases 
handle  complex  data  types  and 
multimedia  data. 

IBM  is  nearing  the  end  of 
beta-testing  its  DB2  World  Wide 
Connection,  an  interface  that 
connects  Web  servers  with  net¬ 
worked  DB2  databases  running 
on  OS/2,  AIX,  OS/400  and 
MVS.  More  than  1,000  custom¬ 
ers  have  downloaded  the  soft¬ 
ware  from  IBM’s  Web  site,  said 
Drew  Clark,  IBM’s  manager  of 
intercomponent  marketing. 

IBM  is  fleshing  out  the  Con¬ 
nection  product  with  others.  Its 
recently  announced  secure  Web 
server  and  the  Internet  Connec¬ 
tion  Server  for  OS/2.  IBM  will 
probably  bundle  the  secure 
server  and  DB2  Web  connection 
product,  the  company  said. 

Oracle:  (415)506-7000. 

Senior  Editor  John  Cox  contrUh 
uted  to  this  story. 


“Polycenter  can  manage 
about  4,500  devices  in  its  current 
form,  but  I  think  the  current  NT 
platform  has  to  be  built  up  more 
before  it  can  be  called  a  true 
enterprise  and  systems  manage¬ 
ment  platform,”  said  Frank  Hen¬ 
derson,  director  of  network 
strategies  at  Netplex  Group, 
Inc.,  a  consulting  firm  based  in 
McLean,  Va.H 
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Databases  hit  the  ’Net 


Company 

Net  strategy 

CA 

Will  provide  Web  access  to  CA-Openlngres;  in  1996,  will 
release  libraries  supporting  object-to-object  connections 
among  Openlngres  databases  on  the  Web. 

IBM 

Beta-testing  Web  interface  to  DB2  databases;  recently 
announced  secure  Web  server. 

Informix 

Partnering  with  Netscape  and  Spider  Systems,  which  are  using 
Informix  databases  with  their  Internet  offerings. 

Oracle 

Has  developed  its  own  Web  browser  to  ship  in  January,  plus 
an  HTTP  server,  which  ships  next  month. 

Sybase 

Expected  to  announce  by  year-end  its  own  Web-enabled 
database  to  interface  with  existing  browsers,  plus  capabilities 
in  its  development  tools  for  creating  interactive 

Web  applications. 
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lug  into  the 
Information 
Superhighway 
at  ComNet  ’96. 


You're  Invited  To  The  Greatest  ComNet  Ever! 
January  29-February  1f  Washington,  D.C. 

This  year's  ComNet  '96  Conference  and  Exposition,  with  its  all-star  Information 
Superhighway  coverage,  is  the  must-attend  event  of  the  year.  You'll  connect 
with  the  movers  and  shakers  driving  Information  Superhighway  products  and 
technologies. 

You'll  find  stimulating  courses,  scintillating  speakers,  and  all  of  the  essential 
information  you  need  to  profit  from  the  enormous  potential  of  the  Information 
Superhighway.  Learn  the  latest  on  Electronic  Commerce,  Multimedia,  the 
Internet,  ISDN,  Network  Security,  Convergence,  Remote  Learning  Technology 
and  ATM.  Also  learn  how  the  public  sector  is  using  the  Internet  to  enhance 
commerce.  And  that  only  begins  to  cover  the  wealth  of  l-way  technologies 
that  you  can  hear  about  —  and  test  —  in  more  classes  and  hands-on  demos 
than  ever  before. 

Listen  to  Nicholas  Negroponte  of  MIT's  Media  Lab.  Netscape  CEO  James 
Barksdale.  Prodigy  CEO  Ed  Bennett.  And  many  more  of  the  industry's  finest 
minds  in  keynote  addresses  and  dozens  of  seminars  in  every  facet  of  the  next 
wave  of  networking  and  communications. 

And,  ComNet's  380,000  square  foot  exhibit  hall  is  sold  out!  Every  available 
square  inch  is  packed  with  the  latest  communications  and  networking  technology. 

But  don't  wait  to  make  your  move!  Call  for  a  ComNet  '96  conference 
information  and  registration  package.  Join  over  40,000  of  your  colleagues, 
and  hundreds  of  leading-edge  vendors,  at  the  show  you'll  be  talking  about 
for  months. 


Call  today  for  a  FREE  brochure!  800-545-EXPO 

See  us  on  the  WWW  at:  http://www.mha.com/comnet/ 
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|  email _  j 

J  Mail  to:  MHA  Event  Management,  1400  Providence  Highway,  Norwood,  MA  02062 
Or  Fax  to:  617-440-0357  nw 
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_ Back  to  Reality _ 

New  media  strips  privacy  and  image 
control  —  even  from  publishers 


My  favorite  pastime  while  standing  in  the 
supermarket  checkout  line  is  sharing  head¬ 
lines  from  the  National  Enquirer  and  Star  with 
my  wife. 

My  wife,  Maggie,  shrivels  with  embarrassment  as  I  read 
out  loud  “Larry  Hagman  Has  Ex-Con’s  Liver”  and  “Why 
Ted  Kennedy  Was  Haunted  by  Sister’s  Lobotomy.”  Pre¬ 
sumably,  the  subjects  of  this 
puerile  journalism  are  also 
embarrassed.  But  public  fig¬ 
ures  often  get  what  they 
deserve  —  or  what  their  publi¬ 
cists  pay  for. 

Obscure  plebes  like  us  don’t 
have  to  contend  with  the  glare 
of  these  august  publications. 

But  plebes,  public  figures  and 
corporations  alike  face  the  loss 
of  privacy  and  image  control, 
thanks  to  the  wild  and  woolly 
world  of  the  new  media  — 
namely,  the  World-Wide  Web. 

dirtytricks@campaign96.org 

I  read  this  subhead  in  a  recent  New  York  Times  article, 
which  referred  to  an  official-looking  Web  address, 
http:/ / www.dole96.org. 

The  home  page  greets  you  with  the  banner,  “An  Offi¬ 
cial  World  Wide  Web  Internet  Site,”  followed  by  “Bob 
Dole  for  President — The  Ripe  Man  for  thejob.” 

The  next  paragraph  states:  “Bob  Dole  is  often  mixed 
up  with  the  Dole  fruit  company.  In  fact,  there  is  no  con¬ 
nection  between  the  two,  except  maybe  that  Dole,  the 
Senator,  is  a  big  fan  of  tropical  fruits,  especially  slightly 
overripe  bananas  that  are  just  starting  to  turn  black  on 
the  outside,  but  which  are  not  so  black  and  mushy  as  to  be 
inedible.” 

Sen.  Dole  clearly  had  no  role  creating  this  rogue 
home  page.  And  Dole’s  handlers  may  squeal 
“Unfair!,”  but  the  creator  broke  no  law  with 
his  charade. 

Melinda  Gates,  billionaire  bride  of 
billg@microsoft.com,  is  also  pissed  over 
her  and  her  husband’s  ebbing  privacy.  A 
West  Coast  PR  firm  decided  to  flack  itself 
into  the  public  eye  by  electronically  pub¬ 
lishing  photos  of  the  couple’s  40,000- 
square-foot  mansion,  now  under  construction  on 
a  bluff  overlooking  Lake  Washington  in  Seattle. 

The  Gates’  house  is  a  high-tech  version  of 
Hearst  Castle.  According  to  the  home  page,  the  95- 
window  (justkidding)  domicile hasa  12-footvideo wall 
in  the  reception  area  to  display  digitized  art,  a  20-vehicle 
garage,  a  dining  room  for  200  of  the  Gates’  closest  friends 
and  a  trampoline  pit  where  Bill  will  bounce  out  new  ideas 
forworld  domination. 

This  is  the  House  that  Windows  Built.  Voyeurs  can  see 
it  at  http://www.morsepr.com. 

Even  publishers  —  be  they  individuals  or  corpora¬ 
tions  —  have  little  control  over  new  media  distribution.  A 
telling  example  is  the  nude  beach  of  cyberspace  called 
Babes  on  the  Web.  (Interested  readers  can  skip  the  rest  of 


my  column  and  go  directly  to  nirvana  by  aiming  browsers 
at  http://www.tyrell.net/~robtoups/babe.html.) 

None  of  the  400  robobabes  are  on  the  site’s  server. 
The  presentation  is  based  on  hotlinks  to  private  home 
pages  maintained  by  each  babe.  Most  are  tame-looking, 
fully  clothed  coeds.  Apparendy,  they  prefer  to  use  feder¬ 
ally  funded  university  networks  for  digital  flirting,  rather 

than  focus  on  getting  an  educa- 
don.  No,  wait  —  these  must  be 
computer  science  projects. 

For  those  utterly  disgusted 
by  these  sights,  Babes  includes 
a  hotlink  to  the  National  Orga¬ 
nization  of  Women’s  home 
page.  Donate  and  weep. 

(About  one-third  of  ’Net 
surfers  are  women,  according 
to  a  recent  study  by  O’Reilly  & 
Associates,  Inc.  Expect  a  fol¬ 
low-on  product  soon  called 
Hunks  on  the  Web.) 

Politics,  celebrities  and  sex 
aside,  there  is  a  lesson  here  for  corporations  that  are  hell¬ 
bent  on  joining  the  ’Net.  Fallout  from  its  uncontrolled 
use  should  be  top  of  mind. 

Corporate  partners,  for  instance,  often  provide  hot¬ 
links  to  one  another’s  home  pages.  But  what  if  a  competi¬ 
tor  (or  mischief  maker)  decides  to  create  the  appearance 
of  an  alliance  by  hot-linking  to  your  home  page  without 
permission? 

Attorneys  may  respond  with  saber  rattling,  but  Web 
addresses  are  as  public  as  telephone  numbers. 

Corporate  honchos  are  also  naive  to  think  potential 
customers  do  not  share  “confidential”  Web  product  sup¬ 
port  addresses  with  competitors’  sales  reps. 

Corporate  image,  branding,  product  support  and 
other  new  media  objectives  could  thus  erode  if  your 
home  page  is  not  protected  by  a  registration 
mechanism.  Hey,  no  one  said  new  media 
would  be  easy. 

The  public  nature  of  home  pages 
means  that  some  are  not  used  as  intended. 
Industry  consultant  and  writer  David 
Strom,  for  instance,  offers  a  free  home  page 
for  the  computer  trade  press  and  high-tech 
marketing  communications  community 
(http://www.strom.com).  Despite  Strom’s 
desire,  it  also  contains  lots  of  cool  stuff  useful 
to  network  managers.  He  dislikes  requiring 
home  page  registration,  which  means  any¬ 
one  can  read  his  page.  And  you  should  in 
order  to  get  a  leg  up  on  hype  coming  your  way. 

The  Web  is  an  exciting  new  communications 
medium.  It  also  provides  the  means  for  publicizing  infor¬ 
mation  that  some  people  would  prefer  to  stay  private. 

Network  managers  should  temper  corporate  expecta¬ 
tions  by  exposing  privacy  risks  and  potential  embarrass¬ 
ment.  These  factors  could  throw  a  wrench  in  fledgling 
plans  for  use  of  new  media. 

Buerger  is  an  Atlanta-based  writer  and  industry  consul¬ 
tant.  He  can  be  reached  at  dbuerger@pipeline.com. 


David  J.  Buerger 


QOGQO 


abend  (n)  1:  abnormal  end  to  a  computer  process  2:  the 
column  that  spares  no  expense  to  bring  you  the  insights 
of  Internet  users  and  other  high-tech  wits 
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( wherein  we  cheek  out  all 
the  usual  haunts ) 


Your  first  stop  on  this  Trip  of  Terror  is 


■  V. •' 


(http://www.primenet.com/~trix/hallo.htm),  which 
looks  to  have  links  to  every  Halloween  Web  site  in  the 
universe,  along  with  an  appropriately  garish  orange 
background.  Use  this  as  your  broom-launching  site 
for  Halloween  sounds  and  music,  pictures,  paintings 
and  even  screen  savers. 


To  get  further  in  the  mood,  check  out  the  coffins  for 
sale  at  the 

(http://shops.net/shops/Carlos_A_ 
Howard_Funeral_Home).  Models  include  the 
Onyx/Silver  Regal  Velvet  with  cathodic  protection, 
semiprecious  metal  that’s  naturally  resistant  to  rust 
and  corrosion,  and  pin-striped  to  boot. 


Or  if  going  up  in  flames  is  more  your  style,  swing  over 
to  page 

(http://www.cremationinfo.com).  The  only  problem 
here  is  that  its  pages  look  like  they’ve  already  under¬ 
gone  the  treatment  -  crematoriums  obviously  don’t 
employ  graphic  artists. 


has  its  own  home  page,  at 
http://saturn.star.net/salem,  but  it  opens  up  with  a 
photo  of  a  boring  statue  of  some  boring  Pilgrim  guy. 
Scroll  down  a  page  or  two,  though,  and  click  on  What 
About  Witches  for  a  largely  sober  look  at  the  witch¬ 
craft  trials  that  redeems  itself  with  a  large  painting  of 
an  alleged  witch  getting  hysterical  at  one  of  the  trials. 


The  first  thing  you  see  on 


(http://lucky.biomol.uci.edu)  is  a  photo  of  a  guy 
who’s  painted  his  head  orange  with  black  stripes.  The 
frightening  thing  is  that  it  doesn’t  look  like  he  had  to 
do  much  beyond  applying  the  paint  -  looks  like  his 
head's  already  pumpkin-  (actually  squash-)  shaped. 


Finally,  if  you  want  to  pretend  you  actually  learned 


something  from  all  this,  click  on  over  to  : 


:  V  <  ■  .■  ; 


L>>Y;r*7 
»>• 


(http://aztec.lib.utk.edu/~michie/halldrigjitml), 
where  a  real  witch  tells  all  about  the 
Druids  and  Samhain,  the  night  of  the  :■■■.  \ 
dead  and  all  that. 

'••/>,  .  •••/•“.••••  '  'I'.'  .'.'  ‘  4':  | 
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From  IMuddled,  Confused,  Vulnerable 


E-Mail 

SERVER 


INTELLIGENT 

ROUTER 


DIAL-UP 

HOST 


To  Managed,  Integrated,  Fault  tolerant 


It  all  starts  with  a  few  specialty  servers. 

Then  you  add  faxing,  e-mail,  a  database  or  two, 
and  remote  access. 

The  breadracks  become  “dreadracks”,  wiring  multiplies,  heat 
builds,  power  consumption  increases...and  you  can’t  manage 
your  critical  corporate  services.  You  have  chaos. 

Before  chaos  occurs,  bring  peace  of  mind  to  your  network. 
Run  your  critical  corporate  services  ■ —  dial-up,  e-mail,  fax, 
gateways,  routers,  Notes,  and  file  servers  —  on  Cubix’s 
fault  tolerant,  managed,  specialty-server  PC  platform. 

A  single  Cubix  ERS/FT  II  drawer  houses  as  many  as  eight 
independent  Pentium  or  486  class  PCs,  each  supporting 
its  own  function,  in  a  fraction  of  the  space  stacked  PCs 
would  require. 


And  each  SNMP-managed  Cubix  processor  can  run  any 
application  you  could  run  on  an  unmanaged  PC. 


Integrated  intelligent  sensors  continuously  monitor  the 
processor  and  chassis  environment. You’ll  be  able  to  reset 
individual  specialty  servers  across  the  LAN  or  over  a 
modem  connection,  and  you’ll  have  management  control 
options  that  are  impossible  when  stacking  PCs. 

Why  risk  corporate  calamity?  Call  Cubix.  Well  help  you 
end  the  chaos. 


CUBIX. 

U.S.  &  Canada  •  800.829.0550 
United  Kingdom  •  0800591887 
France  •  05908114 
Germany  •  0130815193 


Cubix  Corporation  2800  Lockheed  Way  •  Carson  City,  NV  89706  •  USA  *  Tel  702.888.1000  •  Tel  800.829.0550  •  Fax  702.888.1001 
Cubix  Corporation  Europe  Ltd.  One  Hunter  Road  •  Kirkton  South  *  Livingston,  Scotland  EH54  9DH  *  Tel  44.1506  465065  *  Fax  44.1506  465430 


EXCLUSIVE  EXPOSITION 

After  learning  the  benefits  of  remote  access  and  its  applica¬ 
tions  at  the  conference,  discover  the  latest  products  and 
services  dedicated  to  the  successful  implementation  of  this 
technology.  Nowhere  else  can  you  experience  this  HOT 
technology  and  receive  a  clear,  informed  picture  of  what’s 
available  today  and  in  the  future! 

This  exposition  is  your  chance  to  talk  with  industry  leaders  to 
get  the  facts  you  need  today  to  make  informed  buying  deci¬ 
sions  tomorrow.  See  live  demonstrations  of  today’s  leading 
solution  suppliers  as  you  compare  and  contrast  your  most 
current  options! 


CO-SPONSORS 

'"W 


Xcel  leNet 


XcelleNet,  Inc  develops  and  markets 
software  products  known  as 
RemoteWare.  Organizations  world¬ 
wide  use  RemoteWare  to  create  solu¬ 
tions  for  their  remote  and  mobile  users  -  solutions  which 
provide  timely  access  to  essential  business  information. 
RemoteWare  provides  a  proven,  cost-effective  means  to  create, 
deploy  and  manage  communication-enabled,  bandwidth  inde¬ 
pendent,  line-of-business  applications. 


EXHIBITORS  INCLUDE 

Aironet  Wireless 
Communications 

Attachmate  Corporation 

Bay  Networks 

Cheyenne  Software 

Ergo  Computing 

*  Hewlett-Packard 

Micom  Communications 
Corporation 

Mounting  Solutions,  Inc. 

Norand  Corporation 

O’Neil  Product  Development 

*Pen  Computing  Magazine 

PERLE  Systems 

Persoft,  Inc. 

Peripheral  Vision  Limited 
Power  Express 
RDC  Networks 


m 


HEWLETT 

PACKARD 


RadioMail  Corporation 
Renex  Corporation 
Shiva  Corporation 
SIMWARE,  Inc. 

Solectek 

Sybase 

Symbol  Technologies 
TechForce  Corporation 
TechSmith  Corporation 
TeleAdapt,  Inc. 

TENBA 
ViaGraphix 
*XcelleNet,  Inc. 

XIRCOM 
And  Many  More! 

*  Denotes  Co-Sponsors 


Hewlett-Packard  demonstrates  its 
palmtop  and  notebook  line, 
including  the  HP  200LX  palmtop 
with  Pocket  Quicken  built-in.  Hands-on  demonstrations  avail¬ 
able  to  experience  the  full  power  of  this  DOS  based  palmtop  PC 
including  sending  and  receiving  messages  via  wireless,  cellular, 
radio  frequency  and  faxes. 


SPONSORS 

1 1  j  1/1  Al Awl A  Network  World,  an  International 

NGlWOll  WOllll  Data  Group  (IDG)  newsweekly,  is 
shaping  the  future  of  network  computing  in  the  enterprise. 
Through  its  publishing,  education  and  software  divisions, 
Network  World  empowers  network  IS  professionals  with  the 
knowledge  to  deliver  the  open  applications  and  infrastructure 
required  to  meet  their  evolving  business  needs. 


DCI 


DCI  is  the  largest  producer  of  specialized 
IS  conferences  and  expositions  such  as 
Database  &  Client/Server  World,  Internet 


Expo,  Email  World,  Field  &  Sales  Force  Automation,  Software 
World  U.S.A.,  Software  World  Canada,  Datawarehousing  and 
more  than  100  others.  DCI  is  the  leader  in  providing  a  full  range 
of  realistic  solutions  for  the  IS  industry’s  technical  and 
management  needs. 


Don’t  Miss  This  Exclusive  Opportunity  to  Exhibit.  Call  (508)  470-3870  for  more  information. 


Network  World  Unplugged:  The  Mobile  and  Remote  Access  Expo 

Register  by  November  17th  and  save  $200  off  the  Core  Conference  Package 
Yes!  Send  me  a  FREE  Brochure  (5551) 

Yes!  Register  me  for  the  FREE  Network 
World  Unplugged  Exposition  (5473) 

Send  me  information  on  Exhibiting 
at  Network  World  Unplugged 


1 .  FAX  this  card  to  DCI  at  (508)  470-0526 

2.  MAIL  this  card  to  DCI 

3.  EMAIL*  to  ConfReg@dciexpo.com 

4.  WWW  at  URL 
http://www.DCIexpo.com/ 

'When  responding  by  EMail,  please  refer  to  KEAWN07  and  Network 
World  Unplugged  (5551)  in  the  subject  line.  Include  your  name,  title, 
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State 


.Zip 


Phone ( 

EMail  Address 


.  Fax  ( 


KEAWN07 


Network  World  Unplugged 
DCI 

204  Andover  Street 
Andover,  MA  01 81 0-5697 
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CUBIX 


NetWare 
Tested  and 
Approved 


ICTiT^ 


Readers  reaMs  oft 
CHSPE  choice  ® 


w* 
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Serious 

Storage 

Solutions. 


For  All  Server  Platforms... 

Serious  servers  require  serious  storage. 
Serious  about  fault  tolerance  and 
performance.  Serious  about  capacity 
and  adaptingto  changing  require¬ 
ments.  Serious  about  management  and 
ease  of  service.  Serious  about  saving 
space... and  money.  SafeStor/FT  is 
serious  storage. 

MORE  STORAGE  IN  LESS  SPACE. 

SafeStor/FT  consolidates  over  25GB 
of  storage  on  one  SCSI  channel  in  a 
single  rackmounf  fault  tolerant  chassis. 
MORE  STORAGE  FOR  LESS  MONEY. 
SafeStor/FT's  configurable  SCSI 
backplane  supports  multiple  servers, 
saving  you  space  and  money. 


•  Up  to  12  hot-swappable  Fast  or 
FastfWide  SCSI  drives 

•  Dual,  load-sharing,  hot-swappable 
power  supplies 

•  Redundant,  hot-swappable  cooling  fans 

•  Environmental  monitoring  and  alert 

•  Supports  RAID  levels  0,  1,  and  5 

•  Supports  5V i  ”  CD-ROM,  DA  T/DL  T  and 
ultrahigh  capacity  drives 


SERVER 


SERVER 


SERVER 


SERVER 


SERVER 


SERVER 


SAFESTOR/FT 


One  SafeStor/FT  provides  hot-swappable  storage  for  as  many  as  six  independent  servers, 
at  a  low  cost  per  megabyte. 


If  you've  got  serious  storage,  server 
or  communication  projects,  we've 
got  serious  solutions.  Call  us  at... 

1-800829-0550 


UNITED  KINGDOM  ♦  0800591887 
FRANCE  ♦  05908114 
GERMANY  ♦0130815193 


CLJBIX 


SYSTEM  lO  HO 


■ 


Cubix  Corporation  ♦  2800  Lockheed  Way  ♦  Carson  City,  NV  89706  ♦  USA  ♦  Tel  702.888.1000  ♦  Tel  800.829.0550  ♦  Fax  702.888.1001 
Cubix  Corporation  Europe  Ltd.  ♦  One  Hunter  Road  ♦  Kirkton  South  ♦  Livingston,  Scotland  EH54  9DH  ♦  Tel  44.1506  465065  ♦  Fax  44.1506  465430 


SESSIONS 

COVERING: 

Remote  Access 
Middleware 
Wireless  Connectivity 
Wired  Technologies 
Telecommuting 
PCS 

Networking  Options 
Security  Issues 
Mobile  Computing 

Remote  Internet 
Connectivity 

Hardware  Issues 
Branch  Office  Connectivity 
And  Much  More! 

YOUR  COMPETITIVE 
ADVANTAGE 

Learn  from  Industry  Experts 

Improve  Productivity 

Save  Both  Time  &  Money 

Discover  the  Latest  Products 

Learn  Immediate  Solutions 

Find  Out  Where  the  Market 
is  Headed 


Call 

(508)  470-3870 

for  information 
on  exhibiting 


NetworkWorld 

QpFPIAI 

PRESENTATIONS: 

John  Gallant 

Network  World 

Ira  Brodsky 

Datacomm  Research  Co. 

Craig  Mathias 

Farpoint  Group 

Tim  Schmidt 

Intelligent  Technologies 
International 

Barton  Goldenberg 

ISM,  Inc. 

WHO  SHOULD  ATTEND 

Network  and  MIS  Managers 

Presidents,  CEOs  and  CIOs 

Directors  and  Vice  Presidents 

LAN  Managers  and 
Administrators 

Network  Technicians 
and  Engineers 

Network  Consultants 
Network  Designers 
IS  Professionals 
Network  Administrators 

Programmers  and 
Technical  Staff 

Networking  Managers 

Operations  Managers 


FEBRUARY  19-21,  1996 
SAN  JOSE,  CALIFORNIA 


Call  (508)  470-3880  to  register  or  for  more  information. 

Access  the  complete  brochure  on  the  World  Wide  Web  at  URL  http://www.DCIexpo.com/ 
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Co-Sponsors 

HEWLETT 
PACKARD 

Produced  by 


Xce  1  leNet 


NetworkWorld 


k 


DCI 


KEAWN07 
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FEBRUARY  19-21,  1996 
SAN  JOSE,  CALIFORNIA 


Your  network  is  expanding  and  reaching  out  to  new  sites  and  new 
users  -  remote  LAN  users,  traveling  executives,  telecommuters 
and  branch  office  staff!  Network  World  Unplugged:  The  Mobile  and 
Remote  Access  Expo  is  THE  place  to  learn  and  discover  new  strate¬ 
gies  and  technologies  that  enable  these  new  users  to  access  the 
applications  and  information  they  need  to  succeed. 


Learn  how  the  top  router,  hub  and 
switching  companies  are  expanding 
product  lines  to  support  SOHO  (small 


w  office,  home  office)  computing. 


Discover  how  carriers  and  equipment 
suppliers  are  gearing  up  to  deliver  wired 
and  wireless  access  to  your  corporate 
network  from  anywhere  at  anytime. 


Explore  the  latest  in  remote  LAN 
access  tools  and  techniques,  new 
mobile-ready  applications  and  more. 


Whether  your  job  is  tying  smaller  offices  into  the 
corporate  network,  bringing  wireless  voice  data 
services  to  roaming  employees  or  supporting  employ¬ 
ees  working  at  home,  Network  World  Unplugged  will 
help  you  find  solutions  for  your  corporate  challenges 
and  provide  the  best  network  services  wherever 
your  network  users  may  be. 


Network  World  Unplugged  provides  you  with  three  con¬ 
ference  days  packed  with  unparalleled  technical  informa¬ 
tion  and  corporate  solutions.  Discover  the  secrets  of 
success  to  deal  with  the  new  network  challenges  facing 
today’s  professionals. 


Learn  the  successes  of  Fortune  500  companies  and 
receive  valuable  insight  and  advice  on  which  solu¬ 
tions  provide  the  competitive  edge  you  need  to  stay  suc¬ 
cessful.  Whatever  your  interest,  panel  discussions, 
keynotes  and  “real  world”  examples  explore  the  tech¬ 
nologies  and  issues  you  need  to  gain  immediate  solu¬ 
tions.  Hear  from  industry  experts  including: 


JOHN  GALLANT,  Editor-in-Chief,  Network  World 
IRA  BRODSKY,  President,  Datacomm  Research  Co. 

TIM  SCHMIDT,  President,  Intelligent  Technologies  International 
CRAIG  MATHIAS,  President,  Farpoint  Group 
BARTON  GOLDENBERG,  President,  ISM,  Inc. 


SESSIONS  INCLUDE: 

Remote  LAN  Access 
Branch  Office  Connectivity 
Hardware  Issues 
Remote  Site  Networking 
Wireless  LANs  &  WANs 
Networking  Options 

Mobile  Computing  and  Communications 
Supporting  the  Occasionally  Connected  User 


Register  by  November  17th  and 
Receive  a  $200  Discount  off  the 
Core  Conference  Package 


For  a  FREE  Brochure:  Call  (508)  470-3880  or  EMail  to  ConfReg@dciexpo.com 

For  Exhibitor  Information:  Call  (508)  470-3870  or  EMail  to  74404.163@compuserve.com 


Check  Out  The  Latest  On  Network  World  Unplugged  on  the  World  Wide  Web  at  URL  http://www.DCIexpo.com/ 


SEE  INSIDE  BACK  COVER  FOR  MORE  INFORMATION 


